





oe 
Wholesaling Selling 
™ ‘Out-of- this-World’ 
. olesaling Lishting 
ssenenessvonneststsrnsoncrenesenot NT MAGAZINE page 45 





wkkkkhkhhhhikkhkkh ke 





WHAT'S “/ AND BAD-ABOUT CONTRACT PURCHASING? 
Pa we paged? xk Ke 







A HowWelse 7. 
Tuna ao 
Rate | OMation «egy 
Why t Like MPL = May Be 
Shirt-Sleeve Too Late 


Selling for 
nage 48 Industrial 


Electronics 





nage 62 


Another 
APPLETON 


“FIRST” 


Eliminates Welding! 


Up to now when a tight box-hub seal was wanted, 
threaded hubs were attached by the costly, complicated, 
time-consuming method of welding. This gave a rough, 

frequently off-center result. Today, with APPLETON 

Uni-Seal Hubs, you get a liquid-tight connection 
without welding . . . simply, easily and always uniformly 

centered. Application requires only a single wrench! 
Always a perfect ‘‘cold-weld" seal! And the 
wedge adapter is almost flush with 
inside box wall for maximum 
wiring room. 
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New Insulated Throat! Ne ockin 


g Edge on Body! 


clusive Benefits are YOURS. 


UNI-SEAL 


Rigid-Conduit 
HUB 


Patent Pending 


Unparalleled ease of installation and positive liquid- 
tight, dust-proof protection are built right into this 
new APPLETON Uni-Seal Hub. An exclusive wedge 
adapter pulls up tight in the knock-out hole to give a 
lasting metal-to-metal ‘“‘cold-weld”’ 
ance of a perfect ground. Lasting resistance to vibration! 
Maximum wiring room because wedge adapter tightens 
down almost flush inside box! Insulated throat to pro- 
for 


seal with full assur- 


tect wiring! Single wrench installation! So . 
cost-cutting wiring installation, specify APPLETON 
UNI-SEAL Rigid Conduit Hub! 


HOW IT WORKS... 
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Wedge adapter with threaded shank is inserted through 
junction box hole. Threaded hub with special locking edge 
on body is screwed down on adapter threads until box 
metal is firmly gripped between adapter 
wedge and locking edge. A pull or two on 
the hub with a single wrench locks the hub 
in position permanently with a perfect metal- 
to-metal “‘cold-weld” seal that does not 
vibrate loose. Rigid conduit is then screwed 
into hub. 








Also available in 
a Union type. 
Pat. Pending 


.. with APPLETON 


dapter! increased Wiring R 


New Wedge A 


Interior view of wiring box with installed UNI SEAL 


An insulator insert provides complete protection 
against damage to wires from metal edges. No 
reduction in inside throat diameter. The complete 
answer where vibration is a problem! 


Puts continuous pressure on wedge adapter! Bites 
into outer box wall to eliminate loosening through 
vibration! No lock nut needed! Assures positive 
ground! 
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Note adapter surface angle how design permits 
it to tighten almost flush with inner box wall 
Maintains positive ground and a constant, liquid 
tight, “‘cold-weld” seal when pulled down 
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Rigid Conduit Hub showing how wedge adapter 
tightens almost flush to provide maximum wiring 
room. No weld! No wrench required inside box 


APPLETON ELECTRIC COMPANY 


1701 Wellington Avenue 


Also 
Manufacturers 


of: 


Industrial 
Lighting 
Equipment 


Malleable !ron 
Unilets 


Chicago 13 


Eagle Claw” 
Switch Boxes 


lilinois 


Automatic 
Reelites 





C-L-X installs “‘as is”’ eliminates the cutting, threading, and 
pulling operations necessary with conventional duct or eonduit. 


C-L-X is pliable can be -L is easily trained any- 
handled smoothly on a stand- here, in continuous, long- 
ard size reel 


C-L-2 installs without the '-L-X is versatile. It can be 

need for benders, sand, el installed with clamps, in 

. bows, or similar fittings trays or ladders, or directly 
buried in the ground 


SHEATH FORMING 
STRIF 


How C-L-X is mad 
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Just glance at these time-and- 
work-saving features of C-L-X 
Cable Systems by SIMPLEX. 


You’!ll see how easily this packaged 
combination of cable and pliable, imper- 
vious metallic sheath installs. You'll see 
why it cuts installation cost to a fraction 
of that required for conventional cable 
and duct. Then find out how much 
money today’s easiest-to-install cable 
system can save you. 

C-L-X is available with plastic-jacketed 
sheaths of steel and with sheaths of 
aluminum, bronze, or copper — with or 
without plastic jacket. It’s the choice 
of chemical plants, oil refineries, paper 
mills, utilities, industrial plants — wher- 
ever severe environmental conditions 
exist. Write today for your free, illus- 
trated brochure on C-L-X. 


Simplex 


WIRE & CABLE Co. 
' Cambridge, Massachusetts - Newington, N.H. 
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That's what Franklin Electric did to provide better customer 


Automation Without Machines 
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You'll be yery much interested in the ad on the reverse side 
of this memo- It announces Square D's latest contribution 

to the electrical distribution equipment field..-4 new 60 amp 
general duty safety switch, forerunner of a complete new 

line to follow. This same ad 158 appearing in the July and 


August issues of all the electrical contracting magazines- 


For the record, Square D designed and built the first safety 
switch. That was nearly 60 years ago. Every year since then, 
more people have bought more Square Dp safety switches than 
any other brand -- bY # wide margin. Why? We think there 

are a couple of reasons: First, Square D has been alert to 
the importance of maintaining its original leadership 3 both 
functional design and appearanc®: Second, Square D always 
has and still does offer the most complete range of devices: 


If you don't already have the new 60 amp general duty switch 
in stock, you will have ~~ soon. Give it a close going-over- 
You'll like what you see, for it's another example of 


design leadership in action: 


sincerely, 


w. J- Moriarty 


Manager, Distributor Relations 
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NEW 


FROM 


SQUARE D | 


. | EW Aas 


design permits 
ganging on 9” 
centers 


N | 


—most compact on 
the market 


Ni EW larger 


gutters for 
aluminum wire 


N EW lay-in 


lugs for easier wiring 


VISIBLE BLADES for 
safety you can SEE 


QUICK-MAKE, 
QUICK-BREAK 
mechanism _— 





Also 
available 


in 3 | forerunner of a complete line of General Duty switches to 
ae follow. Here again is design leadership in action—leadership 
Ne ga which has made Square D switches the predominant first 


THIS IS SQUARE D’s NEW 60 AMP GENERAL DUTY SAFETY SWITCH 


choice for 57 years. They cost no more... why settle for less? 


For descriptive literature address Square D Company, Mercer Road, Lexington, Kentucky 


SQUARE J) COMPANY 








wherever electricity is distributed and controlled 
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Credits and Collections 


SUMMER’s bustin’ out all over, and 
so is EW. Witness the cover 

The colors need no explanation— 
just respect. The cover refiects the dy- 
namism of electrical distributing in 
this country—the fact that our indus- 
try is constantly changing, never 
Static. Every day may not be Fourth 
of July, but we're sure you'll agree that 
some of your selling days seem almost 
that way. 

Hence, 
of the significant developments of vital 
interest to electrical distributors and 
their salesmen. 

Here’s a rundown on these and 
other articles to be found in this July 


the cover dramatizes some 


issue: 

e “Contract Purchasing: Bane or 
Boon”—At what we consider a crucial 
point, EW has surveyed distributor 
readers on this growing practice and 
what it has meant to them. For their 
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verbatim pros and cons, see page 

e “Selling Out-of-World Lighting 
Jobs”—How City Electric's church 
lighting specialist, Tom Keating, opens 
sales doors through his 
(furn to 


other lighting 
top religious installations 
page 45) 

e “Shirt-Sleeve Selling” Why 
Bernie Fromm prefers to earn his 
sales the hard way (page 48) 

e “Automation Without Machines” 

Sound impossible? See page 54 

e “20-Hour Electrical Course Test” 

Almost 100 EW readers have won 
Certificates of Achievement since the 
institution of this invaluable course in 
electrical technology. Want to join this 
accomplished group? See page 60. 

e NAED Reports to the Industry 
—Controversy rears its head as two 
commodity committees take strong 
stands, including one on “local ware 
house stocks” (page 70) 

And, for a real eye-opener 
tronics, see puiges 62 and 68. 
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* "MARKETS UNLIMITED” * 


“164 
~A-Phase 
CONVERTERS 


Sold in 
3!/2 Months” 


Says 
B. L. en 


“In the short time of thirteen and one 
half months, since | first introduced the 
ADD-A-PHASE Power Converter to this 
Greensburg oil field, we have sold and 
successfully installed 164 units of five, 
ten and fifteen horsepower sizes. The 
ADD-A-PHASE is used in conjunction 
with Reda Submersible Pumping of oil 
and salt water. All the ADD-A-PHASE 
units are working perfectly. They are 
ideal for this type of service and stay 
in perfect balance despite the constant 
pull of the pump. Variations in voltage 
or power interruptions do not lamper 
the efficiency of the ADD-A-f HASE : 


For thirty years, this oil field was non- 
productive. We knew there was oil, but 
did not have the type of pumps required 
for the work. Then Reda introduced 
their three phase equipment. We still 
faced the three phase wiring problem. 
Then the ADD-A-PHASE solved all our 
problems. We were able to run the three 
phase equipment from single phase 
lines.’’ 


To Operate 
3-Phase From 
Single Phase Get 
ADD-A-PHASE 


| 


INN 


PEP Pre yyy | | 
aoae 


ADD-A-PHASE ent 


Div. System Analyzer Corp., Nokomis, Illinois 


Gentlemen: Please send, without obligation 
complete details on your ADD-A-PHASE Power 
Converter 


Title 


SEE FOR YOURSELF package 
includes many case histories of the 
success of the Add-A-Phase 
years of trouble free use. iF YOU 
HAVE A SPECIFIC ELECTRIC POWER 
PROBLEM GIVE US THE DETAILS 
FOR RECOMMENDATION 





LETTERS TO THE EDITORS 





Give and Take 


Dear Sirs: 

I would like to receive 12 copies of 
Market Planning Guidebook of your 
April issue. ; 

These articles with the exception 
of one are well-written and I, as a 
manufacturers’ agent, want to distri- 
bute them to wholesalers, who say 
they did not see the articles. 

I am sure that other readers will 
be just as surprised as I that (you) 
accepted for publication the aimless, 
ungrammatical verbiage of the pseu- 
donymous Paul E. Bowers. His dither- 
ings are summarized neatly by that 
section in which he says, “As I write 
this, I can hear the chimes of a near- 
by church; those chimes and that 
church were paid for with contribu- 
tions from somebody’s profits.” Mr. 
Bowers has without a doubt made a 
haphazard study of saying nothing. 
Standard procedure is to mention 
Our Flag and Our Country. He men- 
tions Fellow Travelers, but that’s not 
enough; he could be slightly bolder 
and brand as Communists those who 
do not share his important opinions. 

However, no one could doubt the 
sincerity of Mr. Bowers. I am con- 
vinced he believes what he says when 
he says nothing. 

E. B. Rouzer 
MANUFACTURERS’ AGENT 
MINNEAPOLIS, MINN. 


eWe thank Mr. Rouzer for his offer 
to distribute copies of our Market 
Planning Guidebook. Twelve copies 
have been sent to him for this pur- 
pose. 

His comments on Paul Bowers’ 
“Profit Is Not a Dirty Word” (EW— 
April ’61, p. 128) took us by surprise. 
So far, Mr. Bowers has had nothing 
but compliments for his piece, and we 
have published a few of them (EW— 
June ’61, p. 6). But when you pre- 
sent your opinions to a broad audi- 
ence, there are hound to be some 
who take exception to your words 
and ideas and have the gumption to 
state their objections, constructive or 
otherwise. And EW is committed to 
publishing such reaction in the belief 
that the reader always has the right 
to express his opinion in a democratic 
country and in a democratic (small 
d) publication. 

Since there is so much wallop in 
Mr. Rouzer’s words, we felt it only 
fair to allow Mr. Bowers to reply. His 
crackling answer follows. 


Dear Sirs: 
I am pleased to accept your invi- 


tation to answer Mr. E. B. 
Rouzer’s brickbat, which is, as you 
say, “a lulu”; may his vituperative 
grammatical excellency unbend from 
his throne of bad manners, and for- 
give us our slang! 

I am quite sure there are many 
who disagree with “Profit Is Not a 
Dirty Word,” but I cannot take Mr. 
Rouzer’s disagreement seriously. 
Surely no man in sales work would 
be so obviously ill-mannered except 
in jest. Mr. Rouzer cannot be so ar- 
rogant that he believes his mere 
statement that I “say nothing” con- 
demns the text of the article on 
which he very deliberately avoids 
presenting any facts to support his 
statement. He must be more intelli- 
gent than is indicated by his illogical 
interpretations of that which was nei- 
ther stated, inferred, implied, indi- 
cated nor in the mind of the writer. 
Mr. Rouzer has to be joking. But if 
he is serious, run for cover... . 

Mr. Rouzer charges me with mak- 
ing “a haphazard study of saying 
nothing,” then makes a study of going 
all around the garden wall to dig up 
a haphazard connection between my 
single, passing remark about a church 
and his inane: “Standard procedure 
is to mention Our Flag and Our 
Country.” The man must be kidding. 
There is no possible inference of the 
flag-waver he neglected to call me in 
anything I wrote. I was surrounded 
with socialism from as far back as I 
can remember to the time I was old 
enough to know better, and Mr. Rou- 
zer’s cliche has always been the 
word-for-word rejoinder to any ref- 
erence to any institution of the “dirty 
capitalists.” “Standard procedure,” in- 
deed! 

I hope Mr. Rouzer’s arm has re- 
covered from reaching for that ab- 
surd connection between my one 
slighting statement about Fellow Tra- 
velers and his silly “be slightly bolder 
and brand as Communists those who 
do not share his important opinions.” 
Talk about “dithering?” Mark this 
from my early atmosphere of social- 
ism: “when there is even the slightest 
remark against socialism, assume an 
air of injured innocence and charge 
the writer with calling you a Radical.” 
How in the name of all flights of 
fancy could Mr. Rouzer read his in- 
ference into what I wrote except by 
this method? Surely he is trying to 
rib me. In any event, this is an op- 
portune time to state that I would 
never brand any man a Communist 
until I was positive of his ignorance. 
If that treads on anybody’s toes 
may it break his foot! 


That “pseudonymous” Paul E. 
Bowers’ really amuses me, and it fol- 
lows the policy: “accuse them of hid- 
ing behind an assumed name.” If | 
were seeking a pseudonym, I would 
select one with flair—Sturgis Elliot 
Chadwick or George van Alpin 
Straithmiller, for instance, which are 
also real names, as is the one by 
which I am too well known in some 
places. 

If Mr. Rouzer is joking, it has been 
fun. If he is serious, let him present 
a case other than his churlish chatter 
of personal invectives, and I'll match 
him fact for fact and spot him all the 
grammar he wishes. But he would be 
well-advised to omit those party 
phrases I may know better than he 
does. May the fact this is written on 
Memorial Day not further arouse Mr. 
Rouzer who should know better than 
to get sarcastic with an Old Hand at 
the Game! 

PAUL E. BOWERS 
MANUFACTURERS’ AGENT 
BUFFALO, N. Y. 


eAfter that, perhaps we had better 
give Mr. Rouzer an opportunity to 


reply Oh, well. 


Obey the Law 


Dear Sirs: 

I have been following with much 
interest your various editorials, par- 
ticularly in your February 1961 and 
March 1961 issues, on the implica- 
tions of the various antitrust 
against the electrical manufacturing 
industry, etc. I have also read your 
exchange of correspondence as print- 
ed in your May 1961 issue with 
Messrs. Baron and Stahlman, and 
your masterful reply to them. 

What I am about to offer should 
be taken only as my personal opinion 
and in no way, George (Ganzen- 
muller), does it necessarily reflect the 
position of the company for whom | 
work. 

As one man, committed both in 
theory and in practice to the better 
working of our free enterprise sys- 
tem, I have been very disturbed by 
your own reaction to the implications 
raised in these various antitrust suits 
It has seemed to me that you, repre- 
senting the best thinking in the elec- 
trical distributing industry, had a 
magnificent and _ not-to-be-repeated 
opportunity to strike a solid and 
worthwhile blow for the system in 
which we both believe. Granting all 
of the syllogisms which you draw in 
your various editorials and letters re- 


cases 
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garding the double standard in our 
economic and political life, I would 
have rested more easily had you 
clearly stated, without any equivoca- 
tion or looking for a scapegoat, that 
the acts which were committed by 
these individuals were illegal, im- 
moral, improper and, that having 
committed them in the full realization 
of the possible consequences, they 
have no one to answer to but them- 
selves. 

Disregarding any personal political 
bias, I would certainly agree with you 
that the monopolistic practices of 
Big Labor are intolerable and should 
be corrected. Certainly our farm pro- 
gram is a national scandal, although 
without claiming to be an expert, I 
have seen no solution offered by 
either political faction that might pos- 
sibly be equitable to both sides. But 
that seems to me to be “begging the 
issue.” ELECTRICAL WHOLESALING is 
not a magazine that pretends to be 
an expert in labor matters or in farm 
matters, but it does claim to be the 
spokesman for the electrical distrib- 
uting industry. 

As such, it would seem more proper 
to have you declare, as Henry Ford 
II clearly stated after the judgments 
were handed down in Philadelphia, 
that American Business had done a 
lousy job of instructing its employees 
to follow the law and that we had 
better admit it and make up our 
minds to obey the law from now on. 
Certainly there are inconsistencies 
and vaguenesses in the Robinson- 
Patman Act, but the obvious con- 
spiracy which was evident in the 
Philadelphia trial went far beyond 
discriminatory discounts, etc. 

Once and for all, I would like to 
see a clear, bold and imaginative 
statement from you stating that, with- 
out exception, the law must and 
should be obeyed whether we hap- 
pen to personally agree with it or not. 
This may be the moral dilemma of 
our times, but as a leader in our in- 
dustry, you could, I believe, make a 
major contribution toward pointing 
the way for those who seem to forget 
that we insist that the law be obeyed, 
agree with it or not. 

I ask you to withhold my name 
only because my feelings are com- 
pletely personal and, as above stated, 
do not necessarily reflect those of 
anyone but myself. Perhaps, in more 
honesty, I should say that, not being 
completely without sin, my own 
aim with the stone might be a bit 
shaky. . . 
NAME WITHHELD ON REQUEST 
e The author of the preceding letter, 
a well-known electrical manufactur- 
ing sales executive, most certainly 
rates a reply. The following is an at- 
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tempt at the “clear, bold and imagin- 
ative statement” he calls for. It may 
not meet his requirements, but it, too, 
is sincere. 

This writer certainly agrees that 
the law should be obeyed, whether 
we agree with it or not. Respect for 
the law is the hallmark of a stable, 
orderly society. Without law and or- 
der, we would have anarchy, which 
could lead to something worse. 

Our rise from savagery and barbar- 
ism to civilization has been built on a 
foundation of laws and rules of con- 
duct, which over the centuries has 
progressively elevated mankind. The 
lapses that have occurred, with all 
their ghastly and inhuman _ conse- 
quences, have been facilitated by 
suspension, abridgment or perversion 
of laws 

When a democratic society such as 
ours begins to treat with contempt 
first the spirit and then the letter of 
the law, we begin to move away from 
a government of law towzrd a gov- 
ernment of men. Such was Nazi Ger- 
many and such is Soviet Russia. Both 
are abominations 

Anything that this writer may have 
said previously that seemed to justify 
or countenance lawlessness was un- 
intended. It was clearly stated in 
March, “Compliance with the letter 
of these (antitrust) laws is an absolute 
must” (page 8) and at the conclusion 
of the reply to the letter published in 
May (page 9). But perhaps these 
points may have been lost in concern 
for what seemed to be inequities un- 
der the law. Admittedly, such may be 
academic when faced with the fact 
that the law was knowingly broken 

But in reiterating that the law 
should be obeyed, without equivoca- 
tion, whether we agree with it or not, 
this writer feels that if you disagree 
with the law, you should feel it your 
obligation to advocate and work for 
changes in the law. Otherwise, we 
would be sanctioning inequities and 
imperfections that exist in our laws. 

That such exist is clearly indicated 
by disagreement among experts as to 
what the law is. When, for example, 
split decisions are rendered by the 
Supreme Court, there certainly re- 
mains reasonable doubt that the law 
as interpreted is correct (however, 
there should not remain any doubt 
that it is the Jaw). The ordered di- 
vestiture of DuPont's General Mo- 
tors stock and the upholding of the 
Smith Act and the Internal Security 
Act of 1950 exemplify recent split 
decisions—decisions that have pro- 
vided much controversy. 

Consider the 18th Amendment and 
the Volstead Act. Liquor prohibition 
was an idiotic law, as so many Amer- 
icans proved by continuing to buy 


booze from whatever source they 


could. Law enforcement experts point 
to the almost entrenched position of 
organized crime today as having de- 
veloped from its bootlegging start, 
which came about because of a law— 
a law that a majority of people, by 
their actions, indicated was wrong. 

Of course, there have been times 
when people have justly and viol- 
lently risen up against their laws. 
Where would we be today if, for ex- 
ample, our forefathers had supinely 
accepted the Stamp Act or the Town- 
shend Duty Act? The Boston Tea 
Party was certainly illegal and prob- 
ably even immoral from the British 
viewpoint, involving as it did the 
wanton destruction of valuable prob- 
erty. Yet this act is rightly glorified 
in our history as the reaction of a 
brave people to tyranny. 


Obviously, the Boston Tea Party 


and antitrust violations have nothing 
in common, except possibly for the 


element of self-preservation. How 
do businessmen stop price wars? Ac- 
cording to Associated Press writer 
Sam Dawson, “it is customary to try 
to stop price-cutting wars by agreeing 
on an equitable price that will let all 
function at a profit instead of a loss.” 
But this is plainly illegal. Yet some 
businessmen apparently find breaking 
the law preferable to seeing their 
businesses go down the drain. They 
had better change their thinking. 

Obey the law, yes—but it also 
makes sense to understand the law. 
How many businessmen really under- 
stand the antitrust laws? Perhaps it's 
enough to know you shouldn’t fix 
prices, rig bids, or allocate markets; but 
there is much more to antitrust than 
that. For example, rulings on a provi- 
sion of the Robinson-Patman Act in 
1959 make it just as illegal for buyers 
to induce or receive the price discrimi- 
nations that the law makes it illegal 
for sellers to grant. This is some- 
thing to ponder—and obey. 

Next month we shall publish the 
“Statement of Principles” adopted 
June 20 by NEMA to guide its mem- 
bers in complying with the antitrust 
laws. Such a voluntary code, if sin- 
cerely subscribed to, could do much 
to upgrade business ethics. 

While this writer or ELEecTRICAI 
WHOLESALING does not pretend to be 
an expert in farm matters or labor 
matters, there is often a relevancy to 
be noted in developments in unrelated 
fields. No man is an island, as John 
Donne noted, and neither is an indus- 
try. To attempt to appraise something 
in isolation from apparently related 
factors is myopic, in the opinion of 
this writer. It can lead to the kind of 
conclusions the blind men drew when 
one felt the elephant’s trunk, another 
his foot, etc 

GEORGE GANZENMULLER 








TIMES and TRENDS 





Boos for Blanket Orders 


Blanket orders or contract purchasing are not new 
to electrical distributors. Some of tneir industrial 
customers have abandoned conventional purchasing 
procedures in favor of such methods, which attempt 
to transfer stocking and expediting responsibilities 
almost entirely to selected distributors. Now this ap- 
proach seems to be acquiring greater impetus under 
a new name, “stockless purchasing,” which is evolv- 
ing a new philosophy and nomenclature (example: 
buyers become, in effect, “materials managers” in- 
terested more in “logistics costs” than “price costs”). 

On their face, such plans would seem to hold much 
advantage for the full-functioning distributor, since 
they take into consideration such factors as his com- 
munity standing, employee attitude, product knowl- 
edge, warehousing facilities, delivery record, and 
paperwork efficiency. But there seem to have been 
slips betwixt promise and practice. Some programs 
are often fancy names for deep price-cutting. 

Our introduction to this side of blanket, contract 
or stockless purchasing took place at the recent 
NAED convention in Detroit. Several Texas dis- 


tributors there briefed Associate Editor Bob Bush 
on their problems with such plans and expressed 
the hope that EW would look into the situation. The 
result of our first look is contained in an eight-page 
article in this issue (page 37). Mainly, it is a collec- 
tion of distributor opinions on contract purchasing. 
These range from glowing to glowering, with heavy 
emphasis on the latter. A large majority of those 
contacted had nothing but boos for blanket orders. 
Rarely has EW encountered such vehemence on a 
subject being surveyed. A Los Angeles distributor 
snorted, “It stinks!” And a Detroit wholesaler gave 
vent to his feelings as follows: “It’s terrible, wrong, 
miserable; it has no place in business.” 

Such phrases are obviously not the last word on 
the subject, particularly if the customer has decided 
that this is the way he wants to do business. But if 
objections are so strong and soundly based, as our 
survey suggests, then industrial customers who value 
a local distributor’s services had better give second 
thought to the compensation he is receiving for the 
extra services he is performing. 


The Door May Be Closing 


To electrical distributors considering entrance into 
the industrial electronics field, we bring some not-so- 
glad tidings: the time for action may have passed. 
We hasten to add that the door isn’t necessarily closed, 
but significant developments are taking place at the 
electronic distribution level. 

A small number of large electronic distributors 
have “gone public”; others are apparently consider- 
ing the same step. By becoming publicly owned, 
these firms have obtained access to the capital re- 
quired to finance large-scale wholesaling. Some have 
set up sales offices in key cities across the country to 
get closer to industrial OEM customers and prospects. 
These revolutionary developments are giving an esti- 
mated 10-12 electronic distributors a big lead in 
developing the industrial market. This is the view 
given to us by Seymour Meyer, secretary-treasurer 
of Milo Electronics Corp., New York. 


Mr. Meyer, who spoke frankly to ELECTRICAI 
WHOLESALING (page 62), cited other obstacles that 
now confront electrical wholesalers desiring to ente1 
industrial electronics. These include an inventory 
investment of $500,000 to $1 million and the present 
trend among electronic manufacturers to franchise 
industrial distributors on a selective basis, with the 
result that top lines are being locked up. 

Now another development raises some questions. 
One of the first electrical distributors to enter the 
industrial electronics field via the merger route, 
Cadillac Electric Supply Co., Detroit, together with 
its acquisition, Ferguson Electronics, Inc., was ac- 
quired June 1 by much-bigger Newark Electronic 
Corp., Chicago. While this represents a precedent 
rather than a trend, it emphasizes the big business 
character that electronic distribution is assuming 
(page 68). 


Puncturing Some Fallacies 


The sharp edge of honest dissent often can cut 
through our follies and conformities and reveal them 
for what they are. Sometimes the voice is that of ex- 
perience and sometimes that of innocence (“But he has 
got nothing on,” said the little child about the emper- 
or’s ‘new clothes’). In the case of two facing articles in 
this issue (pages 50 and 51), it is most certainly the 
voice of experience—40 years in wholesaling. 


With irony and an historical perspective, Samuel 
Kaplan, of Tucson Electric Supply Co., Tucson, Ariz., 
disposes of the fallacies of credit and debt. Calling 
credit and debt the “two sides of the same coin that 
must be kept in balance in order that a business may 
function properly,” Mr. Kaplan throws new light on 
two poorly understood—in fact, sometimes disastrous- 
ly understood—subjects in our industry. 


nn hb 





CLIPPED 
FROM 


WIREMOLD’'S 
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Automated Offices Require 
Available Electric Power 


Electronic and electrical office machiner 
depends upon conveniently located outlets 


“Automation,” a word usually as- Without exception, however, the 

sociated with factories and plants, require plenty of conveniently le 

has made its mark felt in modern cated receptacles if they are to | 

offices throughout the nation. And, of maximum value 

like plant mechanization, it requires To solve the problem of hav 

available electrical power to make enough outlets and sufficient 

it work bility to permit moving ma 
Electric typewriters, accounting from one location to another, 

machines, bookkeeping machines office planners have deci 

data processing equipment have all multi-outlet assemblies. I 

become commonplace in_ offices face wiring systems ass 

They have added greater efficiency of enough outlets to 

and better working conditions 





Typical helpful information 
from monthly 4-page ad in 
Electrical Construction and 
Maintenance — moves goods 
from distributor shelves. 





All WIREMOLD products are sold 
through electrical distributors — your 


best source for all electrical products. 





Another way Wiremold helps 
direct business to distributors. 
For complete copy of latest 
issue, mail coupon below. 


PSCC SSS SSS SSS SSS SSS SSSSSSSSSSSSS SSS SSS SSS SSS SSS eee eee 
WIREMOLD ® Hartford 10, Connecticut WI-7 
Please send latest ELECTRIC IDEAS to: 


NAME 





COMPANY 





WirReGMOLD* 


HARTFORD 10, CONNECTICUT 


ADDRESS 
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TOP OF THE NEWS... and its significance to you 





Price-Fixing Is 
Where You Find It 


G.E. Challenges 
Consent Decree 


Canadian Cable Cuts 
Into U.S. Market 


3M Denies 
FTC Charges 


Distributor Is 
Honored By University 


A Move and a Return 
To 2% Cash Discount 





Atty. Gen. Robert F. Kennedy has said that Justice Dept. investiga- 
tions have disclosed “serious price-fixing in almost every major 
community of the United States.” His apparent intent is to have 
the department do everything it can to eliminate any illegal pricing 
arrangements (See Capitol Circuit, page 84). 


In the wake of the Justice Department’s latest move to restore 
competition—but not too much of it—to the heavy electrical equip- 
ment industry, at least one manufacturer is raising vigorous objec- 
tions against signing a consent decree to regulate its pricing policies. 
At the risk of divesture of its apparatus business, General Electric 
Co. is standing firm on its refusal to sign a civil consent decree. 
The latest move by the government is viewed as putting electrical 
equipment manufacturers on a tightrope between “unreasonably 
low” prices when there is a “reasonable probability” that this will 
kill competition and the alternative of “unreasonably” high prices 
which brought about the initial investigation last year. 


Two recent developments suggest that Canadian cable manufac- 
turers are making a strong bid for a larger share of the U.S. cable 
sales market. A charge that three Canadian firms have been selling 
cut-rate cable here was filed last month with the Treasury Dept. by 
General Cable Corp., New York. The complaint charges Northern 
Electric Co.; Phillips Electrical Co., Ltd.; and Canada Wire & Cable 
Co., Ltd. with selling telephone cable in the U.S. at prices ranging 
from 20% to 38% below comparable prices in Canada. In another 
move involving Canadian cable, the New York City Transit Authori- 
ty awarded a contract for the purchase of cable to a Canadian 
concern as a move to “forestall” identical bidding by U.S. manu- 
facturers. The contract went to Pitnam Electrical Products Co., 
sales agent for the Pirelli Company, Ltd. of St. Johns, Que. The 
authority said it received six identical bids for the purchase of 1,800 
ft of cable from U.S. manufacturers last March 12—the identical 
prices were $5,563. 


Minnesota Mining and Manufacturing Co. has denied Federal Trade 
Commission charges that its acquisition of Prehler Electrical Insula- 
tion Co., Chicago, Ill., and Insulation and Wires, Inc., Fort Wayne, 
Ind. is in violation of the Clayton Act. The commission charged in 
a complaint of June 24, 1960 that these acquisitions may lessen 
competition or create a monopoly in the electrical insulation 
products market. 


Charles McKew Parr, director of Parr Electric Co. Inc., Newark, 
N.J. was the recipient of an Honorary Doctorate degree at the 
University of Bridgeport, Bridgeport, Conn. on June 4. Parr re- 
ceived the degree in recognition for his many achievements for 
the good of his fellow man. 


On June 5, General Electric Co. announced reinstatement of the 2% 
cash discount on its line of motor control. This had been dropped 
April 15 reportedly for “a new look at the marketing situation and 
a reorganizing of pricing philosophy” (EW—May ’61, p. 10). And 
on May 15, Sylvania Electric Products Inc. announced 2% 15th 
prox cash discount terms on its lighting fixtures, a move that drew 
“a big cheer” from at least one electrical distributor (page 88). 
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NEWS FROM 


The Wire Pulling 
Compound Contractors 
Have Been Looking For! 


PULLING LUBRICANT» 


APPLIED HERE — “Yellow 77” On Pail When Not i ' KEEPS ON WORKING HERE—450 feet away. Doesn't quit 


makes wiring easier from the hit 


start Store In Cool Place 
— DuTY — ce gen 


half-way throug 


NEW Gece YELLOW 77” 


SAMORE WLINOIS, U-5 A 


UP TO 62% GREATER ‘‘SLIP’’ THAN OTHER COMPOUNDS! 


Here’s another sales natural conduit, leaves a waxy film so 
from Ideal ... an all-new wire that wires can be slipped out 
pulling compound for today’s easily whenever necessary. 
For all wire sizes — even larger wire sizes. Makes any wir- Quickly applied by hand, brush 
500 MCM and larger ing job easier and faster than 
ever, makes your selling job 


The tougher the job, the 
better it works 


or cloth, it isn’t messy, smells 
Unharmed by freezing, good, and is harmless to hands 


¥ c} ! 
won't dry out in the can CASTE, TOS: 


and clothes. 
Harmless to plastic or rub- “Yellow 77” is a wax base, 

ber insulation, can be used creamy textured compound 
on steel, fiber or aluminum with an additive that makes it 
conduit form a slippery film all along 
wire and conduit. It doesn’t them try “Yellow 77” for them- 
quit half-way through! “Yellow selves. They'll see there’s noth- 
77” won’t wash off in water in ing slipperier. We guarantee it! 


(DEAL IDEAL INDUSTRIES, Inc. 
1047-G Park Ave., Sycamore, Illinois 


SOLD THROUGH AMERICA'S LEADING DISTRIBUTORS 
IN CANADA: Irving Smith, Ltd., Montreal 


This is the powerful story we 
are advertising nationally. Use 
it on your customers and let 


A little goes a long way 
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NEW PRODUCTS 





Light Shields 


One, three and five shield units 
available 


Units may be mounted horizontally 
or vertically. Model G1400 is polished 
brass bar with matte white shield, 9 
in width, 10% in height; extends 4%4 
in. Equipped with switch. REC: 60 w. 
Model G1401 is 3 light polished brass 
bar with polished brass shield. 26-in 
width, 10¥s-in height; extends 4% -in, 
Fas switch. REC: 60 w. Model G1402 
light polished brass bar with 
white with gold beaded glass shields. 
45% in width; 10% in height; extends 
434 in. Equipment with switch. REC: 
60 w. e Globe Lighting Products, Inc., 
Brooklyn, N.Y. 
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Power Plug 


Unit has "safety pin'’ ground con- 
tact 


60-amp power plug features neoprene 
rubber body; “safety pin” ground con- 
tact and “gator grip” connector-to- 
cable attachment. Ground contact 
can be engaged only to ground con- 
tact in mating receptacle. Even if 
heavy aluminum polarizing shell is 
damaged, connector cannot be im- 
properly engaged, manufacturer says. 
e Joy Manufacturing Co., St. Louis, 
Mo. 


Door Buck Support 


New design permits more flexibil- 
ity, maker says 
Support has adjustment slot in short 
end of “L” shaped unit that connects 
to bolt. This permits positioning of 
outlet box any depth in from plaster 
surface. Once channel and bolt unit 
is set into door buck position at cor- 
rect height, it never requires read- 
justment, according to manufacturer. 
e Arrow Conduit & Fittings Corp., 
Jamaica, N.Y. 


Electric Baseboard 


Designed for residential, commer- 
cial and industrial uses 


Unit features copper-aluminum heat- 
ing element and patented fin design 
Element consists of coiled Nichrome 
wire in solid ceramic and is sealed 
with ceramic bushings. Fin design is 
said to eliminate noise, increase heat 
transfer surface and reduce dust clog- 
ging. Slide action expansion clip cra- 
dles element. Unit also features safety 
cut-out which runs full length of unit. 
Available in lengths of 3, 4, 6 and 8 
ft for both 120 and 240-v hook-ups; 
2 densities—200 and 250 w per ft; 
600 to 2,000 w. e Sundial Electric 
Corp., Richmond Hill, N.Y. 


Sleeving 


Insulated sleeving allows for easier 
wire identification 


Called Idensulation, material is insu- 
lated tubing with designation or iden- 
tification codes which have _ been 
thermo-branded for high clarity. 
Marked tubing is cut to length and 
secured to perforated, assembly work 
cards with adhesive-backed tapes 
Coded tubing is arranged in numeri- 
cal, alphabetical, or sub-assembly or- 
der. Available in wide range of ma- 
terials and varied colors. e Manger 
Electric Co., Inc., Stamford, Conn. 


Floor Box 


Adjustable floor box has thirteen 
knockouts 


Units have 13 knockouts, including 8 
in-line, in variety of sizes to cover 
conduit range from % in to 1% in 
For greatest wiring area, boxes are 
4'\4¢ in square. Minimum box height 
of 2% in is available which makes it 
suitable for shallow floors. Designed 
for concrete floors, box adjustment to 
floor height and level can be made 
vertically up to % in and tilted as 
much as 10 deg in any direction 

all in one operation. Made of steel 
with bronze face plates. e The 
Thomas & Betts Co., Elizabeth, N.J. 


Cable Suspension System 


Permits cable suspension in indus- 
trial applications 


Designed to be used in non-supported 
rigid lengths of up to 14 ft or cat- 
enary applications involving lengths 
of 400 or more ft. Several hundred 
ft of cable may be pulled through as 
many as three 90-deg angles by hand 
by 2-man maker Line 
flex is available in zinc coated or 
stainless steel and in diamet 
ers. Can be supplied in coils or in 
standard lengths. e Perfect-Line Mfg. 
Corp., Hicksville, N.Y. 


crews, Says 


several 


Troffers 


New open design troffers are made 
of aluminum 


Series R31 troffers have reflectors and 
louver finished by Alzak 
process which provides diffuse surface 
protected by dense, hard 
aluminum oxide with reflectance ot 
more than 75% , maker says. Housings 
are constructed of cold-rolled 
die-formed in 4- and §8-ft lengths 
Unit has parabolic-contoured alumi 
num blades for increase in 
e Litecraft Manufacturing 
Passaic, N.J. 


assemblies 


coating of 


steel 


lumens 
Corp.., 


Fittings 
Service fittings feature decorator 
colors 


Units feature various colors of epoxy 
resin enamel. Fittings available in all 
primary colors plus antique bronze 
and brass. Each fitting packaged (com 
plete with nipple and adapter) un 
assembled for installation conven 
ience. e Wheatland Electric Products 
Co., Carnegie, Pa. 
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NEW EFCOR BAR HANGERS 


Wie 
DISASSEMBLY 
OF STUD! 


CUTS ASSEMBLY TIME 


Meler,¢-m-10) Gu gem-7:1;: 
IN ONE QUICK STEP! 


Just remove the outlet box knockout, slip box over bar hanger stud, 


tighten with screwdriver, and you're set! No parts to remove and replace. 


Plus these added features for fast, dependable installation! 


EXCLUSIVE LENGTH GAUGE 
Lets you pre-set hanger bar length before 
; installation. 


EXCLUSIVE GRIPPER PRONGS* 
Permanently locks prong into wood. 


t. Applied For 
HEIGHT GAUGE 


Accommodates most common settings— 
easily snapped off for other applications. 
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EXCLUSIVE NON-SLIP BAR SECTIONS 
Slide easily for pro 
but will not fall apart 


er lencth sett 


HEAVY-DUTY CHANNEL DESIGN 

Special rib-reinforced bar cros 
= resists bending, twisting— 

takes 20% greater loads 


s-section 


Available in both stud and no-stud assem 
blies. Can be reversed for additional in 
Stallations. Just two bar sizes cov 
length from 1114” to 26 " Also available 
in preassembled box and bar units. SEND 
FOR FREE SAMPLE 


ELECTRICAL FITTINGS CORPORATION + 37-50 57th St. * Woodside 77, N. Y 


er any 
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Quartzline Lamps 


Suitable for "rough service" ap- 
plications 


Lamps, in 500-w, 120-v and 1,500-w, 
240-v_ sizes, will withstand severe 
shock and vibration of types encoun- 
tered in industrial and other uses, ac- 
cording to manufacturer. Spacing of 
filament supports in quartz tubes has 
been reduced from | in to % in for 
increased efficiency. 500-w lamp has 
5 supports instead of 2, and 1,500-w 
lamp has 15 supports instead of 8 
used in conventional lamps. e Large 
Lamp Dept., General Electric Co., 
Cleveland, Ohio. 


Luminaire 


Designed for roadway mercury 


lamp units 

Roadway lighting luminaire for 700-w 
and 1,000-w clear and color-corrected 
mercury lamps is now available. Des- 
ignated type OV-50 Silverliner, de- 
signed for illuminating extra-wide 
roadways which have heavy traffic 
density. Luminaire has optical system 
that directs light to large area on 
roadway. Two styles available — one 
with built-in regulated out-put ballast 
and other designed for remote ballast 
operation. e Lighting Div., Westing- 
house Electric Corp., Edgewater Park, 
Cleveland, Ohio. 


Night Light 


Unit features light control swivel 


shade 


Position of night light in wall recep- 
tacle permits direction of light either 
against wall, towards ceiling or di- 
rectly onto floor. Unit mounts flush 
to wall and has oversize heavy duty 
rotary switch. Called Snapit Nite Lite, 
unit is available in brown, ivory, 
pink and blue. e Cable Electric 
Products, Inc., Providence, R.I. 


Connectors 


Line consists of concrete-tight con- 
nectors and couplings 


Interiors of connectors feature smooth 
conduit stop collars over which wires 
may be pulled easily. Deep slotted, 
staked set screws thread firmly into 
embossed surfaces of bodies. Available 
in 4-in, %-in and 1-in sizes ¢ Apple- 
ton Electric Co., Chicago, Ill. 
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Ventilators 


Designed for ventilating built-in 
barbecues and other cooking areas 
Called Thrustpower series, unit in- 
cludes oversize dual centrifugal blow- 
ers powered by '4-hp power motor. 
Contaminated air is pulled from cook- 
ing surface through 4 aluminum filters 
and ducted to outside through 10-in 
round duct. Unit has rheostat type 
control. Two 100-w lamps behind spe- 
cial diffusing lenses provide even 
spread of light over cooking area. 
Hoods available for against-the-wall 
pass through, peninsula and island in- 
stallations. Lengths: 36 in, 42 in and 
48 in, and 96 in on order. e Trade- 
Wind Div., Robbins & Myers, Inc., 
Pico Rivera, Calif. 


Limit Switch 


New unit has built-in indicating 
light 
Model 1LS501 limit switch has built-in 
indicating lamp that tells whether or 
not circuit is being controlled. When 
switch is in non-operating position, 
current passing through a resistor 
lights lamp behind translucent cover 
insert. e Micro Switch Div., Minne- 
apolis-Honeywell Regulator Co., 
Freeport, Til. 


Lockout 


Designed for electric : vitch and 
fuse boxes 
New lightweight multiple lockout has 
slots for 6 padlocks. Each workman 
may have his own padlock and key 
assuring that box cannot be reacti- 
vated until all men working on line 
have completed their work. Two ends 
of lockout are said to provide for 
virtually any type of electrical equip- 
ment. e Industrial Products Co., 
Philadelphia, Pa. 


Emergency Light Units 


Capable of illuminating 10,000 to 
25,000 square feet 


Automatic emergency lighting units 
said to be capable of illuminating 10,- 
000 to 25,000 sq ft continuously for 
3 to 8 hours or more. 100-amp hour 
model E recharges itself in shortest 
possible time, maker says. Storage 
battery equipped with 3 colored pilot- 
ball indicators that tell approximate 
state of charge. Front control panel 
has spring-return test switch, ready 
switch and 2 indicator lights that show 
when unit is ready to operate and 
when battery is on high-rate charge. 
e Exide Industrial Marketing Div., 
The Electric Storage Battery Co., 
Philadelphia, Pa. 


Filter Chokes 


Six new units available from manu- 
facturer 
Two units are high current filter 
chokes rated 1-v RMS, 60 cycles and 
have dual windings for series or par- 
allel operation. Four smoothing 
chokes for DC power supplies rated 
at 10-v RMS, 60 cycles. Range in 
value from 1.5 henries at 10 dc ma to 
2.6 henries at 310.dc ma. e Chicago 
Standard Transformer Co., Chicago, 
iil. 


Bus Duct 


Designed for 100-amp electrical 
systems 


Unit intended to provide advantages 
of rigid distribution system for instal- 
lations where small blocks of power 
are used. Duct has continuous rating 
of 100 amps, with voltage rating of 
600 v for 3-wire systems and 277/480 
v for 4-wire systems. Joints snap to- 
gether by means of special high pres- 
sure spring clips. Two plug-in open- 
ings located every 2 ft along length of 
run. @ Standard Control Div., West- 
inghouse Electric Corp., Beaver, Pa. 
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Dimming Control 


Two stage switch fits into any 
standard gem box 


Unit will directly replace any stand- 
ard single-pole light switch in seconds, 
maker says, using same 2 wires to con 
nect. Device is for use with permanent- 
ly installed incandescent fixtures up to 
300 w and offers 2 levels of illumina 
tion using ordinary single filament 
lamp bulbs. Control has toggle that 
operates from side to side Hi, Off, 
and Lo positions. e Leviton Manu- 
facturing Co., Brooklyn, N.Y. 
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PREMATURE 
DESTRUCTION 


OF FLUORESCENT LAMP BALLASTS 
... AND ELIMINATES THE NEED 
FOR INDIVIDUAL FUSING. 


ADVAN-guard® protects fluorescent lamp ballasts against premature destruction and costly 
replacement by protecting against abnormai operating temperatures due to incorrect volt- 
age supply, excessive current,lamp rectification, internal ballast short circuiting, inadequate 
lamp maintenance and improper fixture application. 


ADVAN-guard®, a thermaily actuated protective thermostat sealed in the ballast housing, 
automatically ‘trips-out’ whenever the ballast operates at abnormal temperatures from any 
internal or external cause. Unlike other protective devices which permit premature ballast 
destruction by cutting the ballast out of the line only after it has been destroyed, ADVAN. 
guard® cuts out before heat can cause premature destruction, resets automatically when 
the trouble has been corrected and permits the ballast to resume normal operation. 


Don't settle for one-time protectors that destroy fluorescent lamp ballasts after a single 
cycle of abnormal temperatures . . . insist on ADVAN-guard’ equipped fluorescent lamp 
ballasts for safety and longer life. 





WORLD'S LARGEST EXCLUSIVE 
MANUFACTURER OF 
FLUORESCENT LAMP Bac astTs 


2950 NO. WESTERN AVE. CHICAGO 18, ILL. USA 


"The Heart of the Lighting Industry,” 


<r 


Mfg. in Canada by: Advance Transformer Co. Ltd., 5780 Pare St., Montreal, Quebec 
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' We’re showing your customers how to... 





| PUTA TOP SALESMAN IN THEIR ATTICS 


The New Emerson Electric Thermostat-Controlled Attic 
Exhaust Fan turns hot attics into cool salesmen for your 
builder customers. This fan is built to ease the cooling 
load in air-conditioned homes by removing the radiated 
heat from the attic and keeping the ceilings over living 
areas cool. Built-in thermostat controls the fan automati- 
cally. Completely enclosed motor and lifetime lubricated 
ball bearings make it care-free. Order the Emerson Electric 
Direct-Drive AV-16 Fan. 


Equipped with automatic aluminum shutters, an outlet 
§ box and 6-inch line leads, it is easily installed (outside 
wall mounted), and the baked enamel finish will with- 
stand the elements for many years without service. 
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New EMERSON ELECTRIC DD-22 Direct-Drive, Vertical 
Discharge Attic Fan is especially designed for installation 
in truss roof construction. This great new-home salesman 
works quietly... with a noise level lower than that of 
most kitchen exhaust fans. Yet, it moves a tremendous 
volume of air. . . cooling the whole house and attic, too! 
The smooth-running Emerson Electric directly-connected 
motor eliminates all pulleys and belts, and the steel 
blades and baked enamel finish will withstand the sever- 
est operating conditions. Two other models (30” single 
speed and 30” two-speed) for standard construction also 
available. 


AUTOMATIC CEILING SHUTTERS 
Emerson Electric automatic ceiling shutters for 22” and 30” fans 
have overlapping leaves mounted in rigid frames. Special design 
prevents ‘‘flutter,"’ and the entire unit mounts in ceiling with 
no trim required. 


EMERSON ELECTRIC 


BUILDER PRODUCTS GROUP 
EMERSON i= PRYNE 


2 
IMPERIAL RITTENHOUSE 


Write Dept. B-62, Emerson Electric * 8100 Florissant + St. Louis 36 
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lamps, QUARTZ-be 
mum of 
unfadin 
up to 2( 


CROUSE /HINDS 


22 
FLOODLIGHT 


concentrates in 

sharp rectangular 
patterns the high-lumen 
output of 1500 watt 
Quartz-lodine lamps 





Wa 


SS 


i % y > Type QFL-8 500 W 


A ‘ 4 
Type QFL-15 1500 W. 
f Ask for Bulletin 2729 
a 


Ask for Bulletin 272 


Ne 
rn », 


a 


iw rorr 


Ba 3 
ROUSE HINDS 


OFFICES: A Boton Rouge Birminghom Boston Buff harlotte Chicag ¥i Cleveland Corpus Christi Dalles Denver Detroit Houston tndionapolis Kansas City 
Ange Milwaukee New Orleans New York Omaho Pb eipr a re. St. Lowis St. Péu!l Solt Lake City Son Froncisco Seattle Tompa Tulsc Washington 
RESIDENT REPRESENTATIVES: Albeny, N,Y., Baltimore, Md, New Hoven, Conn, Reading, Pa, Richmond, Vo 
Crowse-Hinds of Conede, Lid, Toranto, Ont fart eo el ee oe oe es ee Peterco, Seo Povlo, Brazil 
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Lamps last 
up to 


{2 MONTHS MORE 


fixture ballasts 
wear this 
emblem! 


It isn’t magic... it is just that CBM specs assure ballast performance ‘‘tailored to the tube”’ 
eee sate a . .. performance that’s checked by ETL test. Hence Certified CBM Ballasts can add up to 
' yee 2500 hours more lamp life (equal to 12 months service in one-shift operation). Other practical 

benefits that grow out of CBM specifications include high light output, positive starting, 
power factor correction and longer ballast life. And you get UL listing, too! It pays to insist on 
Certified CBM Ballasts when you specify or install fluorescent fixtures. Want to keep up on 


ballast developments? Ask us to send you CBM NEWS. 
CERTIFIED BALLAST MANUFACTURERS, 2116 Keith Building, Cleveland 15, Ohio 


Participation in CBM is open to any manufacturer who wishes to qualify. 
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100 Amp. main pull 
out plugs & 2 or 3 
pullout branches (30 
or 60A) 





Factory-Assembled 


100 Amp. main, 
range igh ting plugs 
& water heater or air 
conditioning 











‘ Factory-packaged, ready for you to deliver— 


¥ Completely assembled, ready to install, except for 
fuses— 


ae on ' Frank Adam Residential Service Entrance Equipment 


Individual pullout saves money for you, makes money for you: 
30, 60 or 100 Amp. 2 y y y y 
pole or 3 pole 





1. Only a single catalog number quickly gives your 
customer exactly what he wants—a complete unit 
that saves him time on both assembly and 
installation; 


. Far less time is wasted, in your own stockroom, 
to fill orders because no long lists of parts need 
be gathered and wrapped; 


. Guesswork and the opportunity for error is elimi- 
nated; so are comebacks, exchanges and cus- 
tomer dissatisfaction. 


Equally important, to you and your customers, is that 
60 Amp. pullout 4 te 7 prices for the industry's finest—Frank Adam equip- 
10 plugs 9 - S, ment—is competitive right down the line! Write for 
; catalog pages and prices. 











Faun SINCE 100 


Aoam £L Sern’ onary 


PO BOX 35 MA Pe L 66 MO 


; : Busducts « panelboards « switchboards « service equipment 
60 or 100 Amp. gang =e safety switches « load centers « Quikheter 
type pullouts for : 
multi-family main 
service 
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MAKE THK 


GE 


ANDCOU 
YOUR SAVINGS 


ee how the switch from copper 

to Rome’s a/uminum service 

entrance cable can improve your 
competitive position. 


It’s a fact: Aluminum service entrance cable usually costs less than 
copper cable required to do the same job. Just how much less depends on 
service, size and the amount of each kind of cable you use. Check the 
tables on the right and compare the difference between the cost of copper 
and the equivalent in Rome’s aluminum service entrance cable. Then 
multiply the difference by your requirements. There’s your saving—and 
no question about it. And don’t forget that aluminum’s light weight 
makes it easy to handle. The weight it saves is weight you'll never have to 
heft, load, unload and carry to an installation site! The savings in 
dollars and ease of installation speak for themselves. If you’d like the 
complete story on performance, availability and installation, contact your 
nearby Rome distributor or sales representative. Rome Cable, Division 
of Alcoa, Dept. 17-71. Rome, New York. 








ALUMINUM service entrance cable from the Rome Cable Division of Alcoa 
is available in two- or three-conductor types, insulated with Underwriters 
approved heat- and moisture-resistant compound. The insulated con- 
ductors are enclosed in a color-coded protective tape. The concentric 
conductor consists of a spirally applied conductor having a circular 
mil area equivalent to the AWG size specified for the neutral conductor. 


V aLtcoa 
A ROME CABLE 


Oivissto ww 











ROME SERVICE ENTRANCE CABLE 


THREE CONDUCTOR - TYPE “SE".- STYLE “U" 


Underwriters Approved 


COPPER ALUMINUM SAVINGS 


CIRCUIT INSULATED LIST PRICE IRCUIT SULATI PRICI DOLLARS PERCENTAGE 
RATING CONDUCTOR PER ATING CONDUCTOR EF (Approx.) 
IN AMPS SIZE AWG 1000 FT. ? 00 FT 


125 1/0. a72~—~— 312 


150 2/0 520 427 ~~ 


=o - 1390 200 











If your customers have a problem a limit switch can solve, 


New Cutler-Hammer operator options provide top flexibility 
to the world’s best oiltight limit switch 


Look at this new lineup of Cutler-Hammer oiltight dependable by tests far more rugged than 
limit switches! Here’s the answer to every possible see 1n actual service. 

need of your customers... . for any use, anywhere, in This improved and expanded limit switch lit 
any position. Nobody can supply a broader line, no the kind of extra you can expect from Cutler-Hammer 
other line can match these switches for reliability. in the months and years ahead . Improvement 
These switches have been torture tested and proved designed to make you more competitive in the sixtie 























WHAT'S NEW? ASK... 


CUTLER-HAMMER 





Industry-proved through a quarter century of service... THERE'S NO DOUBT ABOUT NEOPRENE 


To avoid detracting from appearance of the monument, two inner rings 
of lights are enclosed in tasteful, unobtrusive vaults. A third ring is 


located 650 ft. away from the structure. For maximum reliability, time 
proven neoprene jacketed cable was specified for the entire installation 


NEOPRENE JACKETED CABLE USED EXCLUSIVELY IN 
NEW WASHINGTON MONUMENT LIGHTING SYSTEM 


As part of the National Park Service “Mission 66” 
program, a newly installed lighting system at the 
Washington Monument delivers 14 times the illumi- 


nation value of previous systems. Now the giant 
555-ft. landmark is illuminated by three rings of 


powerful prefocused floodlights that deliver more 


than 100 million candlepower. The cable, supplied 
by National Electric Division of H. K. Porter Com- 
pany, Inc., is jacketed exclusively with time-proven 
Du Pont neoprene. 

Neoprene was the logical choice for this im- 
portant installation because no other jacketing ma- 


terial has such an outstanding combination of 


MEG. u 5. pat. OFF 





properties. Tough and weather-resistant, neoprene 
jacketing retains its resilience despite extremes of 
heat and cold... resists deformation and flow from 
heat or pressure . .. withstands ozone and abrasion. 
Moreover, neoprene will not support combustion. 


For more than 25 years, neoprene has proven 


its dependability in many different kinds of cable 
jacketing applications. For regular reports on the 
use of neoprene in the electrical industry, write for 
your free subscription to the WirE AND CABLI 
CaseBook. E. I. du Pont de Nemours & Co. (Inc.), 
Elastomer Chemicals Department ES-7, Wilming 


ton 98. Delaware. 


NEOPRENE 


SYNTHETIC RUBBER 


Better Things for Better Living... through Chemistry 
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COMPARE* 


Blackhawk’s 


HOLDING AND FASTENING FITTINGS 


with any others on the market 


simple and quick to install — save you time and money 


1. SNAP-STRAP FOR Ricip CONDUIT 

700. The original snap on clamp 
that snaps tighter and holds its grip 
The B-I Snap-Strap has the “hold 
bump” at the opened end of the 
bracket for real gripping power — 
resists slips like an alligator wrench 
Ribbed bracket adds to the snap, 
provides rigid contact support of 
the conduit. Made of heavy gauge 
steel, zinc plated after fabrication 
Faster installations mean more 
profit for your customer and for 
you. Sizes: 49” to 2”. 


2. SNAP-STRAP FOR THINWALL CON 
puIT — 1700. The 1700 line of Snap 
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Straps are the same style as the 700 
line described above, except they are 
made to fit Thinwall conduit. Ele« 
trical contractors report big labor 
saving by using Snap-Straps spot 
welding for installation to steel 
framework. Sizes: 44” to 2’ 


3. BEAM CLAMP. Made of heavy 
gauge pressed steel-plated. Com 
plete with case hardened set screw 
Fits up to 4” thick beam flange 
4 20 tapped holes 


4. ConpuUIT HANGER. Designed to 
hold thinwall and rigid conduit. 14” 
hole in the base permits use with 


toggle bolt, wood screw or anchor 
Complete line of sizes 


5. 540 OnE Prece Box Support. In 
stalled in seconds. Blackhawk one 
piece box support is inserted all at 
once. Tabs are bent around wall 
edge and the box support is ready 
to receive the switch box. After in 
sertion of switch box, tabs are bent 
to inside, holding the box firmly 


These are only a few of Black 
hawk’s famous holding devices on 
which electrical wholesalers can get 
immediate delivery from adequate 
stocks 


Judge Blackhawk’s quality for yourself 


COMPARE 


BLACKHAWK INDUSTRIES Box 708 


Name 


Address 


Send this coupon today for your free sample 
of Blackhawk’s holding and fastening fittings 


Dubuque, lowa Dept. EW 71 


State 


Bie where the new ideas come from 
z [estries DUBUQUE, IOWA 








COILS IN CARTONS 


4 SPOOLS "era. eborane 
250 FT. EAC 





NON-RETURNABLE 
WOOD REELS 





Quick identity labels...easy ship '’n store cartons... always clean cords with 





Spot the Paranite portable cord you want... and spot Type D 


it in a flash. Every reel, carton and pak now has Serva- Two 250° 
' 2 Pak 
Pac labels that give you size, type, voltage and quantity Fhe ne 


at a glance. It means positive savings to you in inventory carton 
Four 250° 
control, error-free assembly of orders and accurate 4 Poks 


identification on the job. And there is a broad line of pee soa 
r 

Paranite portable cords in these new easy handling 18/4, 16/3-4| 18/4, 16/3-4 
cartons that keep the cords clean during storage... 250° Coils | 14/2-3-4 14/2-3-4 

si in cartons 12/2-3-4 
Vulcaprene® neoprene sheathed cords, Vulcan rubber 10/2-3-4 
sheathed cords, and Dreadnaught heavy duty cords... aedneo ; o/s-2-4 
all UL labeled and all to premium quality standards. wood reels 6/2-3-4 



































Since 1890 
PARANITE WIRE & CABLE DIVISION 


»/f > 
ESSEX WIRE CORPORATION, Marion, Indiana P deen, 


MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Anaheim, Calif. a 
Venav? Sales Offices and Redistribution Warehouses in all Principal Cities Cacaret 
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WEAVE 


’ 


Leading Electric Utilities 
Specify WEAVER 
Equipment for 
Long-lasting, 
Trouble-free 
Grounding 


Heavy, uniform copper coating, molecularly bonded to 
a rigid steel core, assures permanent grounding. The 
copper is work-hardened and resists scarring in rocky 
soil, A special draw gives the core more rigidity and with 
machined point driving is easier . . . chamfered top 
eliminates mushrooming and splitting 


Cast of high-strength, silicon cluminum bronze, 
yet cost no more thon extruded types of clamps 
Design guorontees perfect alignment between ground 
wire and rod. Big half-inch screw with rounded 
point gives high pressure contact without damaging 
the copper on the rod .. . machine-cut threads 
withstand high torque without stripping or brecking 
Available with socket or square heads 


Weaver Plates with 25% more copper orea 
than other types of plates, provide better 
overlood dispersal . . . yet cost no more 

It is the only plate with ao heavy duty cast 
bronze connector to give high pressure contact 
between plate ond ground wire .. . assures 
long-lasting, safe grounding. 


Advertised in leading electrical publications and 


, 
J A WEAVE R direct mail to your customers and prospects. 
* cm 


2110 Howard Street + St. Lovis 6, Mo. * GArfield 1.6336 
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r 


ay 


wee 


Type A LAWN-GLO Luminaire Type B LAWN-GLO Luminaire 


TM) 1 


L-M's exclusive "Lawn-Glo""™’ luminaires are ava 
ssible applications. Styled specially for locations where 
r directs the light downward, does not waste 
is, swimming pools; for motels, gardens, 
ed « 


| 
nceal e outlet in base 


num. Opt 


L-M Outdoor Lighting Equipment Offers 


Fair distributor policy ...high quality products... 


L-M Outdoor Lighting offers a complete line of quality styled 
products for a large and rapidly growing market. With L-M 
equipment and service, you can provide the best lighting for all 
industrial, commercial, and residential outdoor lighting needs. 

As a leader in outdoor lighting for half a century, L-M 
recognizes the skill and importance of the distributor and his 
organization in selling through electrical contractors and in 
reaching these many new and varied markets. 


New Distributor Policy 
Therefore, Line Material has adopted a new distributor policy 
that wholesalers agree is fair to them and well worth considering. 
In a few short months many reputable electrical wholesalers 
have become Authorized L-M Distributors. They are already 
reaping the benefits of their association with us. 

In the coming months, L-M will select additional outstanding 
wholesalers to complete its Authorized Distributor organization. 


LINE MATERIAL 


McGRAW-EDISON 


Outdoor 


DISTRIBUTION TRANSFORMERS « RECLOSERS, SECTIONALIZERS AND OIL SWITCHES - FUSE CUTOUTS AND FUSE LINKS « LIGHTNING ARRESTERS - POWER SWITCHING EQUIPMENT 
PACKAGED SUBSTATIONS « CAPACITORS +» REGULATORS + OUTDOOR LIGHTING + LINE CONSTRUCTION MATERIALS + PORCELAIN INSULATORS - FIBRE PIPE & CONDUIT 





; 


Wholesalers A Profitable New Line 


good profit margins...many markets . .. practical sales helps 


Here are some of your markets: 

Shopping Centers Public and Private Parks 

Motels Amusement Parks 

Hotels Churches 

Swimming Pools Hospitals 

Trailer Parks Marinas and Yacht Clubs 

Parking Lots Restaurants and Drive-Ins 
Country Clubs 


Certain L-M products are sold exclusively through 
Authorized L-M Distributors. Also, certain markets, such 
as those above, are reserved exclusively for distributors. 

L-M provides technical assistance . . . sales training 
for your salesmen product literature . . . promotion 
to architects and consulting engineers . . . advertising to 
a wide variety of specialized markets... outstanding 
lighting application engineering service available to 
L-M’s Authorized L-M Distributors 


Investigate This Profit Opportunity 
Get complete information on L-M’s quality line of out- 
standing styled products from the nearest Line Material 


office or mail the coupon below. 


industries 


COMPANY 


eiscTa:ce* 


MAIL THIS COUPON 


Lighting Division, Line Material Industries, 
Milwaukee 1, Wisconsin 


Please hove Field Engineer tell me about your 


equipment 








> THERE’S A NEW FRONTIER 


N. J. MacDONALD, President, The Thomos & Betts Co., Incorporoted 


The new frontier is Industrial Electronics. Many of your old line suppliers are already 
there. Take a few minutes to review their development of new OEM products. 


Nobody should be better equipped than you to represent the electrical /electronic manu- 
facturer in the OEM field. It’s merely an extension of the marketing services of a full-function- 
ing distributor. You are already calling on industrials with maintenance and repair items. 
With this same call, your representative could be bringing home a profitable slice of OEM 
parts business as well. 


WE ARE DEVELOPING INDUSTRIAL ELECTRONICS PRODUCTS 


T&B is convinced, as it has been for 40 years, that the distributor is the most efficient, 
economical outlet for its products. To demonstrate our confidence in the OEM market 
we have supplemented our sales force with OEM specialists and engineers to work with your 
salesmen on industrial calls. Our new electronic products are advertised nationally to design 
engineers and promoted at OEM trade shows. We have technical and sales literature on these 
products for your use. We can train your men in the products. Most important, we offer the 
same T&B Plan that has backed up your sales of familiar T&B shelf goods for years. 


Let us help you extend your industrial business and gain new profits with the T&B line of 


standard and custom OEM products. 


PRESIDENT 


"TB | THOMAS & BETTS 


ENGINEERED 


THE THOMAS & BETTS CO., Incorporated, Elizabeth 1, N. J.—IN CANADA: Thomas & Betts Lid., Montreal 
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the 
demands 


brand! 


a ee 








ROYAL Portable Cords 


Men who know portable cords put their cash on the Royal line . . . because 

they know every Royal cord is backed by a solid reputation for quality, 

safety and dependability on the job. To wholesalers, this ready-made accept- 

ance pays off in ready-made sales and profits. Carry the demand brand — 

the BIG line of Royal Portable Cords in rubber, neoprene, thermoplastic on associate of 
Fixture and bell wires. Thermo cables. Lamp cords and machine tool wires. ROYAL ELECTRIC CORPORATION 
Coaxial and signal cables, and many more. All packaged for easy handling PAWTUCKET, RHODE ISLAND 
— and priced right! Contact your Royal representative now. ’ 


in Conode 
Royal Electric Compony (Quebec) Ltd., Pointe Claire, Quebec 
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BM-21B 
Y” Connector 
BM-22B8 
%” Connector 
BM-23B 
1” Connector 


<D>vvn 
SS 


SS 


~ 


NY \\\\ \\\ 


i} 


Wf 1) iW 


ALL BRIEGEL FITTINGS ARE U.L. 
APPROVED AS CONCRETE-TIGHT 


When setting E.M.T. in concrete you can 
make each job easier and more profit- 
able by using Briegel All Steel Indenter 
Fittings that have UL approval as 
Concrete-Tight. Contractors everywhere 
recognize their cost cutting qualities 
and the fact that they make each wiring 
job a better job. It is only natural that 
Briegel Fittings are the most widely 
used E.M.T. connectors and couplings. 


BM-41 
Y2” Coupling 
BM-42 
%,”" Coupling 
BM-43 
1” Coupling 


FOR MORE PROFITS 


BM-51 

VY" Offset Connector 
BM-52 

%," Offset Connector 


BM Offset 
Connectors | 
showing how 

wires are 
guided over 
box edge. 


Save time and money with 


ORIGINAL 
INDENTER 
FITTINGS 


emt 





Here is the combination that is unbeatable when it 

comes to easier E.M.T. installation at less cost. New 

lightweight plier size indenters make setting up 

thin wall conduit a breeze. B-M fittings are neater 
too! No unsightly nuts or projecting set screws. 


A few more of the plus features of B-M fittings are 
Concrete tight—Vibration resistant—Extra heavy 
bright zinc plate, salt spray and acid drip tested 
for corrosion resistance—Extra heavy 
positive bonding locknuts—smooth 
rounded edges or bushed throat type 
* connectors that prevent insulation 





* » damage—All steel construction with 
\\ Ss extra heavy gauge wail thickness. 
\y ’ 

g \) 


unions 


All B-M indenter type 
fittings far exceed the 
requirements of U. L 
file card E 10863 and 
Federal Specifications 
W-F-406. 


METHOD 
AML, 
C0. 


GALVA * *LLINOIS 


8M PLIER SIZE NO 
INDENTERS 
BM—No. 607 2" 
BM—No. 608 %” 
BM—No. 609 1” 


USED THE MOST FROM COAST TO COAST 
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NEW ... An Industry First 
and only NATIONAL ELECTRIC Has It 








0 --0  SHERARDUCT’ 
CMC | 


*Galvanized Conduit at its BEST . . . and MVC-1 Poly-Vinyl protected. 





NATIONAL ELECTRIC 
The best way to put power in place 








Now you can have Sherarduct, the industry’s standard in Galvanized Conduit, factory-coated 


in five colors that make location and identification of electrical runs simple and easy. 


New Color-Coded Sherarduct makes it possible for you to separate conduit runs from water, 
steam, air and other service lines. Within your electrical distribution systems, new Color-Coded 
Sherarduct lets you color the runs to indicate type of service and voltage, makes your system 


more flexible by cutting the time needed for relocation and modernization. 





NEW from NATIONAL ELECTRIC — Color-Coded Sherarduct... 
Galvanized Conduit With These EXTRA Features 





DOUBLE PROTECTION. Color-Coded Sher- 
arduct gives you extra protection against rust 
and corrosion. More than just a “‘dip’’, Color- 
Coded Sherarduct is made with National 
Electric’s exclusive Sherardizing process in 
which pure zinc is alloyed with the steel and 








threaded ends of the conduit. 

After the zinc alloying, Sherarduct is immersed 
in a bath of MVC-1 Poly-Vinyl to which 
special, extra quality, color pigments have 
been added. MVC-1 Poly-Vinyl is recognized 
as an excellent protector against corrosion. 


Outside, MVC-1 Poly-Vinyl! envelops the zinc 


coated surface, and the added color makes 











identification permanent. 


Inside, MVC-1 provides a lasting, smooth 
surface for the easiest fishing possible 


ELIMINATES PAINTING. With Color 
Coded Sherarduct, you eliminate the cost of 
on-the-job painting. Your finish is neater than 
ordinary surface coating and can be matched 
to the job. You can specify five basic colors or 
order special colors to match the color scheme 
of the installation. 


NO FLAKING OR PEELING. Color is on for 
life because it’s part of the MVC-1 Poly-Viny] 
finish. It’s baked on, and the toughest on-site 
bending won't flake or peel the hard uniform 
surface of Color-Coded Sherarduct. 


FITTINGS TOO! Because color and surface 
are factory-applied, you take advantage of the 





best. They’re made under the most exacting 
manufacturing conditions possible. Even el 
bows and couplings get the same special 
attention. 











FILL OUT AND MAIL NOW Name 


Title 
I want more information 


: . Company “ngine 
Have a Sales Engineer contact me. I Engineer 
Address Contra tor 


time date City Zone , Distributor 


Tell me where I can buy Color-Coded Sherarduct. Phone 





IMMEDIATE DELIVERY THROUGH YOUR 
NATIONAL ELECTRIC DISTRIBUTOR! 


Color-Coded Sherarduct is available now in all standard sizes in Galvanized steel. 


Each length comes to you with a coupling attached, and a plastic colored thread pro- 


tector on the open end to indicate sizes. 


Order your requirements now! 


DIMENSIONS AND WEIGHTS 





CONDUIT 





Nominal 


Outside 
Diameter 
(inches) 


Inside 
Diameter 
(inches) 


or 

Trade Size 

of Conduit 
(Inches) 


Minimum Weight 
of Ten Unit 
Lengths With 

Couplings Attached 
(Pounds) 


Length 

Wall Without 
Thickness Coupling 
(inches) (Feet and Inches) 





0.840 
1.050 
1,315 


1.660 
1.900 
2.375 


2.875 
3.500 
4.000 


4.500 
5.563 
6.625 


“a 0.622 
% 0.824 
1 1.049 


1% 1.380 
1’ 1.610 
2 2.067 


2% 2.469 
3 3.068 
3% 3.548 


4 4.026 
5 5.047 
6 6.065 











0.109 . 79.0 
0.113 3 105.0 


0.133 153.0 


0.140 201.0 
0.145 249.0 
0.154 334.0 


0.203 527.0 
0.216 690.0 
0.226 831.0 


0.237 982.0 
0.258 1344.0 
0.280 1770.0 











BRANCH OFFICES 


ALABAMA 
Birmingham, 205 American Life Bidg. (3)— 
Alpine 1-7021 
CALIFORNIA 
Fresno, 3242 N. Lafayette Ave.—Am 6-3675 
San Francisco*, 400 Potrero Avenue, (10)— 
Underhill 1-1145 
Los Angeles*, 6900 East Elm St. (22)— 
RAymond 3-0393 
COLORADO 
Denver’, 455 W. Wesley, (23)—Peari 3-3741 
DISTRICT OF COLUMBIA 
Washington, Investment Building, (5)— 
National 8-3916-17 
FLORIDA 
Miami, 801 N.W. 79th Street, (38)—Pliaza 7-8361 
GEORGIA 
Atlanta*, 1238 Fernwood Circle, N.E., (19)— 
Cedar 7-0336 
ILLINOIS 
Chicago*, 2567 Greenieaf Avenue, Elk Grove, IIlinois— 
Hempstead 9-0900 
INDIANA 
Indianapolis, P.O. Box 506, Zionsville, Indiana- 
Melrose 7-3001 
IOWA 
Davenport, 612 Kahi Building—323, 7014 
LOUISIANA 
New Orieans, P.O. Box 827, Mandeville, La.— 
Main 6-3512 
MASSACHUSETTS 
Boston, 157 Federal Street, (9)—Hancock 6-8840 
MARYLAND 
Baltimore, 441 E. Belvedere Ave., (12)— 
Iidiewood 3-1838 
MICHIGAN 
Detroit, 50 W. McNichols Rd., (3)—Tulsa 3-4600 
Grand Rapids, P.O. Box 508, Holland—Edison 5-8100 


*Warehouse location. 


MINNESOTA 
St. Paul*, 2256 Myrtle Avenue, (14) 
MISSOURI 
Kansas City, 6225 Brookside Bivd., (13) 
Emerson 1-8070 
St. Louis, 4903 Delmar Boulevard (8) 
NEW YORK 
Buffalo, Box 177, Hamburg—NH9-5828 
New York City, 300 Park Avenue, (22)— 
Murray Hill 8-2700 
Syracuse, State Tower Building, 109 S. Warren St 
Harrison 2-5997 
NORTH CAROLINA 
Charlotte, 108 Robinson Building, 121 E. Third Street, 
(1)—377-3375 
OHIO 


Cincinnati, 2534 Victory Parkway, (2)— 
University 1-7225 
Cleveland, 1836 Euclid Avenue, (15)—Superior 1-2250 
OREGON 
Portiand, 1785 S.W. Filmont Street, (25) 
Mitchell 4-0463 
PENNSYLVANIA 
Philadelphia, 325 Chestnut Street, (6)— Walnut 5-2635 
Pittsburgh, Porter Building, (19)—EXpress 1-1800 
EXA 


Midway 6-1814 


Forest 1-4641 


Ss 

Dailas, 6033 Berkshire, (25)—Emerson 8-7385 

Houston, 3810 Westheimer Road, (27)— 

Madison 3-3642 
UTAH 

Salt Lake City, 

Davis 2-270 
VIRGINIA 

Richmond, 3122 West Clay Street, (30)—Eigin 3-6758 
WASHINGTON 

Seattie, 906 First Avenue, South, (4)—Main 3-3775 
WISCONSIN 

Milwaukee, 6228 West Capital Drive, (16) 

Hopkins 1-5757 
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Contract Purchasing: 
Bane or Boon? 


@ Recently, the Houston Industrial Distributors Association took a 
stand against the practice of blanket orders or contract purchasing by 
industrial customers. This group includes electrical distributors. 


@ To sound out opinion nationally on such purchasing practices, EW 
surveyed 85 industrial electrical distributors from coast to coast by mail 
and through the McGraw-Hill news bureaus. 


@ = This first national survey of electrical distributors on contract pur- 
chasing shows that the majority disapproves. While most give it a def- 
inite thumbs-down, a few say they are satisfied. 
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For Some: Profitable, 


AA (PONTRACT PURCHASING can be beneficial to the 
industrial electrical distributor, his customer and 
the manufacturer only if price is not the determin- 

ing factor,” one New England electrical distributor stated 

recently. “This, however, has not been the case. Indus- 
trials tend more and more to award contracts based on 
price. This not only leaves the door open for distribu- 
tors to cut each other’s throats, but it also could easily 
change the entire distribution function as we now know 

"gg 

This, basically, is the attitude of the majority of 85 

industrial electrical distributors throughout the nation 
who were asked for their opinions on contract purchasing 
by ELECTRICAL WHOLESALING. While most voiced the 
opinion that “this type of selling stinks,” some said they 
would like to “encourage its use.” 
e The Background—tThe idea of contract purchasing—or 
blanket or stockless purchasing, as it sometimes is called 
—originated on the industrial plant level, where manage- 
ment in several large firms saw opportunities to save 
money by getting their purchasing departments out of 
the supply business, and letting the distributor handle 
all delivery, stocking, service and much of the paper 
work. 

To obtain this goal, contracts were awarded, based on 
product groups. For each group, a primary distributor 
would handle all of the industrial’s needs. Normally, a 
secondary distributor would be designated to fill in on 
needs when the occasion arose. This, however, would not 
be on a contract basis. 

For most of the industrials, contracts were set up for 
six months to one year. These included escape clauses 
of 30 to 60 days. 

e Benefits—As far as the industrial customer is concern- 

ed, the benefits of this contract purchasing seem to out- 

weigh the disadvantages. At least, this is true with two, 
who were among the first to go to the “stockless purchas- 
ing” concept. These are the Louisiana division of Dow 

Chemical Co., and American Viscose Corp. 

At both plants, management feels it not only is allow- 

ing local distributors to receive 100% of its business, but 
that the purchasing department now has less paper work, 
and that there are advantages in availability of better 
materials, better inventory management, standardization 
and faster deliveries. 
e Contract Selection—In some cases, price has seemed 
to be the exception rather than the rule for an industrial 
in selecting its distributors. At least one requires its 
personnel to visit distributors in an attempt to appraise 
the over-all operations. Final decisions are based on the 
distributor’s desire and ability to serve the plant’s needs, 
and the distributor’s potential for future service. 

e The Other Side—“This may look good on paper, but it 

just isn’t true,” says one Midwest distributor. “I believe 

that in any case where contract purchasing has been 
satisfactory for the distributor, the customer and the 
manufacturer, it is the exception rather than the rule. 

“Our experience in observing developments indicate 
that a requisition covering blanket requirements over an 
extended period of time accomplishes nothing good from 
a distributor viewpoint. It tends to wreck any price 
structures; it discourages the distributor in giving his 
best service because it is a cut price; it demoralizes the 
industry as a whole.” 

Some industrial electrical distributors are not so strong 
in their anti-contract purchasing language; only a few 
are in favor of it. 
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A southern distributor, for instance, says he has been 

very successful in handling several large industrial ac- 
counts under blanket purchasing arrangements. In en- 
couraging its use, he stresses that “the time is long past 
when we can become complacent and figure that maybe 
we will get the business; if we don’t, we don’t know 
why.” 
e Some Distributors Wary—Because of a recent Pet- 
roleum Equipment Suppliers Association bulletin, many 
electrical distributors are questioning the possible legal- 
ity of contract purchasing. In the recent bulletin, the 
PESA notified its members that certain types of requests 
for bids being circulated by buyers may involve illegal 
activities. 

Recently, the Houston Industrial Distributors Associa- 
tion took a stand against contract purchasing. Among the 
HIDA members are some of Houston’s large industrial 
electrical distributors. Desiring to have the distributors’ 
views expressed on the subject, the association asked 
business writer Ken Kirkpatrick to prepare an article. 
This appeared in the May issue of The Southwestern 
Purchaser, and is quoted with permission here to ex- 
press the majority opinion of HIDA-member electrical 
distributors recently surveyed. 





Recently, a Houston industrial distributor re- 
ceived a telephone call from a purchasing agent. 

“I’m getting ready to ask for contract bids to 
supply all our needs for your equipment line,” 
said the purchasing agent. 

The distributor had known the purchasing 
agent well for many years, so he asked this ques- 
tion: “What do you expect to gain from this, 
Jim?” Jim’s answer was that he expected blanket 
purchasing to do several things for his company, 
including: 

1. Reducing his firm’s inventory. 

2. Reducing paper work invo!ved in purchas- 
ing. 

3. Reducing warehousing and handling costs 

4. Cutting initial cost of goods purchased. 

After hanging up the telephone, the industrial 
distributor, whom we will call Bill Smith, leaned 
back in his chair to think about the situation. 

Bill remembered well a conversation a few 
days earlier with another friend, an industrial dis- 
tributor who handled a different type of equip- 
ment. Over coffee, Bill had listened to a tale of 
woe that had set him thinking about the pros 
and cons of contract buying. 

The story he heard gave him few of the good 
points, although he knew that contract buying 
offered some advantages to industrial distributors 

“I thought that the volume of business I'd get 
would justify a price reduction,” said Bill’s friend 
“TI learned on an earlier bid that the price reduc 
tion I thought was reasonable wasn’t enough to 
get the business, so this time I reduced prices 
further, and I got the contract.” 

“That’s what you wanted, wasn’t it?” asked 
Bill 

“I thought so, but it hasn’t worked out that 
way. In the first place, my costs weren’t reduced 
Previously we delivered everything to one point 
Now we deliver to various departments 
throughout the plant. This actually increases 
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For Others: Self-Defeating 


most of these products to this customer all along, 
I had to increase my inventory considerably to 
meet contract requirements. Third, the sales vol- 
ume I had expected just hasn’t developed, and | 
don’t think it will. This contract is coming up 
again soon, and this time I certainly won't bid 
again the way I did last time.” 

e The Outlook—What is the whole story on con 
tract buying, Bill Smith asked himself. Is this a 
new technique that will largely replace present 
distributing methods? Or is it a temporary situa- 
tion that will soon disappear? 

Getting out pencil and paper, Bill began sys- 
tematically listing and analyzing the merits of 
contract buying, both for the purchaser and the 
industrial distributor. Putting together his experi- 
ence in industrial distribution, the comments of 
purchasing agents and the viewpoints of other 
industrial distributors, Bill Smith came up with 
a thoughtful evaluation of contract buying. 

First, the function of industrial distribution 

must be performed, regardless of how it is done 
or who does it. Industrial goods must be purchas- 
ed, warehoused and inventoried. Capital must be 
invested in inventory, warehouse space and han- 
dling equipment. The costs of operating the 
warehouse and the costs of inventory obsoles- 
cence, insurance, taxes and accounting must all 
be met. The question is, who is to perform this 
function? 
e Good Features—Some “stockless purchasing” 
plans aimed at reducing these over-all procure- 
ment costs have worked successfully, benefiting 
both the purchaser and the industrial distributor 
Purchasers have been able to reduce their cost 
of possession (estimated at an average of 27% of 
initial cost by one large chemical company) and 
distributors have been able to plan their purchas- 
ing better. In these cases, distributors received 
prices that allowed them to meet their customer's 
service needs 

Savings to the purchaser in some such plans 
have been so large, one purchasing agent recent- 
ly stated, that increased prices could actually be 
justified. However, the savings in each case re 
sulted from reducing capital investment in ware- 
house facilities and inventory and other costs of 
distribution. This reduction came from shifting 
more of the distribution function to the industrial 
distributor, not from forcing price concessions 

Unfortunately, such successful plans have been 
exceptions rather than the rule. Most often, con- 
tract buying has been simply a systematic meth- 
od of forcing prices down below a profitable level 
for the distributors involved. Although such a 
situation appears on the surface to be beneficial 
to the purchaser, in the long run he will suffer 
as much as the distributor 

Whenever an industrial purchaser's service 
needs are not properly met, the purchaser loses 
money. And excellent service cannot be maintain- 
ed when operating margin is eliminated. The 
strong, well-organized industrial distributor con- 
tributes greatly to the business success of his 
customers by performing the distribution func- 
tion efficiently. In effect, such distributors are 


costs. Second, although I had been supplying 
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actually among their customers’ intangible assets 
Although these distributors are not on the pay- 
roll, they constantly work for each customer. 

e The Outcome—Blanket purchasing, in which 
price is the primary consideration, can only de- 
stroy the industrial distributor’s ability to perform 
the distribution function for the purchaser prop- 
erly. Irresponsible pricing can only result in de- 
priving the purchaser of the services of sound, 
well-managed distributors who are so valuable 
to him. Such good businessmen realize that they 
cannot continue to provide necessary service and 
inventory unless their prices are based on normal 
overhead costs and profits. Therefore, they do 
not accept opportunities to sell at unrealistic 
prices. 

Without the services of stable, dependable dis 
tributors, the purchaser would have to depend on 
his own warehouse facilities and inventory. This 
situation would deprive him of a dependable 
local supply source, and force him to rely on 
manufacturers’ deliveries. In turn, the increased 
delay would make necessary larger inventories 
and additional warehouse space. 

These additional costs of possession are ex- 

actly what successful users of stockless purchas- 
ing avoid. 
e Deciding Factor—Blanket purchasing based 
primarily on price also prevents the customer 
from receiving the valuable know-how that com- 
petent industrial salesmen freely share. Well 
trained industrial salesmen are a rich source of 
information on product performance, maintenance 
shortcuts, preventive maintenance, plant modern- 
ization and cost-cutting methods. The counsel of 
the experienced industrial distributor or his rep- 
resentative has often made the difference be- 
tween a sound investment in a product or piece 
of equipment that performed as needed and the 
waste of making a less suitable purchase that did 
not do what the customer wanted and needed 
done 

Training such skilled personnel is one of the 
functions of the distributor. Buying only on the 
basis of price would make it impossible for dis- 
tributors to maintain such product-application 
experts. The customer would then suffer more 
than the distributor. 

Considering all aspects of blanket purchasing, 
it seems apparent that blanket purchasing serves 
the customer’s best interests only when its prin- 
cipal objective is to reduce overall procurement 
costs by shifting a maximum amount of the dis- 
tribution function to the industrial distributor 
The lower the customer’s cost of possession, the 
more profitable his business 

When, as is too often the case, the principal 
objective of a blanket purchasing program is sim- 
ply to cut initial purchasing prices to an unreal- 
istic level, both the customer and the distributor 
are sure to suffer. 





The verbatim replies to EW’s survey, conducted 
the latter part of May, follow. The Editors welcome all 
opinions from readers about the subject. 


in 
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‘We Cannot Have a Good 


ITH a few exceptions, leading industrial electrical 

distributors throughout the nation have given a re- 

sounding “no” in their disapproval of contract purchas- 
ing with industrial customers. 

Of 85 distributors surveyed by ELECTRICAL WHOLE- 
SALING through letters and our news bureaus, 72.8% 
said they did not feel this type of selling was in the best 
interests of the electrical distribution industry; 22.7% 
were in favor of it; 4.5% were undecided. 

Here are the questions asked: 

1. If you have become involved in any way in contract 
or blanket purchasing with industrial customers, what 
have been your own experiences regarding satisfaction? 

2. What is your opinion of industrial customers pur- 
chasing on a contract basis from the electrical distributor? 

3. What, in your estimation, are the advantages and 
disadvantages of industrial contract purchasing, as far as 
the electrical distributor is concerned? 

4. What will be the role of the distributor’s salesman in 
this type of selling? Will the extra time required to be 
spent with a customer under this program detract from 
the amount of service a salesman can give to other cus- 
tomers? 

5. How would this “stockless purchasing” plan affect 
your costs in handling the needs of the account? 

6. How do you think this type of selling could affect 
your prices of materials when trying to receive a “blanket 
purchase” order? 

Here, city by city, are the verbatim replies: 





Chicago: Divided Opinion 


The opinion is divided here, but leans slightly for 
selling to industrials—with reservations—on a contract 
basis if handled right. 

e “We have three or four major customers who buy 
on this basis. It’s good for them because it eliminates a lot 
of their purchasing cost. 

“It’s a different thing for us, however. It may sound 
like a hig piece of pie at the outset, but when you break 
it down and figure how much you’ve cut the price, it may 
not be so good. You may think you're going to get $20,- 
000 or $25,000 worth of business for six months, but you 
may not end up getting that much; or there may be so 
many individual orders that the cost of handling kills 
you.” 

e “We do very little of that contract selling. We’re 
turning down a lot of that business because when there 
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are three or four bids, you have to be low; when cus- 
tomers ask for a price that may mean anywhere from one 
to 10,000 items, how can you quote? Our profits are 
lower. This type of selling tends to depress prices. Some- 
times, you can pass it along to the manufacturer—and 
sometimes not.” 

e “Our experience with blanket purchasing is that it 
has worked out very well from both points-of-view (dis- 
tributor and manufacturer). The advantages to us are 
that we get a blanket order for so many pieces of a 
certain product, such as terminal blocks. This allows us 
to go to a better discount, and also to get a better dis- 
count from the manufacturers. We prefer the kind of 
contract where we get a certain assured volume, although 
we can’t always get this. This might tend to depress 
prices, but we might get the same protection from the 
manufacturer. Of course, the salesman is still needed to 
service the account. As far as the effect on the cost of 
handling, we get the impression that this type of selling is 
more than worthwhile.” 

e “We’re for it as long as it is applied to special OEM 
items. We wouldn’t want it on stock items because we 
would lose our function as a distributor. This does tend 
to depress prices somewhat.” 

e “I sort of like it if it is done right. It all depends on 
the account. If it’s a highly reputable account, it can be 
good. If you have no way of getting relief, it can be bad 
There is an advantage in that this eliminates competition 
—you know the business is there. You can set up your 
procedures and save money. On the other hand, you 
might get caught in a rising price situation—that’s where 
the necessity for having relief comes in. As far as cost is 
concerned, the handling of an account on this basis could 
be less because inventories are set to a pattern.” 


Atlanta: ““‘Want No Part of It” 


The opinion is almost unanimous. Distributors are 
either sick of it, or they want no part of it. 

e “We have had no such contracts and don’t want 
them. It seems to me that if, during the course of the 
contract, the going price of an item should drop below 
your fixed contract price, the customer would merely 
cancel under the 30-day or 60-day escape clause and buy 
elsewhere. The disadvantages are all with the distributor 
—he’s bound by a set discount, but has no guarantee of 
quantity to be sold.” 

e “Our only experience with blanket purchasing has 
been with (an aircraft corporation). We had a contract 
last year covering all of their electrical requirements. The 
contract contained an escalation clause, stating prices 
would go up or down as they were changed by the manu 
facturer; our discount remained the same. This contract 

made no change in our cost of handling or in the 
type of selling done by our salesmen.” 

e “We haven’t done any business of this kind, and | 
can’t see any advantage in it. I understand that distribu 
tors who have gotten (blanket contracts) have—in many 
cases—had to quote such a big discount that there’s 
hardly any profit at all. I would prefer doing business 
without such agreements. Volume without profit doesn’t 
appeal to me.” 

e “We haven’t had any blanket purchasing agree 
ments, and I’m not particularly anxious to get into this. I 
see no real advantage to the distributor.” 
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Los Angeles: “It Stinks” 


In this city, distributors find that contract buying is a 
“pain in the neck.” Although most disapprove, some say 
they have no choice but to go along with the situation. 

e “We are right in the middle of it. There are pros 
and cons, but it doesn’t seem that we have any choice. 
Companies that have never asked for blanket bids are 
now doing so. Some of the companies that we have been 
servicing are asking for blanket bids. We are also sub- 
mitting blanket bids to accounts that we have never bid 
on before. 

“Price is the disadvantage. We have to shoot our best 
price on a permanent basis at the start. It eliminates 
salesmanship. Say we have a nice piece of business on a 
three-way split with a $500 gross profit; then we have the 
problem of making a decision on how close to bid in 
order to keep the business. So we bid at the absolute 
minimum profit, and if we lose, it’s goodbye, and let's 
find something else. You figure that you won't get an- 
other shot at the business for six months or a year, so 
you have to shoot the works on the bid to stay in the 
race. 

“Our costs stay about the same, and our salesman’s 
role remains the same. To get a chance on this type of 
bid, you must be known by the customer. He must be 
satisfied that you can produce. On this type of work a 
salesman is on the inside. He’s closer to being an em- 
ployee of the customer, and most of his efforts, after the 
original contract, are spent on servicing.” 

e “It stinks! It has been practiced mostly in the air- 
craft industry, and these people claim they save money. 
1 doubt it. Suppose an item goes down, and the distributor 
doesn’t give them a rebate on the item. They would have 
to have an audit for protection. It certainly shuts off 
other distributors. The job has to go very cheap. Some 
distributors probably think the business is worth it, but | 
don’t.” 

e “We have stayed away from this type of contract 
Both the customer and the distributor will suffer. The 
customer suffers in the service he gets; the distributor 
either cuts his services or goes broke. We cannot have a 
good industry and have cutthroat business and _ profit- 
cutting. There is no answer for such low profits (yet) con- 
tinued good service.” 

“By and large, I feel that the trend is an unhealthy one. 
It is hard to understand how major companies in the de- 
fense industry can justify the pruning of their normal 
suppliers to the point where they have most of their eggs 
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in one basket. What is normally considered a fringe oper- 
ator will come in, make a low bid and receive the bid 
How they can justify dealing with outfits that have no 
facilities to speak of, no major line and no services, | 
don’t know. All the distributors that have served the 
country in the past are on the outside while the manu- 
facturer calls it cost-cutting. These distributors couldn't 
possibly supply the companies in time of an emergency 

“This practice strikes at the very heart of business as 
we know it in America. . . . The situation is not entirely 
the fault of the independents. It was started by bigger 
houses that were being selfish—who obtained a nice lead 
On competitors by tieing companies to them. Then, the 
little fellow finds that he can play, too.” 

e “I don’t know anyone who likes all aspects of con- 
tract bidding. It’s a funny thing, but although we don’t 
have a contract with some of the firms (buying under 
this method), we’re still supplying them. I don’t know 
how much buying they are doing under contracts, and 
it’s possible that the situation could get tighter, but buying 
is going on outside the contracts. 

“The vicious part of contract bidding is that it takes 
the matter of selling out of the transaction. I feel that 
many will find out in a year or two that the lowest bid 
isn’t always the cheapest bid. 

“The role of the distributor depends on the volume in- 
volved; generally, on these . . . contracts, we have to run 
a lot closer control, and have to take the bid down to net 
instead of gross. In some cases we service the contract; 
in others, we don’t.” 

e “Contract bidding . . . is a bad thing for the whole 
industry. In most cases, the customer makes no guarantee 
of quantity, and the distributor is bidding in the dark. 
This is not so bad the first time, but in the second go- 
around, other firms get into the bidding, and the price 
goes down. It becomes economically impossible to main- 
tain warehouse stock; then, the operation becomes a 
brokerage type of business. 

“It’s strictly a price situation. I can’t see any advantage 
for the distributor, although there is a time-saving on 
pricing out each inventory. As far as the purchaser is con- 
cerned, it will cost him in the long run. If stocks are de- 
pleted in any time of emergency, the situation will be 
serious. 

“The business of the salesman has dropped consider- 
ably. Prices we are getting do not allow us to pay for 
much service. Should the trend continue, the expediting 
department might disappear. We maintain high-priced 
help in order to service accounts; but the contract bids 
negate the service.” 


San Francisco: “No Advantages” 


The belief is that this type of distribution is somewhat 
deceiving, and that there are disadvantages that may not 
appear clearly at first. 

e “We have found that the one problem in this type 
of purchasing is that we will not be the only source of 
supply. The customer asks for a quotation on certain 
amounts of goods to be bought over a year’s time. The 
distributor takes into consideration the amount that will 
be purchased, and his “bid” price takes that into account. 
The customer then gives the blanket contract, and pro- 
ceeds to give similar contracts to other distributors. Thus, 
the distributor is not the sole supplier; the distributor 
finds himself getting only a third or a fourth of the 


CONTINUED 





Contract Purchasing: Bane or Boon? (cont.) 





‘Contract Purchasing Is 


amount he thought he would be able to obtain. 

“If price were the only basis for buying something, 
this would be all right; but service to a customer means 
so much more. We have lost many customers because of 
not bidding low enough. Later, the customers return to 
us because they realize that the lack of service was not 
worth the lower price they were getting. 

“It’s much easier for the customer than for the dis- 
tributor. The customers may ask for a bill once a month 
instead of with each shipment, for instance. This saves 
them from having to process a bill with each shipment. 
But we can’t just send them a big bill at the end of the 
month with no data attached, so we still have to process 
the bill with each shipment, and then add it up at the end. 
It does not save the distributor any time.” 

e “This type of purchasing is a very small part of our 
business, but it has been satisfactory so far. We are in 
favor of it because the prices seem to remain steady. If 
it means taking a loss because of higher prices, though, 
one should get out of it. 

“One of the advantages would be the set amount of 
business to take care of each month. However, this would 
be offset possibly by the disadvantage of rising prices. I 
think that this kind of purchasing would affect our selling 
prices quite a bit. When you think in terms of getting a 
large hunk of business for yourself, and also think that 
competition for this particular portion of business will be 
greater, you automatically pull prices down a bit.” 

e “First of all, it is not necessarily true that the dis- 
tributor becomes the sole distributor of supplies under 
contract buying. The customer can give the contract to 
several distributors, which is definitely to his advantage in 
case of a strike. Basically, this kind of purchasing is more 
to the advantage of the customer than to the distributor. 
It saves them paperwork and time. In some cases, it is 
even more work to the distributor. Supposedly, this sys- 
tem is designed to save book work, etc., but sometimes, 
the customer buys even more often because he knows he 
is going to get a set price; hence, the bookkeeping be- 
comes even more involved and the distributor can lose 
money.” 


Cleveland: “We Don’t Like It’’ 


The unpredictable features of contract purchasing 
leave industrial electrical distributors here with opposed 
viewpoints about this type of system. 

e “Yes, we are doing quite a bit of selling on con- 
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tract purchases from our industrial customers. We have 
no objections to this system, and imagine it cuts out a lot 
of the customers’ purchasing paperwork. We always 
qualify our quote—that is, the manufacturer must be 
able to guarantee unchanged price for the period. And 
we include a 30-day notification clause. 

“This system ends small pickups from large companies 
whose several divisions are always picking up small 
quantities, and doesn’t cause us any more paperwork 
We don’t see any disadvantages since we cover for 
price increases.” 

e “We're not doing any and don’t intend to. We are 
not interested in that kind of business. If we were a 
prime supplier, that would be all right and we could 
guarantee prices, design and engineering changes and 
obsolescence created by new products, etc. But being a 
wholesaler, we're put right in the middle of these 
changes, and are left with nothing if the order is can- 
celled. 

“We can’t see any advantages. The disadvantages are 
many. The distributor is stuck with any changes in prod- 
uct, in prices, in costs—and without a means of protect- 
ing himself. The costs can go up or down—but either 
way, you're not protected.” 

e “We don’t do very much in this field. We definitely 
do not like it. There are too many unpredictable fea- 
tures. The prices, products and engineering changes 
would all affect only the distributor. There is not much 
of an advantage to the order, even with the fact that 
you have knowledge of some volume. 

e “We don’t like it. It ties you up either at a loss or 
at low profit for a considerable length of time. It’s not 
worthwhile. With the number of bids entered, bidding 
gets very competitive, and many times, prices are shaved 
beyond the profit point. Many times, people who have 
not been in the business will bid on the job at low prices 
because they figure anything is an improvement over 
nothing. They eventually will find out after it is too late 
they have been tied up and are taking a beating 

“This system could either make or break a salesman 
The salesman could be pushed to become a really top- 
notch man, who can service and negotiate a contract 
or it could push him down—make him an order-taker.” 

e “The entire question is debatable. We can’t see 
many advantages, except the obvious one of knowing 
what business is coming in advance. The disadvantages 
arise in making a rigid price contract for a long period 
of time. We can’t see why a salesman would like it. He 
wouldn’t know what is happening with his account. He'd 
be merely a service type salesman.” 

e “This situation has been satisfactory for us. We 
might have less of a margin, but we have a definite 
volume to depend on. It ties the purchasing agent with us 
a little closer, gives us the opportunity to show how we 
can perform on a long-term basis. We wouldn't like all 
orders that way, but with some customers, it works out 
better. Prices are shaved somewhat. But there are com 
pensations of bigger volume and less paperwork that 
make up for the thinner margin.” 

e “We have a few of them, but we turn more of 
them away. We don’t like them. It works to our dis- 
advantage in that many times, definite needs aren't de- 
termined; but the customer expects you to keep a full 
inventory even if it ends up that he doesn’t use it. There 
are some advantages in knowing what you're selling, but 
the disadvantages are heavier—you're committed for 
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Terrible, Wrong and Miserable 


long terms for products that may never be taken out of 
inventory. Prices aren’t good enough. 

“Some salesmen think they like it because it saves 
them requoting all the time. But in the long run, I think 
they'll realize they don’t make any money on them.” 


Za 


[hontnas 06 


Detroit: “Cuts Competition” 


The feeling is that the benefits are one-sided: the 
customers’ costs are reduced, and the profit goes down 
for the distributor. 

e “Blanket purchasing is old hat with the automotive 
industry and we can see no advantage. Most orders 
are of inconsequential volume, resulting in small profits 
and big headaches. If plants would consolidate their 
orders, perhaps then we'd find an advantage. Some of 
these orders are as low as $100 per year. Divide that 
by 12 months, and you get a general idea of our opinion 

“The salesman has no role in this type of selling 
Plants are shopping by telephone and anyone can ac- 
cept that type of order. Salesmen have to sharpen up on 
item costs and start a vigorous campaign for non-blanket 
selling. All in all, I'd say contract buying plans have 
forced profits to reach a vanishing point.” 

e “You can’t generalize customer satisfaction. Some 
items lend themselves to blanket purchasing. Other items 
take time in obtaining. We've dealt with these orders 
for several years, and have accepted them as part of our 
business. They're necessary to stay in the picture, but 
often leave us on the deficit side 

“Blanket order purchases for production products has 
some merit — when it’s simple to fulfill. It reduces cus 
tomer paper work and processing. Maintenance mate 
rials, by contrast, have no advantage and deliveries are 
not always prompt. We suffer a profit loss; the company 
is not receiving good sales coverage or product informa- 
tion; companies are not kept abreast of new ideas; the 
sales service isn’t there. 

“While manufacturers’ prices may fluctuate, ours do 
not on blanket orders. We do not encourage blanket 
purchasing, but, as I’ve said, accept them as part of our 
business.” 

e “Unfortunately, we are involved in some blanket 
purchases ranging from one year terms down to six 
months. From the customer angle, it’s great. He is 
satisfied because it reduces his work, and probably cuts 
down costs. Basically, however, it is low in price. Be- 
cause of this, it’s good sense — from the viewpoint at 
the customer level. Contract purchasing, however, is re- 
ducing competition, and that, in turn, reduces all busi- 
ness. Although the customer is protected by his contract, 
we are not always protected similarly by a manufac- 
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turer; therefore, we do not relish receiving this type of 
business. 

“There are no advantages. The outstanding disadvan- 
tage is that customers do not specify any amount to be 
ordered. We stand to lose too much when we have to 
purchase items, and then deliver at whatever price the 
contract calls for. If all our business were conducted 
this way, the electrical wholesaling business would soon 
be defunct. We are not looking for contract orders 
Consequently, we try to discourage such orders from 
customers. Profits are affected too greatly.” 

e “Of course, the company placing the blanket order 
is well satisfied because it benefits greatly—particularly 
in price. Companies have no margin for complaint 

“We hold blanket orders from four large plants 
one on a 12-month basis and the other three on a quar- 
terly basis. We feel it allows too much room for 
political manipulation. It’s terrible, wrong, miserable; 
it has no place in business. Such purchases place the 
plant in a position to force the distributor's hand. We're 
aggravated because there is no free competition. It’s a 
bad deal for the manufacturer because he, too, is con- 
fined. I think it will ultimately be bad for the plants 
issuing such orders, since they are dealing with only one 
distributor 

“There are no advantages. Some small distributors 
might benefit sales-wise if they bid low enough. But 
they will not realize any profit. The whole philosophy is 
wrong. It even eliminates one of the main functions of 
a salesman 

“Often, our costs will rise. We are contracted with a 
definite price commitment which must be met regardless 
of a manufacturer's price increase. If we do not stock the 
item, we still have to purchase the part and deliver at 
the agreed cost thus reducing profits. Frankly, we do 
not seek out or go after blanket business. We only bid 
when requested to do so, primarily to remind the cus 
tomer of our company.” 


Dallas: “Okay If Profitable” 


Those who go along with contract purchasing are 
passive; those who are against it, detest it. 

e “We do and do not like this situation. Some com- 
panies make out blanket orders as much to clear their 
records as anything else. The invoice is made out for 
the going price at the time, with the company stating 
that it plans to buy from us for three to six months 
However, this routine type thing is not the sort of pur 
chasing that I would consider true contract buying 

“If we had a contract with a good margin of profit, 
it would be to our advantage. One way of looking at it 
is this: with an order, you might make some money; 
without it, you don’t even have a chance 

“The salesman would have to get you on the list to 
bid. I imagine he'd have to get in pretty good with the 
PA to get the request. You know, if the company wanted 
only three or so bids, the PA might be prone to throw 
it to a few friends. The salesman would have to work to 
get the company recognized 

“I have an idea that it is not any worse this way than 
the way contractors are buying these days. You have to 
bid on every order as it is. | suppose if we had con- 
tracts and they were profitable, we'd like it. If we are 
on the outside looking in, we think it is a poor thing.” 

e “We've been involved in contract buying for three 
or four years, and we have found it bad and good 
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Contract Purchasing: Bane or Boon? (cont.) 





This is good if you’re successful. On the whole, though, 
they have actually cost us in business. Some people con- 
sider these contracts one large order which they can 
ship at one time. This is not true. Our opinion is that 
we don’t particularly like the industrial customers pur- 
chasing On a contract basis but we have to change that 
opinion in June because we have a big contract with 
them (the aircraft industry). 

“This type of selling could reduce our profit as much 
as 5%. By and large, the blanket buying is of no ad- 
vantage to a distributor.” 

e “There have been many approaches made about 
contract buying, but so far, we have refused to partici- 
pate. It is detestable and impossible. There have been 
plans that offer cost-plus, and those with a guaranteed 
price for a year. We just refuse to participate. 

“I personally dislike it because our price structure 
won't permit us to enter into a contract for any dura- 
tion. I suppose it would be livable with an escape clause 
and any assurance that a reasonable amount of mate- 
rial would be purchased. The price would have to be 
justified by the amount customers contemplate buying. 
We could quote prices for two or three months at a 
time if the factory would back us up on the price 
structure. 

“Agreements generally wind up meaning nothing. They 
(customers) don’t feel obligated to stay with a single 
distributor. It is just legalized price-cutting. It looks to 
me like once the agreements have been reached, the 
salesman will settle down to being a good errand-boy- 
— handle problems as they arise keep the atmosphere 
clear and look forward to another day. The point of 
the contract is to get you to cut your prices. It has been 
brought on by competitive conditions.” 

e “No, we haven’t been involved in contract pur- 
chasing. We've been approached on it, but found too 
many loopholes, mainly in the form of extra discounts. 
We’re usually asked for quotes, anyway. 

“I think a customer seeking additional discounts by 


means of blanket purchasing defeats the purpose of 
service. Blanket purchases tend to be ignored and by- 
passed for orders with more profits. These contracts are 
usually made on fixed discounts. A distributor can’t al- 
ways foresee the future. It is plainly unhealthy. 

“If the distributor could sign an annual contract, with 
the privilege of reviewing selling prices, that would be 
great. But I understand all those probable purchase fig- 
ures are estimated and usually greatly inflated. They 
never materialize. I have heard of cases where they 
never buy some of the items—never buy in quantity, 
and you realize about 50% of the value of the contract. 

“The role of the salesman is nil. He could be an 
office boy. In other words, his part would be very un- 
important, since this type of selling could be done with 
a postage stamp or a phone call. In addition, stockless 
purchasing would increase handling costs for the dis- 
tributor, and servicing would involve certain functions 
which would call for more clerical help. You'd have to 
carry special items that you don’t ordinarily stock, and 
run the risk of being stuck with those items. The extra 
discount would eat up the profits.” 

e “Contract purchasing has proved very satisfactory 
for us. Purchasing on a contract basis puts the ethics 
squarely on the back of the distributor. He is morally 
bound to make certain that he gives every opportunity 
for a price advantage to the industrial account. 

“The plan expedites material for the industrial buyer 
—but integrity is still up to the supplier and he must be 
sure that he fulfills the contract by giving all the price 
he can. In other words, don’t stick the customer since a 
contract assures us of benefits. 

“The salesman’s job is not changed with this type of 
account. He has to work hard to service it. In the first 
place, he sells the idea and sets it up. After that, it is 
up to him to make certain he gets it when the time 
comes up for renewal. As far as difference in cost is 
concerned, contract buying requires less clerical work, 
and I believe it is slightly less expensive.” 





Corpus Christi—’"We Are Opposed” 


e “We feel that this type of purchasing is detrimental 
to the customer, to the wholesaler and to the manufac- 
turer. This type of purchasing will further undermine the 
sound profit picture. We are definitely opposed to con- 
tract or blanket purchasing by industrial customers. Both 
distributors and manufacturers should put forth every 
effort to discourage this type of purchasing by industrial 
accounts. Proper selling (of this viewpoint) will convince 
the industrials that they will eventually receive a low price 
without the service they are entitled to.” 


Charlotte, N.C.—’Encourage Use” 


e “We have been very successful in handling several 
large industrial accounts under blanket purchasing ar- 
rangement, and encourage its use. We try to enlist the 
support of the industrial purchaser. . . . It puts both the 
purchaser and the seller on the same team, and through 
this type of mutual cooperation, vast improvements can 
be made. Our thinking is that more concerted publicity 
should be directed to purchasing agents that will enable 
the distributor to do away with at least 50% of unneces- 
sary paper work, and get down to editing and shipping 
orders and seeing that the material gets on the job.” 
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Indianapolis—“It’s Satisfactory” 


e “We have found contract purchasing satisfactory. 
The advantage is that we know the order is received, 
tied down and secured.” 


St. Joseph, Mo.—’Discourage Use” 


e “We discourage this type of ‘selling’ to the point 
of withdrawing from the market in most cases. Some 
REA’s who started this type of program several years 
ago are now buying so close to distributor costs that 
they are reselling to local contractor accounts at regular 
wholesale prices. In other words, we have set up REA’s 
as competitors.” 


Tulsa—‘Defeats Industry Goals” 


e “We have been invited on several occasions to ren- 
der quotations covering blanket purchases but have de- 
clined on the basis that we do not feel it would serve 
our own best interests to enter into such an arrangement. 
It is our opinion that this is merely a guise to cut into 
the distributor’s profit which is too meager already. The 
disadvantages are obvious: it defeats the very objective 
for the existence of the electrical wholesaler.” 
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GIANT suspended fixture, laid out and sold by Keating in F96T12 WWHO lamps. Fixture is 38 ft from floor 


local Binghamton church is 22 ft in diameter and has 32 dimmed down 30 times for many d 


Selling ‘Out of This World’ 
Lig htin g Jobs (trates ror speciation. 1 does 


not, however, present difficulties in 
Tom Keating, district manager, City Electric Co. Inc.'s ‘"'s ee ee eee 
. . . . . competitive equires Knowledge of 
Binghamton, N.Y. branch, highlights ingredients for top — ood lighting principles, plus an 


‘ hy 


church lighting and shows it pays off in other fields. ‘erstanding of church 


architectural conformity between the 
church structure and 
units 


the lighting 


It also requires a lot 
the wide variety of church architectur 
al styles, many late hours of work on 

By Herb Cavanaugh iayouts, creative 

plomacy 

“But,” says Tom Keating, district 
manager for City Electric Co., Bing 
hamton, N.Y. branch, “it can pay off 
in more things than just church light 


ing volume.” 
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Out of This World Lighting (cont.) 





e Why Bother?—Why should the dis- 
tributor salesman bother with out of 
the ordinary lighting jobs? Says Keat- 
ing: everyone in the church notices 
new lighting. In the congregation or 
parish there are dealers, contractors, 
purchasing agents farmers, mainte- 
nance men and other people the dis- 
tributor salesman does business with. 


e What Doth It Reap?—Keating 
says potential customers attending 
church think to themselves (when 


they see a newly lighted atmosphere): 
“whoever designed this job must know 
something about the electrical busi- 
ness.” 

Proof of this lies in the fact that 
City Electric, as a direct result of one 
of Keating’s church lighting designs, 
recently received an order for all the 
explosion-proof equipment needed for 
a feed mill. 

“A member of the church board 
was the owner of the feed mill,” ex- 
plains Keating. “He was impressed 
with the lighting job we did in the 
church he attended and decided to do 
business with us.” 

A good lighting job in a church can 

get more business from your present 
accounts, and it also attracts new ac- 
counts too, in the commercial, indus- 
trial, dealer and institutional markets, 
says Keating. 
e Lighting Spirit—Keating became 
a specialist in this field because the 
problems involved in it intrigued him 
and because, “I’m crazy about the 
lighting field,” he explains 

The specialty of church lighting de- 
veloped gradually with Keating as he 
performed his regular job of covering 
southern New York and Northern 
Pennsylvania for City Electric. 

“In addition, City Electric has a 
lighting ‘esprit de corps’ ” says Keating 
“Forty years ago, at our own expense, 
we printed the first catalog of lighting 
fixtures.” 

Keating’s first church lighting job 

was in 1950. Since then, he’s worked 
with close to 90 churches of all sizes 
and denominations—selling both de- 
sign and equipment. 
e Time Problem—‘After you get 
started,” says Keating, “most lighting 
jobs are landed on a referral 
Matter of fact, the regular distributor 
salesman could not devote his time 
to all the referral jobs. A few good 
lighting jobs, and they come looking 
for you—you don’t have to bother 
searching them out.” 

According to Keating, if an elec- 
trical distributor decided to put 
man on church lighting exclusively, his 
time would still be cramped, “but 


basis. 


one 
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EVEN distribution of light is gained from lamp placement shown above. View shown 
is from directly beneath the fixture. Lamps are not visible from the sides 


there would be an awful lot of other 
business rolling in as a result.” 
e Theologians Wanted?—What does 
the distributor salesman have to know 
to get into the church lighting field? 
Here’s a list of things that Keating 
thinks are important: 

1. Know church architecture 
through reading. You have to know 


all the different types. You have to 
know what’s behind the walls and 
ceilings. 

2. Know the various rituals of the 


different denominations to understand 
what they want in lighting. Their wants 
may be from very soft light to very 
dramatic. 

3. Know 
71es 

“You 
gian 
Keating 


church histories & litur- 


7 


to be a theolo- 


lighting,” 


almost have 


church Says 


to sell 


e Where To Look—lIf you're a dis 
tributor salesman looking for a way 
to get into the field, there are a num 
ber of ways to do it. Keating outlines 
three of them: 

1. “Walk into a church in 
area. Find out who is in charge and 
ask if he objects to your making a 
study of the premises—not with any 
idea of an immediate sale in mind 
just so that you will be apprised of 
what they are looking for if they need 
help in the future. Do this with as 
many churches in your area as you 
can.” 

2. “Many church lighting jobs are 
up for bid.” 

3. “Contact specification 
and architects—nine times out of ten 
they'll be tickled pink to have you 
help them with your knowledge.” 

“A good point to remember in sell 


your 


writers 
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Attract Business in All Markets 


ing new fixtures to a church when 
you're faced with the ‘we-can’t-afford- 
to-buy-because-we-have-to-fix-the-stee- 
ple’ attitude is this: many times 
someone else will pay for the remodel- 
ing.” 
e Styles—tThere are different sets of 
styles in church fixtures that can be 
applied to the various architectural 
problems you run up against. Some 
of these styles are: Romanesque, 
Byzantine, Gothic, Colonial, Georgian 
and Grecian. “Often,” says Keating, 
“these styles will require modification, 
such as brass, iron, copper or other 
types of finishes. Different types of 
glass may be used for modification, 
and sometimes the religious symbol on 
the fixture may have to be changed to 
suit the denominational preferences” 
Keating says the best thing for the 
salesman to do, if he is interested in 
church lighting, is to get a list of man- 
ufacturers who make the fixtures and 
send for catalogs of styles, plus pic- 
tures of outstanding jobs. [ED. NOTE: 
This list can be found in “Electrical 
Products Guide,” published by Elec- 
trical Construction and Maintenance 
A McGraw-Hill publication.} 
e Look for Help—lIn selling church 
lighting, “it’s important,” says Keat- 
ing, “to work with the utilities when 
Utilities are not 
under- 
and 


you get the chance 
interested in over-selling or 
selling, and the church boards 
buyers tend to put more trust in their 
objectivity. In a church lighting job, 
the utility looks for four things 

e the number of fixtures 

e the type of fixtures; 

e the style of fixtures; 

e the over-all design 

Another help, especially on particu- 
larly tough jobs, is the manufacturer's 
man 
e Service—Service in church lighting 
jobs comes mainly from the time you 
spend on the layouts and design work 
“Since fixtures often are custom-made 
by artists,” says Keating, “delivery is 
not as fast as in other fields of whole- 
saling.” 
e Lay-out Tips—‘When 
ing a lay-out,” says Keating, you have 
to be aware of a number of things 
For example, when Keating lays out 
the traditional church he looks for: 
design of the fixtures; number of fix- 
tures needed for proper lighting; con- 
formity of lighting fixture with archi- 
interior of church 
(can even be 


vou're do- 


tecture and entire 
(pews, etc.); shadows 
cast by tall persons during services) 
and hot spots of light 

“You have to know 
nate shadows,” 


to elimi- 


“You 


how 


says Keating. 
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also have to know how to get rid of 
hot spots a lot. This can be done with 
dimming. A typical case where dim- 
ming can be used is when the daylight 
outside the structure comes through 
the church windows in bright shafts. 
These shafts get brighter and brighter 
during the day. You can tone them 
down by bringing up the lighting in- 
tensities the church through 
dimmers.” 

Keating says that you can get some 
pretty unusual jobs to do. Once he 
was required to do a layout for a 
church from a 18l-year old pen and 
ink drawing. “I was insured for a big 
the whole time I had 


inside 


sum of money 
that drawing,” Keating says 

e Bad Advertisement—“One 
tant point to remember is this,” 
Keating: “never botch up a church 
lighting job. This can be a very bad 
advertisement. It can have just as 
much bad effect as a good job can 
help you.” 

e Typical Job—A typical good 


ing job is the one Keating did 


impor- 
warns 


ight 


l 
for a 


difficult installation in the First As- 
sembly Church of God recently in 
Binghamton. The church was former 
ly a dance hall and fight arena. The 
auditorium is 70 by 80-ft. and rises 
to a height of 38 ft in a ceiling dome 
The 22-ft. in diameter cupola that was 
on top of the dome was destroyed by 
lightning. Need for the restoration of 
the cupola was the occasion for mod- 
ernization of an (10-ftc) 
lighting system. 

With the help of the utility, 
came up with a giant, 22-ft 
suspended fixture (see pictures) which 
combined modern techniques with 
traditional architecture, eliminated the 
need for new flooring where the 

had 
brought the lighting leve 
ftc at pew level 

To permit free flow of air through 
the ventilating system, the fixture wa 
dropped 18-in. from the ceiling. The 
fixture can be 
times and weighs less than 


including the T-bar 


inadequate 


Keating 


across, 


cupola been destroyed 


and 


down thirty 


200 Ibs 


dimmed 


PANELS used in fixture are: 2-by 2-by-%4-in. cellular patterned solid, double pan, 
white vinyl plastic. One of panels is héld by Keating (right) and electriciar _H 


Carey. Lighting level in church was brought from 10-ftc to 30 ftc at 


pew level 
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Bernard Fromm, outside salesman 


and sales manager, Fromm Elec- 


tric Supply Corp., Reading, Pa., 


studies plant machinery with John 


K. Nagel (right), plant manager 


Trim Master Corp. Fromm says 
he likes nothing better than to 
peel off his jacket, get in tight 


places, and do some real... 


Shirt-Sleeve 
Selling 


uct knowledge and sincerity are 

four traits in the make-up of Ber- 
nard Fromm’s selling philosophy. En- 
thusiasm is the trait that spurs him to 
exclaim: 

“There are times when I feel there 
isn’t an industrial or OEM I can’t 
sell, and when I walk into a plant, I 
can taste the potential sales and watch 
the business jump off the walls at me.” 
e Sales Territory —Fromm, who 
doubles as sales manager and outside 
salesman for Fromm Electric Supply 
Corp. of Reading, Pa., started selling 
electrical equipment in 1957. 

“T guess I was just as scared as any 
new salesman just hitting the road,” 
Fromm recalls. “But customers were 
very helpful and any technical infor- 
mation I didn’t come across in study- 
ing was as near as a phone call to 
Fromm Electric.” 

Fromm covers a 20-mile radius in 
Berks County, Pa., calling on an aver- 
age of 8 to 10 industrial and OEM 
accounts daily. 


B oct knowieds persistence, prod- 
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e Shirt-Sleeve Seller — Fromm’s en- 
thusiasm is primed by a love for solv- 
ing problems — product application 
problems (he says he gets at least one 
a day). 

“There’s nothing I like better,” he 
says, “than to take off my jacket, 
climb shafts, get in tight places and 
work with the men inside the plant. 

“I like good, hard, honest selling— 

the kind that means constantly think- 
ing and digging into things; the kind 
that gets the p.a. to believe in you be- 
cause you are the guy that produces 
for him.” 
e Problem Solver — By using new 
samples, Fromm tries to obtain entree 
into the plant itself. When he succeeds 
in this he tries to spend equal time 
with the buyers and the factéry en- 
gineers, maintenance men, superinten- 
dents and electricians. 

“Before you can get inside the 
plant, even to show a product sam- 
ple,” explains Fromm, “the buyer has 
to like your story. If you can con- 
vince him that you are interested in 


his plant and that you are out to save 
him money, then you're on the inside 
track. That’s the toughest problem in 
industrial selling — making people be- 
lieve you. You've got to hound them 
until they give you the opportunity to 
show what you can do.” 

Fromm says that he called on one 
industrial for two years and they 
never bought the same item twice 
He says that even though this account 
was “throwing him an 
bone” yet never gave him the chance 
for repeat business, he kept calling 
on them anyway. 

“As long as they see your face, 
there’s always hope,” says Fromm. 
P.S.: They became a steady account 

Once inside the plant, Fromm tries 
to get to know every electrician in 
the plant and makes a special effort 
to snare all problems and snap back 
answers before they can get past him. 

“You have to be ready for prob- 
lems all the time in an industrial ac- 
count,” says Fromm. You have to be 
ready to put on coveralls and work 


occasional 
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with the men on the job. This is the 
real way to sell.” 

e Use Factory Man—Fromm 
that he does not hesitate to use the 
factory man to help him out with 
technical difficulties. “You can’t sell 
out of literature,” he says. “One of 
the best ways to learn is to watch an 
expert sell his product. The more you 
use the man who knows his product 
thoroughly, the more you get to know 
the product you sell.” 

@ Service Plus—‘“You have to be 
available at any time for an industrial 
if they need service,” says Fromm. 
“I have been called out of my home 
on Saturdays and out of bed on Sun- 
days to help out an account that 
needs me. Why? Fromm Electric 
wants the reputation of a place to go 
‘when you're in trouble.’ ” 

e No One-Shots—When he walks in- 
to an account for the first time he 
doesn’t want an order. “I don’t want 
the buyer to give me one,” says 
Fromm, “but I want him to call 
Fromm just to get used 


says 


Electric, 
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BUYER Ted Hopkins, p.a. for a local Reading 
listens 


(left) tells about new motor control app 


industrial 


ENGINEER Joseph Stavers, 
Bindsboro Corp., Reading, goes over bluepr 
Fromm to determine up and coming equipment need 


PRESIDENT 


ot 


to the idea of calling us and getting 
to know the inside men, the prices 
and stock 

“Volume doesn’t mean that much 
‘We're not looking for 


says Fromm 
the one-shot deals, we want a repeat 
business.” 

Fromm 
salesman Dick Green, 


the firm’s 
out to 
meet industrial accounts because he 
feels the inside man should get to 
know the plant and the man he is talk- 
ing to 

e Sales Sense Here are 
Fromm uses to guide himself in sell- 
ing industrials and OEM's: 

1. Never oversell; never wear out 
your welcome; take care of all prob- 
lems; know your products; 

2. Every few weeks, spend a day 
making sure no back orders have ac- 
cumulated and no problems have mul- 
tiplied; 

3. The bigger the account the more 
time they have to spend with sales- 
men; the more intelligent the customer, 
the easier to sell. 


will often take 


inside 


points 


Fromm 
receives call from newly 





plant, 





hydraulics 


Electric, 


acquired a 





intently as 


division 
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SALESMAN Fromm says Fromm Elec 


tric physically checks every item on 


outside call 


“It means 100% 


reliab 


an 


lity.’ 





A Distributor Writes Penetratingly on... 


The Fallacies 


Of Credit 


By Samuel Kaplan 


Tucson Electric Supply Co. 
Tucson, Ariz. 


OO MANY of us who are en- 

gaged in the construction industry 

are laboring under the ancient 
concept that the contractor, the 
wholesale supplier and the manufac- 
turer are experts in the field of bank- 
ing. This is not so, as is evident from 
the large number of business failures 
in this industry. We conceal the bank- 
ing function under the title of credit, 
but we fool no one including our- 
selves. We are not bankers. 

Where long ago the merchant was 
the banker as well as the merchant, 
and charged an usurious rate of in- 
terest as the banker, and an enormous 
profit as the merchant, the two were 
combined as a measure of necessity 
and as insurance against loss. The 
banking function then was not as spe- 
cialized as it is in our time. Insurance 
as we know it was unknown, and 
every sale and the movement of the 
products involved were in each in- 
stance a gamble. Nevertheless, this 
method of operation fit so well into 
the less specialized economies of their 
time that it was successful. It was so 
successful that it gave rise to the class 
known as the merchant princes. In 
our day, however, we no longer have 
an enormous profit to work with. 
There is a wide difference between 
the ancient way of doing business and 
the modern way. The modern way re- 
quires intricate specialization. 

The merchant does well in his own 
specialty if and when he pays strict 
attention to merchandising with all 
the technical know-how that is re- 
quired in our time. The banking func- 
tion has become specialized in many 
directions, each requiring special 
skills. Likewise, the insurance func- 
tion, which has also arrived at mul- 
tiple specializations. 

How then can the merchant or the 
contractor or the manufacturer pre- 
sume himself to be an authority on 
specialties beyond his sphere of knowl- 
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edge and capabilities? They do this, 
and this is one of the major causes of 
the disasters that comes to them seem- 
ingly out of a clear sky. 

The reporting agencies list incom- 
petency as the chief cause of business 
failures. Have we as yet, asked for a 
clear definition of this term? There 
may be literature that goes into the 
mechanics of this term. If there is, it 
should be spelled out in simple lan- 
guage that the average merchant can 
understand. We know, of course, that 
bad credit decisions are involved in 
most of the failures, but we apparently 
do not yet know that the merchant 
who goes out of his field and becomes 
a banker as well as a merchant is ask- 
ing for trouble. 

We can say it is a custom to extend 
credit facilities to the customers of 
the merchant, and this is true, but it is 
true only to a limited degree. Cus- 
toms become outdated when the eco- 
nomic structure has changed. And 
the economic structure has changed. 
The simple methods of the past are no 
longer operative in our age of spe- 
cialization. 

In the construction industry, an- 
cient customs still prevail. Among 
small and medium contractors, the 
most important factor is the job. Very 
few take the trouble to find out 
whether the owner or the general con- 
tractor is credit worthy. Especially, 
is this so with regard to the finance 
operators. Many of these operate on a 
shoe-string and involve both the gen- 
eral contractor and the sub-contractor 
in a maze of gambles neither of them 
has the capacity or the know-how to 
handle. The sub-contractor becomes 
the banker for the general contractor, 
and the latter becomes the banker for 
the shoestring financial operator. The 
wholesale distributor also becomes in- 
volved, and in most cases becomes 
the banker for all the rest. In very 
short order he seeks help. He then 


involves the manufacturer and also 
the banker foolish enough to gamble 
with his depositor’s money. 

We all pay a heavy price when we 
assume the banking function. 

First: the shoe-string financier is 
unable to pay the general contractor. 
He in turn is unable to pay the sub- 
contractor. The sub-contractor is un- 
able to pay his supplier for his ma- 
terial costs, or to pay the journeymen 
their wages. 

Second: the supplier is unable to 
pay the manufacturer. He is also un- 
able to pay the banker. What the 
manufacturer and the banker do is 
beyond the scope of this piece of writ- 
ing but each in his turn pays the price 
for the assumption that he is expert in 
a field outside the scope of his opera- 
tions. It is not only the merchant, the 
contractor, the manufacturer and the 
banker who are involved in the conse- 
quences. Our total economy becomes 
involved, and this is one of the avenues 
that lead to economic depression. We 
have long maintained that the banker 
is not or should not be in the electrical 
supply business, and that we have no 
business in banking. If wholesale 
suppliers, contractors and manufac- 
turers generally would adopt this 
slogan, it would go far toward curing 
some of the major ills of the construc- 
tion industry. 

The construction industry, small, 
medium and large, would do well to 
come to the realization that their 
several functions require technical 
skills which do not include the skills 
of banking, and that indiscriminate 
granting of credit is as destructive to 
them and the industry, as is the pres- 
ent rage of cut-throat competition. 

We are all merchants, regardless, 
whether we are contractors, suppliers 
or manufacturers. Even the banker is 
a merchant, even though all he buys 
and sells is money and credit. 


“Shoemaker, stick to thy last.” 
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NUMBER of fallacies became 
rooted in business thinking not 
long after the industrial revolu- 

tion began. One of that a 

business cannot survive unless it con- 

tinues to expand. This is true only 
where financial juggling leads into 
the field of the get-rich-quick ideol- 
progress of 
production 

a secondary 

then is 

as quickly as 
business practice, 
expansion has a_ well-defined limit 

The limit is when the business grows 

to the point where expansion would 

surrender individual ownership 
control 

Debt is the inevitable result of the 
theory that debt is a prime mover in 
expansion and development. It isn't 

The prime mover is the intelligence, 

the ability and the know-how of the 

individual his it is that brings a 

business into being in the first place 

At least it should be 

There is, however 
under private capitalism, and it per- 
forms an important service for busi- 
ness. Many 
been started without internal capital 

They were started with outside funds 

loaned by 

the family 
the abilities of 

Debt is 
business where seasonal requirements 
are too great for the individual to 
carry. It is also sound when needed 
for improvements or additional equip- 
ment and these are occasions when 
expansion is a must for a growing 
business. But debt is a detriment when 
it is used to force growth or for specu- 
lation in commodities or for acquisi- 
tions of equipment that good business 
practice would not permit 

Debt brings with it a strain on the 
-arnings of a business through need- 


these is 


case the 
with 
and distribution becomes 
The 


fortune 


ogy. In such 


business concerned 
consideration objective 
to pile up a 


possible. In good 


and 


a place for debt 


successful businesses have 


someone outside 


confidence in 


family or 
who had 
the founder 
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also going 
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The Fallacies 


Of Debt 


“Debt and credit are 


two sides of the 


same coin, and the two need to be kept 


in balance in order 


that a business may 


function properly and be kept out of the 


morass of debt.” 


less interest charges. This is especially 
true when the proiit margin is too 
low to begin with. If we assume, as 
in wholesaling, that an order for 
$1,000 carries with it a gross profit 
of 10% and requires debt to handle, 
the result is something like the follow- 
ing: The carrying time is normally on 
a 10th prox The cost of the 
capital involved at 6% takes a toll 


us also as- 


basis 


from the gross profit. Let 
that it Is necessary to 
the capital at 6% to carry the ac- 
count to due The 
something like this: The 
material is assumed to be $900. The 
two interest 30-day 
basis amount to roughly $9. It fol- 
that the really $909. If 
we add the difference between the 
cash discount paid out and the cash 
discount received, the additional 
is $2. Therefore, the cost is now $911 
and the profit result is 8.9% instead 
of 10° The profit picture looks bet- 
ter without the cost of $4.50 paid out 
in interest on the borrowed money 

The transaction becomes a greater 
liability when, as often happens, the 
account becomes past due. The longer 
it takes to collect the $1,000 the 
more costly the transaction becomes 
I wonder how many of my fellow 
wholesalers take time out to figure 
this out when they make a sale. Ap- 
parently not many do this. They see 
only the 10% gross profit they think 
they are earning 

In addition, there is prevalent a 
theory that it is good business to 
finance accounts receivable with long 
dating. It isn’t. It is true that the 
granting of credit to worthy custom- 
ers is a normal function of business, 
but business should not assume the 
banking function even on the basis 
that they should charge interest on 
past due accounts. This is a trap that 
leads into debt, and the average busi- 
nessman has no business operating on 


sume borrow 


date figures are 


cost of the 
charges on a 


lows cost is 


cost 


a basis of debt, especially on a low 
They 
merger or in the 


court or 


eventually wind up 


bank- 


in liquidation. There 


profit basis 
either in a 
ruptcy 
is no future in either course 

When customers pay when due or 
take advantage of the cash discount 


due date 


debt to 


in anticipation of 
no need for 
counts receivable 

Another road that leads to debt is 
the propensity for businessmen to in- 
dulge in outside investment. | am not 
including stock market 
this although too many 
know better indulge in this pastime 
Outside investment siphons off capital 
that should be in a reserve for the 
many contingencies that often 
in the conduct of a business 
capital should be 
anchor to windward” to 


rm lis 
gambling ir 
] 


? 
] 
I 


who shouk 


arise 
This 
considered as “an 
make debt 
unnecessary. 

Too many businessmen operate on 
the basis that their business provides 
a scoop shov el and ask of the business 
a standard of income that, at least in 
the beginning, it 
This also is a highway to debt 
businessman that knows the 
this road will keep away from it. It is 
an avenue that often leads to quick 
failure and victimizes other incautious 
businessmen who do not take the 
trouble to find out what they are 
getting into before they extend credit 

Debt and credit are two sides of the 
same coin, and the two need to be 
kept in balance in order that a busi- 
ness may function properly and be 
kept out of the morass of debt. There 
is no glory and too little profit for 
the businessman in debt 

In the nearly 40 years I have been 
in electrical wholesale distribution, I 
have seen many examples of poor 
debt management. In the 1930s, 
many electrical wholesalers were on 
the ragged edge of bankruptcy be 


cannot produce 


The 
way ofl 


Continued on page 98 
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Turning An Old Building Into 


That's what Franklin Electric's manage- 


ment did in Atlantic City recently in an 
effort to give better customer service. 
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OFFICIALS sit in their new office above. Left and right 
are Bill and Elmer Lowenstein. Below, commercial 
lighting “sales room” is used to show prospects lighting 


A Showplace 


HAT used to be an old vacant building is now a 

modernistic showplace iu Atlantic City, N. J 

The showplace is Franklin Electric Co.’s new 
location, consisting of 12,000 sq ft of floor space. Of this 
area, 7,500 sq ft is devoted to warehouse and to shipping, 
receiving, order assembly and office space; 2,500 sq ft to 
the showroom, and 7,500 sq ft each for two other levels 
in the multi-story building. 

One of the outstanding features of the operation is the 
lighting showroom. All fixtures are displayed in as natural 
settings as possible. Outdoor lighting is shown in a sim- 
ulated garden area; dining and living room units are 
placed above furniture; bathroom fixtures are shown 
above vanities 

“This gives the potential customer an actual idea of 
just how the various fixtures will look in his home,” 
President Elmer Lowenstein says. “It also gives him an 
idea of just how much illumination he will get. This is 
an important point of sale, and it not only gives us a 
beautiful showroom, but also helps to sell up residential 
lighting.” 

e Self-Service—Another feature at the new location is 
the self-service area. This is directly in front of the 
counter. Various types of wiring and construction supplies 
and tools are available here on flexible shelving. One 
unit of every item available is displayed at the location 
of both broken and unbroken boxes of the materials 

“Our main efforts are in attempting to provide as much 
service to the customer as possible,” Lowenstein says 
“We are able to provide this now with good results.” 
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BATHROOM fixtures are shown in realistic settings 
Units for each residential area are grouped together. 
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Gross Electric Co., Toledo, 
Ohio, has a manual 
perpetual inventory system 
that gets up to eight 
postings per minute, has 
increased turnover, service, 
sales and net profit for 
the firm's lighting 

fixture department 


VISIBLE-record inventory sys- 

tem has more than doubled 

turnover in the lighting fixture 
department of Gross Electric Co., To- 
ledo, Ohio. 

The new system — by integrating 
record keeping and buying functions 
—has increased the annual turnover 
rate of four to a rate of eight to 
twelve on most fast-moving items. 
Says President Richard J. Gross, “this 
has meant reduced capital investment, 
higher net profit and increased busi- 
ness.” 

e Prior System — ‘We went from 
practically no system to one central 
control system,” says Gross. Previ- 
ously, Gross Electric used the pur- 
chase history card for each item. 
“Each card contained a record of 
what was purchased, and each month 
we took a separate inventory for a 
whole line in order to replenish the 
stock in that line. There was a man in 
the warehouse who was constantly 
taking physical inventory.” 

e Cost Prohibitive?—Gross says that 
in order to make a profit and increase 
sales you must follow a basic axiom: 
“you have to have the right merchan- 
dise in the right quantity at the right 
time.” 
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Automation 


The biggest problem in the lighting 
fixture market is obsolescence. “In 
this market, you can’t really go by 
trends,” says Gross. “You have to feel 
your way to keep up with the current 
market. But you can do a lot better 
job of it if you have good paperwork 
control being fed to one central con- 
trol. 

“A perpetual inventory system was 
what we needed,” says Gross. “At 
first we thought that it might be pro- 
hibitive because of the cost involved 
in hiring extra help and maintaining 
the system itself. But we realized that 
when you don’t have a good system 
you can be hit with four problems: 

1. You can run out of your good 
sellers because you can’t keep suffi- 
cient watch on the turnover rate; 

2. You can wind up with a lot of 
back-orders; 

3. You can be stuck with obsoles- 
cent material; 

4. You can’t do a good job in re- 

ordering equipment. 
e Search For System—After looking 
for a perpetual inventory system that 
would fit their operation, and after 
seeking expert advice in the field, 
Gross Electric finally installed a VISI- 
record inventory control section. It 
includes a rolling posting table and 
three tray units (tub files). These are 
arranged as a double pedestal desk 
with two trays at the left and one at 
the right—all at desk level (see illus- 
tration atop page 55). 

One of the tub files houses records 
for some 3,500 commercial, indus- 
trial and residential fixtures. The 
other two trays contain records for 
other apparatus and supplies which 
are in the process of being converted 


to the new system. The posting table 
moves along and between the trays 
so that the surface remains in consis- 
tent positional relationship to the rec- 
ords and the operator. 
e Installed Last Year—tThe lighting 
fixture control system has been in op 
eration for a year. Each of the 3,500 
items is represented in the file by two 
green stock balance tally 
card and, directly behind it, a pink 
purchase card which is the purchase 
order record and the sales summary 
card combined (Gross calls the latter 
“the buy card”). 
e Card Data—tThese cards are filed 
alphabetically by manufacturers 
names and then by part number. 

Each card measures 5'%2 x 8 in 
The stock balance tally card has room 
for 260 entries—130 on each side. It 
is designed to last several months and 
is, in reality, the work sheet with 
which the company arrives at the vital 
information for the buy card. 

The buy card is the purchase order 
record and monthly sales summary 
and is designed to last four or five 


cards —a 


years. 

In the visible top right hand mar- 
gin on the cards, always exposed 
when the card is in file position, is 
the name of the supplier and the num- 
ber of the product (see page 56, 57) 
Also at the top of the cards, quickly 
visible once the card has been pulled, 
is some cost and price information 
and other necessary information on 
replenishment time, minimum eco- 
nomical buy quantities and the all- 
important minimum point and review 
point. 

e Minimum and Review—Minimum 
point on a card means the safety 
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a control system (above) to expand turnover, sales and net profit. Gross Electric calls it .. . 


Without Machines 


stock or cushion that the buyer should the steps of writing amount sold and review point. When it does 

not go below on his shelves. Review a reference number pens 50 to 100 times a day 

point is the tentative re-order point Gross Electric sells some 1,000 the pink buy card and 

According to Gross, if you want a items a day and sends out 6,000 on hand balance at 

six-time turnover, you must have two 4-5-line invoices per month. With the — stock status on han 

months’ supply average balance all simplified posting system the control card to the buyer 

through the year by running your in and posting clerk has been doing up in supplier order 

ventory between a low of one month to eight and ten postings a minute in reviewing 

a high of three months and an average The clerk posts alternate months e Buying Prerequisites 

of two months with two different colors of ink. At to Larry Cook, purchasing agent f< 
For example: rate ile the first posting of each new month Gross Electric, the buyer has to know 

takes one month to get item. You’ she quickly and easily determines (1) how much is on hand; (2) how 

should have a month’s supply. Safety sales for the previous month—open much is on order; (3) what the 

stock is therefore 40; review point is ing balance, plus receipts and returns’ time is (how long it'll 

40 40 (80) (which she has posted as they occur (4) rate of sales and cu 

e How It Works — Gross says all in red), minus the closing balance (5) seasonal needs; (6) what 

sales transactions are channeled This monthly sales figure is posted is worth 

through the inventory control section in the proper spot on the buy card as Cook says that 

Most sales are for several items a basis for re-order review can tell all this by 

The clerk posts the date and new’ e Posting Procedure As the clerk He can see number on 

balance to the stock balance tally posts, she is constantly on the alert der, replenishment time 


card. This simplified posting bypasses for a balance which falls beneath the rate of sales and trends 
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measures 512 x 8-in. There are 3,500 of these in 
one “tub” representing 3,500 lighting fixture 
items. It is green in color and is filed alphabetically 
by manufacturers’ names and then by part num- 
ber. The stock balance tally card has room for 260 
entries—130 on each side. In 
right-hand margin on the card, always exposed 


the visible top 


when the card is in file position, is the name of 
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the supplier and the number of the product. This 
card is designed to last for several months and is, 
in reality, a worksheet with which the company 
arrives at the vital information for the buy card. 

On this card the clerk posts the date and new 
balance. This simplified posting by-passes the steps 
of writing amount sold and a reference number. 
Alternate months are posted with two different 


colors of ink. At the first posting of each month 
(see circled figures on card) the operator de- 
termines sales for previous month by: opening 
balance, plus receipts and returns (posted in red 
as they occur) minus the closing balance. 


Automation Without Machines (con?.) 





tion of any seasonal sales variation 
and the number of times the item has 
been in back order status during the 
past year. With all this information, 
the buyer is able to make a sharp 
decision on whether or not to buy. 

When he decides to buy, he passes 
the card to his assistant who is re- 
sponsible for accumulating orders for 
individual manufacturers. The assist- 
ant jots down the date, purchase or- 
der number and quantity on the “buy 
card.” 

The card goes back to the inventory 
control clerk who attaches a red sig- 
nal to the stock balance tally card to 
indicate that an order has been placed 


STEP THREE: When charge comes to control 
plus new balances to tally cards corresponding with items on charge. As she does this, 
she looks for balances falling below review points. When this happens 
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for replenishment of stock. This keeps 
the operator from being concerned if 
she again notes a balance below the 
review point, and also alerts her to 
pay special attention that the stock 
not fall below the minimum 
point, in which case she notifies the 
buyer to expedite shipment from the 
supplier. 

e Short in Stock—In those now ex- 
ceptional cases when there are not 
enough items in stock to fill an order, 
a blank card is filled out with order 
number, customer name, quantity and 
part number, and this is filed in front 
of the stock tally card to alert the 
clerk when receivals come in, to re- 


does 


operator Veda Francis posts dates 


lease the items for shipment. Thus, 
back-orders are by- 
product of posting receipts. 

e Prior System Defects The new 
inventory control system replaces the 
usual! count-of-stock that had two dis- 
advantages: 

1. Reserve stocks had to be pegged 
at high levels to avoid excessive out of 
stocks. This adversely affected turn- 
over and net profit. 

2. To partially compensate for too- 

heavy reserve stocks, there 
tendency to reduce order quantities 
which led to too-frequent re-ordering 
and high costs in order writing, trans- 
portation, receiving and material han- 
dling costs. 
e No Time for Buyer—Prior to the 
installation of the new system, Larry 
Cook, Gross’ buyer, says that he had 
to take a physical inventory of stock 
every time a manufacturer’s salesman 
called on him. Then he had to order 
without essential facts at his finger- 
tips 

“Now,” says Cook, “I have time to 
do more work on merchandising and 
working with sales people. I have time 
to make more personal sales and | 
can also keep a sharp eye on the field 
With this system I work with one per 
son only. This eliminates the errors 
that might spring out of a group of 
two or three people working together 

“When a manufacturer’s represen 
tative walks in,” says Cook, “I only 
want to know if there’s been a change 
in policy, a new product. I don’t have 
to do any more stock re-hashes with 
them because we have the informa 
tion right in front of us for him.” 


released as a 


was a 
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SPECIFICATION 


BUY CARD has same physical dimensions as the 
stock balance tally card, but lies directly behind 
the tally card. While the tally card is never to 
: | leave the file, the buy card often is taken out for 
298 ‘eet “is rare the buyer to review. The operator of the control 
S/F, OFM-13 72 LYS _F-/2! system can tell if any of the buy cards are out by 
+f looking through the small round aperture at the 
top right hand corner of the tally card. The buy 
card is pink. Also in the top right hand corner— 
but on both cards—is information on supplier, 
cost, price, review point and minimum point. This 
| card is actually the purchase order record and 
monthly sales summary for the firm 
The buy card is designed to last for four to 
five years. The monthly sales figure, determined 
from the tally card, is posted on the buy card as 
a basis for re-order and review by the buyer. With 
a quick glance, the buyer can tell how much is on 
hand, on order, how long it takes to get it, rate 
of sales and current trends. When he decides to 
order, the control section operator jots down pur- 
chase order date and quantity ordered 


e Liquidation—The new system has profit was very favorable, says Gross tered on the stock balance tally card 
accomplished a reduction in stock Cook also reports that buying time as a simple by-product of posting 
cuts and back orders and the use of has been cut in half. The posting sales. Gross Electric will then be abl 
the item rate of sale and sales trend clerk reports speeds of eight to ten to post and cost sales quicker than it 
data developed by the new method postings a minute, and this speed has took to perform the costing functior 
has enabled Cook to liquidate hun- enabled Gross to pre-post sales (before ¢ Last Word — Summing up, Gross 
dreds of items of slow-moving mer- orders are given to the warehouse’ says that “while we have not fully 
chandise and place many of them in for filling and shipping) without af- developed our techniques for exploit 
the non-stock category fecting delivery service. Pre-posting ing all the possibilities of the system 

On one line, Gross Electric, for ex- has also proved to be advantageous _ it has significantly improved turnover 
ample, showed a sales increase of ffor efficient and timely substitution customer service (fewer back orders 
over 10% over the previous year, and back-order control better merchandise availability know] 
coincidental with a reduction of about e Coming Up—lIn the near future, edge); sales; use of buyer's time and 
50% in the number of items stocked the same system will be used to cost net profit (through a more effective 

a 


in that line. The effect on the net’ the sales orders from cost data en use of working capital) 








a ola ae andes a ’ 
STEP FOUR: She pulls pink “buy” card STEP FIVE: Charge is then sent down to 
and jots down on-hand balance and passes ‘ warehouse by tube (left) where order is 
card on to buyer Lawrence Cook (above), oe" filled by W lexander (above). New 
who decides whether or not to re-order— : visible record system has accomplished 
based on the information obtainable from ; a substantial reduction in stock 
the buy card (Jilustration atop page). troublesome back orders 


July, 1961—ELECTRICAL WHOLESALING 





THE SALESMAN’S TECHNICAL NOTES 


No. 89 





MOTION OF 
i CONDUCTOR 
MAGNETIC FIELD 


NE F FOR 
(us ie ce) CONDUCTOR 


Thumb ind’ carves 
protionr of lorl- 
Aucror 
Foretinger sn- 
aeates’ Arec- 


tion otf Fre/a —_——_—_——_— 





VOLTMETER 
vd 





PERMANENT 
— MAGNET 


| 
| RIGHT- HAND 
| RULE | 


Mi dd le tirnger 
points in Airechion 
‘of induced vo/fage 
1) conducror 


ELECTROMAGNETIC INDUCTION, Fundamental principle oF 





the gerneraror, vray be demonstrated as showr. /4 conducror 1s moved 


“ap or down perpendicu/ar +o the P7AGIOFIC 41e/a. 


sernsstive Ac yvolr- 


meter will show ;nduced porentia/ across ends of conduacror as 7 


cuts ines of force 


Right hard, with f4ingers extended ar righ? 


angles, attords mearzs of Aerermining Arrection of Sines of rorce, 
jnaduced ernmt or conductor movement wher #wo ot rhe Y4ree are 





Merer will indicarve jero 
voltage with) condacror 
ar resr 17? pragreric 
4710/2. 











Movirg conducror “Ap 

thrOuUgGA f117eS OF Force 
Produces merer read. 
(7719 177 O17 A+ recr1o77. 








Reversing adrecrion of 
Conductor rrovemers?e 

reverses srerer srdar- 

Caxvriore. 











Ysing a stronger magrer 
Or /1CTCASIIIG Conductor 
Speed s10re¢ases agri - 
tude of induced rolfage. 

















MAGNETOMOTIVE FORCE 


|or a Coll 4s preasureda yr 
| ampere-7urrs : 


AMPERE-TURNS = AMPERES X TURNS 


“+ 
ry 
WOO 


Magnetomotive force 77 @ magneric cir 
curt produces 4ines of Force, JUST as 
electromotive force (77 art e/ectric 


/ AMP THRU / TURN 
= / AMPERE -7TURN 


4 AMP JHRU 2 TURNS 
= 2 AMPERE-FJURNS 


JO AMPS THRU 3 TURNS 
= JO AMPERE - TURNS 








crreas? produces Currerie 





ELECTRICAL WHOLESALING—July, 1961 





Pinpoints the Information You Need on... 





Magnetism — III 


By J. F. McPartland 
And W. J. Novak 


HE ABILITY of an electromag- 
netic coil to produce magnetic lines 
of force, or magnetic flux, is mea- 
sured in terms of magnetomotive 
force, which is abbreviated MMF. 

In the magnetic circuit, magneto- 
motive force can be considered to be 
the pressure which produces the 
magnetic lines of force through the 
reluctance of the magnetic path. 
MMF is similar to EMF, or voltage, 
which produces current flow through 
the resistance of an circuit. 

The MMF of any coil depends 
upon the current flowing through the 
and the number of turns in the 
As either or both of these in- 
creases, the magnetomotive force of 
the coil increases and more flux will 
be produced through the given mag- 
netic circuit. The product of the cur- 
rent through the coil and the number 
of turns in the coil is referred to as 
the ampere-turns of the coil and is 
taken as a measure of MMF. 

From the foregoing, it is clear that 
the strength of the magnetic field 
produced by an electromagnetic coil 
through a given magnetic path de- 
pends upon the ampere-turns of 
MMF just as electric current through 
a given circuit depends 
upon the voltage pushing it. But, just 
as current through a circuit can be in- 
creased by reducing the 
so the flux produced by an electro- 
magnetic coil can be increased by re- 
ducing the reluctance of the path 
taken by the flux. Inserting a bar of 
soft iron in a current-carrying coil of 
wire, for instance, produces a great 
reduction in the reluctance of the 
magnetic path. Magnetic flux finds it 
much easier to exist in magnetic ma- 
terials than in air or other non-mag- 
netic materials. As a result, a 
tremendous increase in flux density 
is produced when the iron bar re- 
places air as the core of the coil. 

Electromagnets, consisting of coils 
with iron cores, find extensive practi- 
cal applications in a wide range of 
electrical devices and machines, in 
addition to direct use as lifting mag- 
nets. 

An_ important 


electric 


coil 


coil. 


resistance 


resistance, 


characteristic of 
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electromagnetic flux in magnetic core 

When the flux 
around an iron 
with in 
contains 
But a 


increase 


materials is saturation 
produced by a 
continues to 
crease in current, the 
more and more lines of force 
point is reached at which 
in current through the coil—i.e., in- 
crease in MMF—no longer produces 
an increase in lines of magnetic flux. 
At that point, the core is said to be 
saturated. Different magnetic ma- 
terials have different points of satu- 
ration, for given cross-section area of 
with their dif- 


coil 
core increase 


core 


cores, in accordance 
fering permeabilities 

Further evidence of the relation 
between electric current 
netic flux is obtained by an experi- 
ment which that an electro- 
motive force (a voltage) can be pro- 
duced in a conductor by moving the 
conductor through a magnetic field 
in such a that the conductor 
cuts the force. This is the 
phenomenon of electromagnetic in 
Faraday in 


and since incorporated as the 


and 


mag- 


shows 


Way 
lines of 
duction, discovered by 
1831 
basic operating principle of such im- 
portant gen- 
erator and the transformer. 

The basic experiment on induction 
an accompanying sketch 


e 58) and proceeds 


devices as the electric 


is shown in 
(Séeé diagram on pag 
as follows 

A conductor, with a voltmeter con- 
nected across its ends, is moved 
through the magnetic field 
the poles of a horseshoe magnet in 
such a way that the conductor is per- 
pendicular to the lines of force and 
cuts through them. The voltmeter 
will indicate that a voltage of a def- 
inite polarity is produced between 
the ends of the conductor during the 
time it is cutting through the flux 
As soon as the motion of the 
ductor the voltage drops to 
zero. Then if the conductor is moved 
through the flux in the opposite di- 
rection, a voltage is again produced, 
but it has polarity opposite to that 
produced in the first case. Another 
way of demonstrating the same ef- 
fect is to fix the position of the con- 
ductor and move the magnet so that 
the flux between its poles cuts the 
fixed conductor. Again, the voltme- 
ter will indicate that a voltage has 
been produced. And again, voltage 
of opposite polarity can be produced 
by moving the magnet so that the 


between 


con- 


stops, 


flux cuts the conductor 
posite direction 

Ihe production of a voltage by 
relative motion between a 
carrying conductor and a magnetic 
field is called electromagnetic induc- 
tion. The 
conductor Is 
voltage. If 
connected to a closed circuit, a cur 
rent will flow, and such current is 
said to be induced current. 

Ihe most important application of 
relative motion between conductor 
and magnetic field is made in 
tric generators. In a dc 
fixed electromagnets are arranged in 
a cylindrical housing to set up the 
magnetic field and a very many con- 
ductors in the form of 
tated on a within the 
field in such a that 
ductors are continually cutting 
through the flux. As 
sult, voltage is produced in ea 


and since the 


current 


produced in the 
to be an induced 


induced voltage is 


voltage 
said 


this 


elec 


generator, 


a coil are ro- 
core magnetic 
way these con- 
magnetic 
the conductors, con- 
ductors are all in 
the induced 
to produce the output 
generator. 

The same principle is 
generators, although it is common 
find the coil of conductors 
the electromagnets 
field cuts the conductors 

The value of EMF produced 
moving a conductor through a 
netic field can be by add- 
ing more conductors (such as winding 
a long conductor into a coil so that 
each turn of the coil has a voltage 


series in the coil, 


add 


voltage of the 


voltages together 


used in 


fixed 


rotated so 


increased 


in it and the voltages of the 
added to other to 
higher voltage). Another 
way to increase induced voltage is to 


which the 


induced 
turns are each 


provide a 


increase the speed at 
conductors cut through the magnetic 
flux done by increasing 
the speed of rotation of the 
which wound 


Still 


This can be 
core on 
the conductors are 
another way to 
induced voltage is to 
amount of flux so that for a gi 

speed of the moving conductors more 
lines of force are cut in a specified 
unit of time. Increasing the amount 
of flux means, of course, an 
in the flux density or the 
square inch cut by 


increase 


increase 


increase 
lines per 


the conductors 
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HOME-STUDY ELECTRICAL COURSE 


sponsored by 


ELECTRICAL WHOLESALING Magazine 


Certificate of Achievement to 


Joka Doe 


for having demonstrated a proficiency in electrical 


as evidenced by successful completion of a rigorous examination 


in electrical theory, products and design of insta 


WIN this certificate, lettered with your name and suitable for framing, by successfully completing this 


20-Hour Electrical Course Test 


These 40 questions represent the final examination for EW's 20-Hour Electrical 


Course. The instructions for taking the test are detailed below. Designed as an 


“open-book'’ examination—that is, one in which textbooks may be referred to— 


it will thoroughly test your knowledge of electrical technology. Good Luck! 


aspects of EW’s revised 20-Hour Electrical Course 
(March, ’61, p. 66). The grounc rules for taking 
it are as follows: 


H ERE is the examination that completes the formal 


1. Answer each of the following questions or com- 
plete the statement by selecting the correct phrase. In 
no case is an answer longer than two to three sentences 
expected. Most questions can be answered in a few 
words. They will be marked solely on their technical 
content—not on grammar or writing style. 

2. The three textbooks* on which the course is 
based may be referred to freely while taking the 
examination. 

3. All answers should be written or typed on a 
sheet or several sheets of paper (any kind will do) 
identifying your answers by numbers corresponding 
to the numbers of the questions. Do not write your 
name or address on any of your answer sheets. Instead, 
write your name and address on a separate covering 
sheet and attach it to the others. This is necessary to 
facilitate our very objective method of grading the an- 
swers. Important: do not write on and return pages 


*“Elementary Applied Electricity,” “Electrical Equipment 
Manual” (2nd Ed.) “Electrical Systems Design” (2nd Ed.) 


60 


60 and 61 from this issue; return only your own an- 
swer sheets. 

4. Each of the 40 questions is worth 2.5 points. A 
score of 75 or better (in other words, no more than 
10 wrong answers) represents a passing grade. Notifica- 
tion of a passing grade will be by receipt of course 
certificate; otherwise, there will be no notification. 

5. Address answer sheets to Electrical Course Edi- 
tor, ELECTRICAL WHOLESALING, 330 W. 42nd St., 
New York 36, N.Y. To facilitate our grading of the 
test, please return your completed tests as soon as 
possible. This will speed up appraisal of your knowl- 
edge and receipt of achievement certificates. 

The offering of this course was made in the belief 
that acquiring a well-rounded understanding of elec- 
trical technology is a distinct asset and demands a 
planned appproach. The kind of knowledge that will 
make a salesman valuable to his customers can only 
come from a formal effort at learning. And outside of 
the industry’s own training programs, self-instruction 
is the only way in which a salesman can initiate and 
carry forward his own technical development. The 20- 
Hour Electrical Course, as created by ELECTRICAI 
WHOLESALING, is aimed at building a basic frame- 
work of electrical understanding with the minimum 
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possible time and money investment on the part of 
the salesman. 

[his opportunity is yours for the taking. Here, then, 
is the official 20-Hour Electrical Course examination 


SECTION I—THEORY 


A voltmeter must always be connected (in series, 
in parallel) with the load across which the volt- 
age is to be measured. An ammeter must always 
be connected (in series, in parallel) with the load 
through which current is to be measured. (Select 
the phrases which correctly complete these sen- 
tences.) 

State Ohm’s Law in three different ways. 

A 220-volt motor is drawing 2.75 amps. What 
is the apparent resistance of the motor? 

In a two-wire 120-volt circuit supplying three 
series loads rated 6 ohms, 4 ohms and 2 ohms, 
what is the value of current flow? 

If a current of 12 amps flows through a load 
which has a resistance of 20 ohms, what is the 
voltage across the load? 

If a two-wire 120 volt circuit supplies three load 
resistances in parallel rated 30 ohms each, what 
is the current through each load resistance and 
what is the total current of the circuit? 

What is the effective total resistance of three load 
resistances rated 4 ohms, 8 ohms, and 24 ohms 
and connected in parallel? 

A lamp connected on a 115-volt, two-wire circuit 
draws a current of 0.87 amp. What is its rating 
in watts? 

An electric iron has a resistance of 50 ohms. At 
110-volts, what power in watts does it consume? 
A 25-watt incandescent lamp is burned for 2,000 
hours. How many kilowatt-hours of energy were 
consumed? At 3 cents per kilowatt-hour, what 
was the cost of the energy used? 

A two-wire circuit runs from a circuit breaker in 
a panelboard to feed ten 100-watt, 120-volt in 
candescent lamps connected in parallel in a school 
interior. Each of the two circuit conductors has a 
resistance of 0.5 ohms from the CB to the first 
lamp outlet connected on the circuit. If the circuit 
voltage is 120 at the panelboard, what is the volt- 
age drop in the circuit up to the first outlet and 
what is the voltage at that outlet? What is the 
power dissipated in the line conductors? 

In an alternating-current circuit what is the total 
impedance of a series load which contains re- 
sistance of 10 ohms, inductive reactance of 20 
ohms and capacitive reactance of 15 ohms? 

A 110-volt ac circuit supplies a series load of 10 
ohms resistance, 9 ohms inductive reactance and 
6 ohms capacitive reactance. What is the value 
of current flow? 


The apparent power of an ac circuit is 600 watts. 
If the power factor is 0.92, what is the true 


power? 
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SECTION IL—EQUIPMENT 


Name six types of incandescent lamps and des- 
ignate application of each in a few words. 
Name three types of fluorescent lamps and in- 
dicate the differences among them. 

In the Code designation of fluorescent lamps (e.g. 
96T12), what does the number following the 1 
designate? 

State two ways in which stroboscopic effect on 
fluorescent lamps can be reduced 

What is a “universal motor’? (Briefly) 

From what does the capacitor motor get its 
name? 

Name the two types of 3-phase induction motor 
How do they differ? 

What type of ac motor is sometimes used for cor- 
recting low power factor in an electrical system? 
What are the allowable current-carrying capaci 
ties of the following types of conductors (based 
on the National Electrical Code tables for not 
more than three conductors in a raceway )—8, 
type TW; +2/0, type RHW; +2, type AVA; and 
500 MCM, type R? 

What is type UF cable? Type NMC? Type SE? 
Describe two functions of electrical raceway. 
How many No. 4 AWG type RHW conductors 
may be used in a 3-inch conduit for new con- 
struction? 

Where may EMT be used for wiring of circuits 
over 600 volts? 

How do you determine the number of conductors 
permitted in flexible metal conduit? 

Under what circumstances does the NE Code 
prohibit use of underfloor raceways? 

What is low-impedance type busway used for? 
What is a split-bus panelboard and what is it used 
for? 

How does a mechanically-held contactor differ 
from a magnetically-held contactor? 

Describe the construction and the function of 
grounding type receptacles. 

What are the four basic systems from which mod- 
ern branch circuits are derived? 

What are NE Code limitations on use of branch 
circuits with two or more outlets? 

Under what conditions must a panelboard be 
equipped with overcurrent protection of its mains? 


‘TION HI—SYSTEMS 


Branch-circuit conductors serving only one motor 
must have a current-carrying capacity of not less 
than % of the full-load current rating of 
the motor. 

What is the basic approach in sizing feeder con 
ductors? (In two or three sentences) 

What are the two types of grounding used in 
modern electrical systems? Describe the purpose 
of each 

List four methods of providing an emergen 

ply of electric energy in buildings 





An electronics distributor cautions electrical distributors: 


It May Be Too Late To Get 


Into Industrial Electronics 


An Interview with Seymour Meyer 


by The Editors of Electrical Wholesaling 
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HEADQUARTERS of Milo Electronics Corp., is in 
heart of downtown N.Y. Building is 40,000 sq ft 


SEMICONDUCTOR stock in this aisle (only par- 
tially shown) represents an investment of $500,000 





HE STORY a few years ago for electrical whole 

salers thinking about getting into the industrial elec- 

tronics market was “either fish or cut bait.” Now, the 
question arises, “have electrical wholesalers missed the 
boat on getting into this big money market?” 

Speaking from the viewpoint of an industrial electron- 
ics distributor serving primarily OEM accounts, Seymour 
Meyer, secretary-treasurer of Milo Electronics Corp., 
New York, N.Y., says that he wouldn't advise the elec- 
trical distributor to get into the industrial OEM electron- 
ics market. Meyer enumerates the following obstacles 
that the electrical wholesaler would have to face: 

(1) it takes $500,000 to $1 million investment in in- 
ventory as a minimum start in the field; 

(2) electronics manufacturers are not looking for more 
distributors—they are seeking limited distribution. It 
could be quite a task for the electrical distributor to get 
enough of the all-important top lines; 

(3) OEM electronics buyers require distributors to 
stock parts wide and deep for fast service; 

(4) industrial electronics distributors serving the big 


OEM market today are not fledglings feeling their way 
around in an unstable market. They work in close co- 
operation with electronics manufacturers; are setting up 


p 
branches all over the nation and use modern methods 

According to Meyer, there are 10 or 12 large industrial 
electronics distributors serving the industrial OEM mar- 
ket. These companies, with their sales offices, are suffi- 
cient, he says, to serve the OEM market. They are filling 
the need that the small electronics distributors have not 
been able to meet because of the lack of capital and 
cause they were serving two masters 
and the industrial. 


be 


the dealer market 


Ihe large industrial electronics distributors h 
able to expand their lines, their items in the 


their services because they have been following the 1 


if 


ave been 


lines 


of “going public” to put more capital behind their 
auions 

‘Even the electronics distributor serving the 
market,” says Meyer, “has been excluded from the i 
trial OEM market by the newly formed and str 
t 


of the electronic manufacturers.” 




















SALES OFFICE has 17 highly trained inside salesmen now, but Milo 
has plans for expanding its force 


PERPETUAL INVENTORY set-up is important for 
keeping track of thousands of items Milo has in stock 
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Turn page for detailed interview 
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SHIPPING DEPT. uses a truck for 
but depends mainly on United Parcel 
parcel post. Many cross-country cd 
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‘Going Public 


Too Late? (cont.) 





All About Milo .. . 


Q. Mr. Meyer, how long has Milo been an industrial 


A 


electronics distributor? 

As an electronic distributor, we have been 100% in- 
dustrial for the past 10 years. We have been in the 
electronics business for 15 years, but the first five 
were devoted to the ham, radio-TV, hi-fi and service- 
man markets and industrial market. As the picture 
enlarged for us and management saw the tremen- 
dous potential in the industrial field, we realized that 
being a hybrid does not pay. 

You cannot service both the industrial and service 
markets unless you want to split your efforts and 
maintain two separate companies and two separate 
inventories. 

Geographically, how big is your sales territory? 

A very interesting question. Normally, we service a 
300-mile radius around New York City. But, at the 
beginning of this year, we started to open up sales 
offices throughout the United States. 

Right now we have five self-sufficient sales offices. 
They are located in Los Angeles, North Miami Beach, 
Newtown (Conn.), Boston and a new one in Detroit. 
Are they stocking sales offices? 

No, they are strictly sales offices that pay for them- 
selves. The warehousing and shipping is done from the 
main office in New York where we have our 40,000- 
sq ft warehouse. 

What type of sales personnel run these offices? 

The dozen men in our sales offices are our full-time 
representatives working on a commission basis (at 
the home office Milo presently employs a total of 65 
people). If an industrial wants to place an order with 
us out on the West Coast, our representative tells the 
account that everything is going to be shipped from 
New York. We get the material very quickly to the 
industrial by means of air freight, promising 48-hour 
service. Electronic materials are light and extremely 
adaptable to air freight shipping. There are, of course, 
large electronic parts that are not geared for air de- 
livery and will take a week to deliver to the West 
Coast. 

In the New York area, Milo uses a truck for de- 
livery but depends mainly on United Parcel Service 
and parcel post. 

Roughly, how many large industrial electronic parts 
distributors, like Milo, are there? 

I believe not more than two handfuls—10 or 12—in 
the entire country. 

Do you feel that this number with their sales offices 
and warehousing facilities will be sufficient to serve 
the growing needs of the electronics market? 

Yes, definitely. 

What type of markets do you serve within the indus- 
trial electronic field? 

Research and development labs of universities and 
industry are a tremendous field for us, as are broad- 
casting companies. Five to 10% of our business is 
providing materials for plant equipment within an 
OEM account that we regularly serve. For example, 
all tube manufacturers have a big need for plant 
maintenance. The buyers in these plants purchase 
electronic parts for labs as well as materials for 


Is Typical of the Large 


maintenance. 

Is there a cut-off point on the order size that an elec- 
tronic distributor is permitted to handle? 

There is a cut-off point on nearly every line we han- 
dle, that is, a point up to which the industrial dis- 
tributor can offer the same price as the manufacturer 
—or better. Distributors should fill all orders up to 
this point. After that you get into large production 
quantities that should go to the manufacturer. These 
quantities vary with each line and with each type of 
part, but as we progress in the field and we are able 


“The 10 or 12 large industrial electronics distributors that 
we have now are enough to serve the growing market.” 


to stock more and give faster service, these quantities 
increase. For example, we used to be protected to 99 
in semiconductor units. Now we are protected up to 
999. In some lines, the quantity break that we can 
handle hits 4,999. 

Having sales offices in various parts of the country 
and warehouse in New York—does this subtract from 
the efficiency of your operation? 

No. We can testify to this by the simple fact that or- 
ders placed through sales offices are completed 
quickly and reorders are being placed by these com- 
panies. 

You have run advertisements in national trade maga- 
zines. Isn’t this a pretty big factor in bringing in busi- 
ness from far-off places? 

I don’t question the fact that advertising is good and 
that it helps us. We have had many out-of-state re- 
sponses to our ads—even before we instituted the 
sales offices. But to be consistently on top of accounts, 
you have to have sales offices for servicing. Now, ad- 
vertising is done through these sales offices. Sales 
office representatives call on buyers. They check to 
see if orders are being filled correctly; they make sure 
service is top-notch and they assist the account with 
any problems it might have. 

Another reason that Milo set up its sales offices (and 
this goes for the other large industrial electronics dis- 
tributors) is because a lot of areas in this country have 
only the small type electronics distributor who has no 
real chance to grow because of the limited industrial 
volume in his locale. But it is sufficient volume for the 
large industrial with sales offices. The small electronic 
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Industrial Electronics Distributors’ 


distributor can’t stock sufficiently and hasn’t got the 
financial power to do the job that’s needed. He has to 
service the hi-fi, radio-TV and serviceman markets 
What is your annual sales volume? 

Our volume last year was $4% million 

This year, Milo Electronics went public. Is “going 
public” typical of the thinking of the other 10 or 12 
companies? 

The thinking is typical. We know of several other 
companies of our classification who have either gone 
public or who are thinking about it now. 

What is the significance of the “going public” trend 
in your field? 

Financial. It’s become a big money business. We need 
the capital to do what we consider necessary to serv- 
ice this field. We knew the business was there, but it 
takes capital to cultivate it 

Up until very recently, the electronics distribution 
picture has been on a small scale because of a Jack of 
financial capital on the part of distributors. Before, a 
lot of industrial electronics parts distributors were 
cherry-picking their lines because of the financial fac 
tor, and manufacturers themselves felt that it was not 
worth putting in a strong distributor policy because of 
it 

Now, however, with the advent of more and more 
business, the growing strength of industrial electronics 
distributors, the increased buying power they have 
from the capital made available from going public 
distributors are able to inventory a particular manu- 
facturer’s products to a greater extent. This picture 
improved even more when the semiconductor people 
stepped into the market. 

When the semiconductor manufacturers came into 
the picture, they took a step that vitalized the industry 
They came out with a limited distribution policy that 
would mean having, at the most, three distributors 
working for them in a particular area. They wanted 
these distributors to stock their lines wide and deep to 
give the best service. This was a tremendous market- 
ing policy that benefited both the distributor and the 
manufacturer. Why? 

Now the distributor was making sufficient profits 
on the line; the line was maintained; there was no 
cutting of price by the distributors or by the manu- 
facturer and the gross margin was there—so that they 
could actually put this inventory on their shelves and 
know that it would make money for them 

Because of this and because of the success of the 
program, the industrial distributor went out and sold 
his product and merchandised it the way it should be 
sold. Other manufacturers looked into this marketing 
policy and decided to follow step 


nical knowledge is not an asset, but he doesn’t deal 
with engineers. He deals with the buyers in the pur- 
chasing department. He rarely gets technical. Neither 
does the buyer. We are dealing with part numbers 
and this is what the buyer deals with. He is given the 
requisition by the plant engineer indicating that h 
needs a certain quantity of a certain part number 
We give him the item that he needs when he needs | 

The only man who gets inside the plant to see the 
engineer is the manufacturer’s man or representative 

If we were an exclusive distributor for a line, | 
could see the validity of having an engineer, but th 
is not the case at the present time. I believe a distribu- 
tor’s function is not an engineering one; it’s service 
How are your salesmen trained in product knowledge? 
They are trained with the catalogs that we use 
They're trained to project our service and they are 
trained in the lines we handle. When I say ‘the lines 
we handle’, | don’t mean engineering specifications 
I'm speaking of the parts, how far we are protected 
in each line and the pricing of the line 

In addition, we have a training school here—or | 
should say, a training program, whereby he is in 
doctrinated in our business principles and the methods 


e 


s 


we use to service our accounts from the smallest re 
search labs to the large industrial accounts This 
training course is six months to a year 

How many outside salesmen do you have working 
out of New York? 

Working out of New York, we presently hai 
salesmen 

What about inside salesmen? 

We have at the present time 17 inside salesmen 
we're expanding. We are putting on more 

In view of the fact that your outside electronic sales- 
men are not capable of doing engineering work or 
working with the plant-engineer—would you say they 
were order takers—not bothering to create sales? 
You ought to define it a little better when you sa) 
“salesmen.” We have two ty pes ol salesmen. We have 
our outside salesmen and we have our inside sales 
personnel. Our inside men service our accounts, for 
which they are highly trained 








No Salesmen-Engineers .. . 


Q. What kind of personnel do you hire as salesmen? 

A. This is where Milo is unique, I think, in the field. We 
took a look at this field four or five years ago and 
found that, for the most part, the salesmen in the 
electronic business were the hams, the countermen, 
the technicians. We went after the insurance salesmen, When it comes to solicitation calls—that’s where 
the bank clerks and the garment salesmen, and we our outside salesmen come in. They are salesmen and 
made them electronics salesmen by training and prod- not order takers. They call on accounts. They are 


“Right now we have five self-sufficient sales offices in the 
U.S. They are located North, South, East and West.” 


uct knowledge. 
At the present time we do not think that the elec- 
tronics salesman has to be an engineer, not that tech- 
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good will ambassadors. They don’t take orders when 
they are at an account, but their function is to get 
buyers to call our inside sales department. Our out- 


CONTINUED 





‘You Need $500,000 to Break into 


Too Late? (cont.) 





side men explain to various companies what we can 
do for them—and you'd be surprised at the number 
of OEM buyers that do not know what a distributor 
can do for them. They have no idea of the number of 
orders going directly to the factory today that should 
be handled by distributors and that the manufacturers 
would prefer that the distributor obtain. 

In other words, your salesmen are selling your serv- 
ices and your manufacturers’ men are selling the en- 
gineering qualities of the electronics parts you stock? 
That is correct. 

How do manufacturers feel about distributor sales- 
men-engineers in the electronics field? Do they think 
they’re necessary? 

They differ in their opinions. Some think service is 
all that’s necessary. Others say that the distributor 
needs engineers on his staff. 


Turnover: 5-5'2 Times... 


What kind of inventory turnover do you get? 

Five to five and a half times. The turnover rate has 
decreased a little over the past few years because we 
have increased the number of lines we carry and the 
number of items in the lines. 

When we started to take in larger inventories in 
order to service industrial accounts, the turnover went 
down, of necessity, because we stocked a lot of items 

they were not specials, but they fell into a slow- 
moving category. However, we have to have them to 
service the industrial account. So, you have to take 
the entire scope—and actually all we are doing is 
selling service. This is all we’re doing and because of 
that we have to suffer a less fluid turnover. 
Is obsolescence a big factor in this business? 

It's not too big a factor today because we are getting 
full protection from most of our manufacturers. It 


“I wouldn’t advise electrical distributors trying to break into 
the electronics field. They could get hurt.” 


was a problem in the old days, there’s no question 
about that. Now, however, we review our lines and 
have a perpetual inventory system. We review each 
line twice a year through the purchasing department 
and any items that have not moved, or we haven't 
gotten the anticipated turnover on—we shoot back to 
the manufacturer. 


The only real problem is in the semiconductor 

field where new developments are coming out every 
day. A manufacturer will announce a new product. 
He breaks with ads. Then he’s besieged with calls and 
he can’t supply the demand. As far as obsolescence is 
concerned though, it’s no problem. We're protected 
What about the great shake-out that is supposed to be 
coming in the electronics manufacturing field? We 
have heard that there are 80 manufacturers of elec- 
tronic semiconductors and that this is too many. How 
do you feel about it? 
I agree with what you say. I believe there will be a 
shake-out because of the number of manufacturers 
in the semiconductor field, due to the fact that every- 
one saw the pot of gold at the end of the rainbow 
and jumped in whether they had 10 bucks or a mil- 
lion. They stole engineers and copied products, and 
the marginal manufacturers have decreased their 
prices a great deal in the past year. This accounts for 
a substantial decrease in the price structure and has 
affected our volume figures accordingly. Today, we 
have to do 25% more business to obtain the same 
volume because of the decrease in semiconductor 
price structure. 


Education: The Big Problem 


What are the major problems of the industrial elec- 
tronics distributor? 

The primary problem right now is education. Educa- 
tion of the OEM buyer. We have to make him aware 
that the industrial distributor is large, that the indus- 
trial distributor can service him properly and that he 
can get the same prices from us as he gets from the 
factory—and perhaps even effect a savings because 
we can normally give him better discount terms, 
freight savings and faster service. 

Is price-cutting a problem among distributors? 

No. We have standardized factory schedules today 
Everyone adheres to them. The factory will certainly 
take steps if it hears of price-cutting going on, and the 
smart distributors realize there’s no point in cutting 
that’s horse-and-buggy tactics. 

What about credits and collections? Is this a problem? 
Not much, because we're dealing mainly with large 
industrial accounts. We do have a few smaller ac 
counts with growing pains, but we'll nurture them if 
we feel they have capable management. We gamble 
with some accounts because they are growing the 
Same Way we are. 

What about imports? Are they beginning to seep in 
your field? 

Not in the industrial field. Certainly in the entertain- 
ment end of the business. The electronics manufac- 
turers are concerned about it, however, because the 
Japanese, in particular, have made great strides in 
the electronics field since World War II. 


Is This The Field For You? 


If an electrical distributor wanted to get into the in- 
dustrial electronics field, what would be his first con- 
sideration? 

His first consideration would be to get the lines be 
cause if he doesn’t get these, his personnel won't 
mean a darn thing. He has to have the items to sell. 
This is a great problem for the electrical distributor 
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the Electronics Field 


because the electronics manufacturers are looking 
for limited distribution. They are definitely not look- 
ing for people. 

For example, one large electronics manufacturer 
has instituted an entertainment franchise (dealer- 
geared distributors) and an industrial franchise. The 
entertainment type franchised distributor cannot buy 
products manufactured by the supplier’s industrial di- 
vision and the industrial distributor cannot buy prod- 
ucts manufactured by the supplier’s entertainment 
division. 

Do you think electrical distributors should try and 
break into the electronics field? 

I wouldn't advise it. 

Why? 

They could get hurt. There are two big pitfalls they 
have to consider, in addition to getting the right lines 
One is that the OEM buyer is not the same in the elec- 
tronics field as he is in the electrical. The other is that 
it takes at least a half million dollars in inventory to 
do a half-way decent job of servicing accounts 

How are the OEM buyers in electrical and electronics 
different? 

In the industrial field, you can’t go after the small 
OEM. You have to gear your sights for the larger 
accounts. The smaller accounts will come by them- 
selves. The larger accounts are the ones who handle 
and use the great number and variety of electronic 
components. For this reason $25,000 in electronics 
parts inventory is much too small. I would say that 
an inventory of anywhere from a half million to a 
million dollars would be necessary. Unless, of course, 
the distributor goes into the specialization end of it 
and carries only one or two lines. However, this is 
not fulfilling the true purpose of the distributor. A 
specialist, I feel, is merely another arm of the factory 
and a distributor's main purpose is to service his 
OEM accounts. 

And if he wants to service them he has to have the 
necessary components in all lines. Suppose there's a 
breakdown in the plant and they need a part in a 
hurry. Suppose the distributor doesn’t have it. What's 
he going to do? Go to a dozen different distributors 
before he gets what he wants? 

You have to realize that this is a growing and dy 
namic field. The main problem that we had in the 
past was that we had this split-down-the middle type 
of distributor who couldn't service accounts properly 
And because of this, the OEM buyer became weary 
when he placed an order and the distributor didn’t 
have it. Where did he go? To the factory. The small 
split-type electronics distributor makes a problem for 
the industrial electronics distributor because the OEM 
buyer has set up a mental block against all distribu- 
tors. This is why education is . . . a big problem for us 

The only way I can see that the electrical distribu- 

tor can break into this market is this way: (1) he 
definitely needs $500,000 to $1,000,000 as a mini- 
mum investment to get into the field properly; (2) 
he has to get the lines. 
Would you say that the electronics manufacturer has 
given up the idea of going to the electrical distributor? 
I can’t speak for them, but I can tell you what they 
are doing. And from what they are doing, I would 
say that their thoughts are definitely not in the direc- 
tion of the electrical wholesaler. They may give (him) 
dog lines but that’s about all. 
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Are there more industrial electronics distributors en- 
tering the field everyday? If there are, what’s wrong 
with the electrical wholesaler entering, if he has the 
capital? Certainly he has more experience in distribu- 
tion than the comparatively young electronics dis- 
tributor. 

To answer your first question: There are more large 
industrial electronics distributors who are opening 
up branches than there are newcomers to the field. 
As far as industrial electronics distributors being 
young in the field, this is true but they are not in- 
experienced and they have put a lot of time and 
effort into the business with new thinking, new meth- 
ods and mechanization. 


“Electronics manufacturers are definitely not thinking in the 
direction of electrical wholesalers now.” 


The electronics manufacturer today is working in 
close cooperation with the electronics distributor, inso- 
far as he is helping him find the various markets and 
the best ways of getting into these markets. 

What about the possibilities of an electrical distributor 
buying out an electronics distributing firm. Would the 
manufacturers pull away their lines? 

This is a very pointed question. It would depend on 
the policy of the manufacturer. The distributor who 
has bought the company might get a probation of 
from six to nine months to see how he does with the 
lines, or he may be told that he cannot handle such 
and such a line in that area. In that case, the line will 
be taken away. Electronics manufacturers have very 
strict and sound marketing policies. 

Do you foresee any possibility of the industrial elec- 
tronics distributor cutting into some of the electrical 
distributor's market—such as in motor controls? 

No. This is the same situation as the distributor going 
into the electronics field. We are not geared to this 
type of business and to try and cherry-pick certain 
lines that the electrical wholesaler carries—it wouldn't 
work out. They might be industrial electronic parts 
but their basic function is in the electrical field 

Electrical wholesalers are the primary distribution 
channel for motor controls—sometimes they are 
able to sell them in big amounts. They have been 
servicing this type of account all along. Electronics 
distributors haven’t. Why should we go in for one item? 

One further and most important point relative to 
an electrical distributor adding electronic components 
to his line or vice versa—would be the huge invest- 
ment that would be required. Each is now having his 
troubles in this department alone, as is evidenced by 
the need to seek public funds. 





Electrical-Electronic Distributors Merge 


Newark Electronics & Cad- 
illac-Ferguson join. Their 
combined sales: $18 million 


By Wes Perry 


HERE ARE several things that a 
distributor cannot do and expect 
his -usiness to maintain u healthy 
growth rate, according to Detroit's 
Herbert G. Blumberg, President of 
Ferguson Electronics, Inc.—which, 
with Cadillac Electric Supply Co.— 
has just merged with Newark Elec- 
tronics Corp. They are: 
1. He cannot continue to operate on 
declining gross margins and increased 
costs 
2. He cannot be lax in his credit pol- 
icies. 
3. He cannot continue to finance his 
business on a year-to-year basis. 
4. He cannot continue to utilize any- 
thing but the most efficient methods 
of distribution. 

For these reasons Ferguson and 
Cadillac, of which Blumberg is the 
president, agreed to the merger with 
publicly-owned Newark, a Chicago- 
based distributor of electronic com- 
ponents, feeling that the key to over- 
coming these specific problems that 
plague the small distributor is adequate 
financial backing which Blumberg feels 
the merger has brought to his firms. 
e Merging Inevitable—Sam Poncher, 
President of Newark, agrees that elec- 
tronics manufacturers are faced with 
essentially the same problems, point- 
ing out that after a manufacturer is 
awarded a contract from a primary 
contractor, he has to finance the cost 
of production. Many smaller com- 
panies, he adds, find themselves hav- 
ing to merge with other firms in order 
to make available the necessary capi- 
tal 

It is estimated that Newark’s sales 
this year will top $13 million. Fergu- 
son and Cadillac are in the $5 million 
per year range. 

e Vice Versa, Too—Blumberg says 
there need be no definite pattern of 
mergers in the industry, a large elec- 
trical parts distributor might as easily 
acquire an electronics firm as the re- 
verse. A case in point: Cadillac’s own 
acquisition of Ferguson Electronics a 
few years ago (EW—Feb. ’58, p. 54). 

The important thing in Blumberg’s 
mind is that the future of the elec- 
tronic distribution industry depends 
upon the services that only a large, 
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SEALING DEAL are Herbert G. Blumberg (1.), president of Ferguson and Cadillac 
Electric Supply and Sam Poncher, president, Newark Electronics Corp. 


well organized, efficient distributor 
can perform. 

e Must Keep Pace—“The distribu- 
tion function,” he said, “has simply 
got to become as efficient and so- 
phisticated as the operation of the 
automated manufacturer. We have to 
take a lesson from the food industry, 
for example, which has made the 
giant, well-stocked distribution center 
commonplace, as well as gasoline dis- 
tributors.” 

The distributor must become 
and less a broker, and more and more 
a well-stocked warehouse, Blumberg 
asserted. “I believe you will soon have 
in every major industrial market an 
adequately financed distributing ware- 
house where the customer is king 
and that takes plenty of money,” he 
said 
e Concentrated Warehouse—In 
than a year, Blumberg expects to see 
a new, modern plant in Detroit hous- 
ing both Cadillac and Ferguson 
“When we feel that a certain amount 
of stock is inadequate, we want to 
be able to increase it with as little 
strain as possible. We want to be able 
to do such a good job for our cus- 
tomers that service is really a factor 
in the growth of the business,” said 
Blumberg. 

“There will always be room for the 
flexible, personal touch of small 
distributors, but the dynamic firm with 
adequate financing is the company of 
the future,” he added. “Small distrib- 


less 


less 


utors by their very nature, are often 
afraid to have policies, afraid to of- 
fend anyone, or turn down an order 
This not be true of the larger, 
well-organized distributor.” 
e Doubling Up—Blumberg said that 
a combined sales force is still another 
advantage. Often the same purchasing 
agent buys both electrical and 
tronic goods. Newark recently opened 
16 new full-time sales offices. Cadillac 
will continue to operate as a separate 
entity in the electrical apparatus and 
supply business 

Newark, unlike Cadillac and Fergu- 
son, had gone public before the mer- 
ger. Over the past year (the first year 
of public stock ownership) the value 
of the stock increased $11 per share, 
from $5 to approximately $16 
e Wave of Future?—Biumberg be- 
lieves the greatest impact of such mer- 
gers will be felt in the electronics 
field rather than by electrical distrib- 
utors. There are about 3,000 elec- 
tronics parts distributors in the United 
States, most of them are small and 
in a highly competitive industry. They 
will need the financial stability that 
merging could bring. 
e Think Big—Newark, however, is 
one of the nation’s largest electronic 
distributors, and is seriously negotiat- 
ing for additional mergers. Poncher’s 
attitude: “The manufacturing com 
panies are thinking big and merging 
all over the place. We, the distributors, 
should also think big.” 
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Here’s how to increase your share of 


the profitable outdoor lighting market 


Sell the 
plant electrician 


Revere helps you sell the plant electrician because 
Revere lets you offer him freedom from trouble and 
freedom from many routine maintenance proble 


Because Revere outdoor lighting produ 
always engineered up to a performance ley 
down to a price level, they feature dependabili 
rugged durability. Revere’s experienced en 
staff designs fixtures, poles, fittings and 
for years of trouble-free service. 


Revere components are matched 
matched for strength, balance, and perf 
design matched for peak lighting efficien 
appearance. This means greatly reduced 
maintenance cost—often when lower-q 
ment is beginning to fail, Revere equipment 
operating as efficiently as it was on the day 
installed—delivering all the light the use1 
for and putting it where he wants it 


Let Revere help you sell your industrial 
mercial electrician-customer. To start increasing 
outdoor lighting profits, write today for the compk 
Revere Outdoor Lighting Catalog. And asl 
Revere salesman for his cooperation in helpins 


sell outdoor lighting to the plant electrician 


OUTDOOR .IGHTine 


Revere Electric Mfg. Co. © 7420 Lehigh Avenue e Ch i , 
Long Distance Phone: Niles 7-6060 e Ch l 


sell the sell the sell the 
architect/engineer | electrical contractor plant electriciar 


owner/developer 





NAED REPORTS TO INDUSTRY 





Manufacturers, Agents Taken to Task 





This report was especially prepared 
for ELECTRICAL WHOLESALING 
by the staff of the National Associa- 
tion of Electrical Distributors. 





HE COMMODITY committees of 

the National Association of Elec- 

trical Distributors are watchdogs of 
all commodities handled by electrical 
distributors. They study products with 
respect to improvement not only of 
the commodities themselves, but also 
of the marketing factors involved. 
They are, in fact, good examples of 
far-seeing businessmen working to- 
gether to try to solve current prob- 
lems as well as to plan for the future. 

The findings of all NAED commit- 
tee activities are published and circu- 
lated to the members of the associa- 
tion, and very often, to groups of 
manufacturers of pertinent electrical 
products. 

Recent reports of the NAED Wires, 
Cable and Armored Conductor Com- 
mittee, and of the Conduit Fittings 
and Boxes Committee contain discus- 
sions of subjects of importance to 
electrical distributors everywhere. 
Here are a few excerpts of topics of 
particular interest, from these two 
committees’ reports. 


Wires, Cable and Armored Con- 
ductor Committee: 


“Wire Cutting Expenses—Manufactur- 
ers again are requested to review 
their policies in respect to wire cutting 
charges, and cable cutting charges 
and practices, as set forth in their 
published price sheets. Where they 
exist, manufacturers should appreci- 
ate the necessity of establishing real- 
istic cutting charges and then abiding 
by the charges as established. At 
least one benefit would be to permit 
the distributor to pass these charges 
along to his customers instead of im- 
posing on him the burden of perform- 
ing the cutting service without the 
hope of deriving any adequate com- 
pensation. 

“Manufacturers” Representatives— 
Agents—Manufacturers should recog- 
nize the distributor’s legal and moral 
right to run his own business. Specifi- 
cally, this includes the right to es- 
tablish the price at which he elects 
to sell his products. While most man- 
ufacturers clearly recognize that the 
distributor has the sole and exclusive 
right to set his own prices, they 
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nevertheless permit their representa- 
tives and agents to violate this prin- 
ciple. 

“The full-functioning electrical dis- 
tributor is well aware of his obligation 
to perform the services necessary to 
sell the job and knows he should not 
depend on the manufacturer or his 
agent to perform the services for him. 
He is equally aware, however, that 
the representative or agent’s true 
function is to assist him and cooperate 
with him in getting the business. He 
may require technical information or 
other assistance but he does not ex- 
pect, nor is he willing to tolerate, the 
representative's usurping his  func- 
tions or prerogatives. 

“Each manufacturer 
crystal clear to his representatives 
that they have no right to quote 
prices on the distributor's merchan- 
dise without his prior authorization 
or approval. The agent should never 
attempt to substitute himself for the 
distributor. 

“By unanimous opinion, the com- 
mittee urges each manufacturer to 
police the activities of his respective 
representatives or agents and impress 
upon them the true purpose of their 
employment. They should work with 
the distributor, not against him. Under 
no circumstances should the repre- 
sentative or agent be authorized or 
permitted to quote prices to the dis- 
tributor’s customers on the distribu- 
tor’s merchandise without the dis- 
tributor’s specific prior approval.” 


should make 


Conduit Fittings and 
Boxes Committee: 


“Manufacturers’ Local Warehouse 
Stocks—The full-functioning electrical 
distributor continues to be deeply 
concerned at the continued growth 
in many areas of manufacturers’ local 
warehouse stocks. 


“The committee, of course, recog- 
nizes that transportation 
are made possible to manufacturers 
by the establishment of warehouse 
centers located in certain key 
tribution points in various parts of the 
nation. 

“However, the committee is convinc- 
ed that the establishment of unnec- 
essary warehouse stocks in other than 
key distribution 
nomic measure for the manufacturer 
and a the full- 
functioning electrical distributor since 
it provides an unnecessary duplication 
of the distributor's stocking service 
and encourages shoestring operations 
Many agents take advantage of local 
stocks to compete directly with the 
distributor when their true function 
should be to assist the distributor and 
cooperate with him in the sale of the 
manufacturer’s products 

“Once again, the committee wishes 
to call manufacturers’ attention to the 
functions of the electrical distributor 
especially pertinent to this particu- 
lar matter. In the NAED Tenets of 
the Electrical Distributor, the distrib- 
utor’s dedication to fulfilling all of 
his necessary and vital functions are 
set forth. Among these are: 

“For Our Manufacturers We 
will carry adequate stocks of electrical 
products to fill the needs of our local 
markets We will promote and 
sell these products to customers in 
all types of markets . . . We will ad- 
vise regularly and faithfully the re- 
quirements of our local market. . 

“For Our Customers . We will 
carry the warehouse stocks necessary 
to fill our customers’ needs and pro- 
vide the facilities for adequate deliv- 
ery to store, plant and job site 
We will provide technical and other 
specialized assistance relating to 
products and their applications .. .’” 


economies 
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All switches are NOT 

alike. That’s why it will 

pay you to select a switch 

from a manufacturer whose 

dependability you already 

know. The same engineering skill 

that goes into making your Rocker- 

Glo switches, also goes into rugged, 

heavy duty Super AC. For heavy duty 

switches or residential, you'll always do 
better with Precision Switches by P & S. 





For information on 


[) Super AC switches 


write Dept: LW-761 
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PASS & SEYMOUR, INC. 
SYRACUSE 9, NEW YORK 


60 E.-42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ill. In Canada: Renfrew Electric Co 
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JOB-PROFIT TOOLING IDEAS 


FROM GREENLEE 


“We saved 

several thousand 
dollars with 
GREENLEE TOOLS 
on a complicated 





missile site contract,” 


says FRED S. BREECE 


superintendent of electrical construction 
for A. NERI, Inc., of California 


A. Neri, Inc., of California, is the electrical contractor for three 
Titan missile-launching complexes near Mountain Home, Idaho. 
Specifications for this job call for approximately 345,000 feet of 
rigid conduit and over 90,000 feet of thin-wall conduit. Installa- 
tion requires more than 14,000 bends and 2,000 knockout 
openings for distribution and junction boxes. 

Ralph Neri, assistant superintendent on the job, reports, 
“We are using Greenlee benders, knockout punches, and 
punch drivers exclusively. In most cases we have been able to 
take the tools right to the conduit instead of taking the conduit 
to the tools . . . and get the job done faster.”’ 


This view (right) of one of the missile- 
launching sites gives some idea of the 
complexity of this job. The cylindrical 
structure still in the forms is the en- 
trance portal for the entire complex. 
The concrete dome will house the con- 
trol center. When the work is com- 
pleted, all these structures will be 
completely underground. 





To complete this job, work 

men for A. Neri, Inc., will make 
1,000 bends in 90,000 feet « 
through 2” thin-wall 
three Greenlee No 
benders (as picture 
For total bending 
wall and rigid cond 
tract, Breece estim: 
will save eral t 
through the 

Work area in the tunnels and other structures in the 

missile-launching complex is so limited that A. Neri, Inc., set up 

a prefabricating shop where bends in various diameter cor 


iduit 
are made on Greenlee benders 


The finished bends are then taken 
to the construction site for installation, substantially reducing the 
man-hours required to complete the job. Two No. 884-E one-shot 
benders with 4” capacity, and powered by Greenlee No. 798AC-SA 
two-speed hydraulic power pumps, are used in this prefab sl 


op 
eed 


“We also should save by 


using Greenlee 


and drivers,” Breece 

the work of n 

out openings tor 

ameter conduit 

Greenlee N« 

out driver and | 

above), Greenles 

knockout punch dr 

1804 ratchet 

Greenlee eq 

tract was I 

Electric Supply mpal Oak! 

California, whose representative 

worked closely with A. Neri, Inc 

providing the right tools for each jol 

. For help in selecting the exact 
Pathe ibe aa no 

Bending conduit right on the job is done on three ean or “f te . os ee woe 

Greenlee No. 880-M2 benders like the one shown above. Breecs Ce ee ee ee 

reports the light weight and compactness of these tools are a . price e *y po a : = 

definite advantage to job efficiency in the confined work areas of a a Mayr % G. fae 

the tunnels. All benders are operated either by Greenlee hydraulic og 2 note Y -B he aE. 

hand or power pumps. According to Breece, there have been no eee 

major repair or maintenance costs with any of their Greenlee tools 


GREENLEE TOOL CO. 
— another big saving for A. Neri, Inc. 


GREENLEE JOB-PROFIT TOOLING 


«-- cost control for contractors 
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NEW! Pilot-lighted directory on a new style G-E Master Selector Switch shows instantly which of 12 circuits are ON. 
Also has tiny locator light (permanently ON) that permits reading the directory and operating the switch in the dark. 


From General Electric, to help - 
...a more versatile, easier 


Looking for a bright new idea to boost wiring device 
sales to your custemers? 
Show them this new G-E Remote-Control Wiring 
contractor sit up and take notice! 
Electrical contractors like the way this easier-wiring, 
low-voltage system lets them offer the convenience of 
3-way or 4-way switching — at surprisingly low cost. 


line. It makes any 


Builders like the way it adds sales appeal to houses. 

Everybody likes the style, variety and convenience of 
these handsome new G-E Remote-Control switches. 

There’s a new standard, push-button G-E Remote- 
Control wall switch, well marked for ON and OFF 
plus a locking type — plus a trigger type. Each is 
available non-lighted, locator-lighted, or pilot-lighted. 
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NEW! Switches that are easy to 
find in the dark. Now G-E Remote-Contro! wall 
switches are available with or without built-in locator lights. 


NEW! Switches with built-in red 
pilot light. This new type of G-E Remote-Control 
switch is just the thing for controlling “hidden” lights. 





NEW! Trigger and locking types. NEW! “Plug-in” relay box. Provides 


If your customers prefer an up-and-down “trigger” to the 


quiet operation, easier tracing and changing of circuits if 
standard G-E Rem e-Control push button, they can have 


needed. It impresses contractors by simplifying wiring. A 
bus bar connects relays to line voltage, automatically, as 


> 


it. The locking type prevents children from operating 


dangerous power tools, prevents tampering with lights. they're plugged in — to provide a neat, orderly installation. 


ou get new business 
-wiring Remote-Control System! 


In addition, there’s the impressive new lighted 


Pod 
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Master Selector Switch extension switches an 


: Progress /s Our Most Important Product 
Interchangeable line switch. poet 
Ask your General Electric representative to show G t N F R A L a LE CT R | C 
you this exciting new G-E Remote-Control Wiring line. N / 
Watch it bring in new business! General Electric 
Company, Wiring Device Dept., Providence 7, R. I. 


Task force? 


How much help will you get 
with the lamp brands you handle? 


Since the only way Sylvania can make a sale is for you 
to make a sale, Sylvania goes all out to help. 

Sylvania competes with other brands—not with its 
own distributors. That’s why we're always ready and 
eager to back your sales force with our own district task 
force. Need field engineers? Need factory representa- 
tives? Sales trainers for your men? Sylvania sends them 
gladly. And in strength! 

What’s more, you know them; they know you. Selling 
Sylvania is a team proposition, so when a Sylvania light- 
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ing salesman comes into your territory, you get the sale 
It pays off. Today Sylvania is the fastest growing name 
in the lighting industry. 

Have you heard what Sylvania can offer you? A distinctly 
different competitive proposition. An impressive number 
of product “firsts.” Really productive merchandising and 
sales backing. Plus price protection on inventories, prod- 
uct liability protection—and more! Want to know what 
life’s like in the Sylvania profit picture? Write Sylvania 
A good idea anytime. 


ELECTRICAL WHOLESALING—July, 1961 











toed 


Ca a ee ae 





en 0) an RO) .<=3 0 rg 


Grow independently with 


x 
we 
£ 


SUBS/DIARY OO 


GENERAL TELEPHONE & ELECTRONICS ‘ey 


Lighting Division, Sylvania Electric Products Inc., Dept. 62, 60 Boston St., Salem, Mass. In Canada: Sylvania Electric (Canada) Ltd., Montreal 
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BUSINESS INDEX for APRIL 1961* 
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| 
NATIONAL SALE 


1954 =100 
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SALES INVENTORY 


———(% Change)——— ———(% Change)——— 


From From r From From 
Apr 60 Mar. ‘61 1 April ‘60 Mar. ‘61 


NATION 3 5 | 2 


NEW ENGLAND 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 3 x 2 


*For electrical apparatus, supplies distributors; Source: Bureau of Census **4 months 1961 from 4 months 1960 
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STEAM IT! SHAKE IT! SOAK IT! 


But be certain you have the original Sealtite 
flexible, liquid-tight conduit. Only Anaconda makes it. 


standal 


Imitation is the sincerest form of flattery 
But unless you have flexible, liquic 


conduit that’s plainly marked 


COPPER BONDING CONDU 


LISTED UNDER LABEL SERVICE PROGRAM 
OF UNDERWRITERS’ LABORATORIES, INC. 


CUTAWAY SECTION of ype U.A. Sealtite 
shows tough polyvinyl « hloride jacket over flex 
ible metal core. ( opper conductor wound spi- 
rally inside conduit provides positive ground 


in imitation 
What di rem does it 
renuine Sealtite 


that your flexible conduit meets the 


est standards of quality set by Anacon 
Every piece! Every foot! Where even 


failure can mean costly downtime and 


pairs it pays to be certain that \ 
what vou order the original 


Sealtite flexible, liquid-tight « 
Anaconda! 


FOR YOUR CUSTOMERS be ready to suppl 


Sealtite. They'll ask you for the ge! 
the quality conduit printed Sealtit 
“Anaconda” every foot o1 the 
Stock both type s of Sealtite | 
E.F.* Available in black o1 


gives you the assur 


reels 


FLEXIBLE, LIQUID-TIGHT CONDUIT 


an ANACONDA product 





NEWS FOR THE 


INDUSTRY 





A look back at the recession... 


Inventories Measure 
Rise and Fall of Economy 


Factor is vital gauge in determining business activity. 


nventory fluctuations during the 

past year highlight the decisive role 

businessmen’s policies of build- 
ing up or cutting down inventories 
play in determining the level of busi- 
ness activity and in the business out- 
look. The wide swing in inventory 
policies — from substantial accumula- 
tion to inventory cutting—was the 
principal factor in the recent recession. 

For nearly two years, businessmen 
added to the bustle of the nation’s 
economic activity by building up 
their stocks. Last summer, the situa- 
tion was reversed, and businessmen 
began cutting inventories. Since last 
June they have drawn down. their 
stocks of goods by nearly $2 billion. 
And this is the major reason our na- 
tion’s output as measured by the gross 
national product declined late in 1960 
and continued through early °61. 

This report discusses some of the 
causes and results of inventory fluc- 
tuations over the past two years. It 
indicates that: 

e Generally disappointing business 
touched off the recent stock- 
cutting. Nearly a year of shrinking 
sales volume reduced inventory re- 
quirements and, thus, induced busi- 
nessmen to liquidate their stocks 
wherever possible. 

e Further reductions in stocks oc- 
curred during the past few months, 
but at a much more modest pace than 
the $1 billion cut in inventories be- 
tween October and January. And once 
the pace of inventory liquidation slow- 
ed down, the general economy was 
lifted almost immediately. 

Late in 1958, after sales had im- 
proved consistently for a number of 
months, businessmen began rebuilding 
stocks depleted during the 1957-58 
economic slump. Between October 
1958 and June 1960 business inven- 
tories increased $8.5 billion to a record 
$93.5 billion. And these additions to 
stocks accounted for a_ substantial 
share of the rise in overall business 
activity during that period. 

And early in 1959, with the steel 
strike impending, the threat of short- 
ages emphasized the need for stock- 
piling various products. Inventory re- 
quirements quickly mushroomed dur- 


sales 


ing this period. Then another brief 
scramble to build inventories followed 
resumption of steel production late in 
1959. 

By spring 1960, however, the pres- 

sure to accumulate inventories disap- 
peared. Since then business sales have 
declined sharply. And although stocks 
also dwindled steadily in past months, 
the drop in sales has been sharper. 
As a result, the ratio of business in- 
ventories to sales continues to edge 
upward. From 1.48 at the time of 
last year’s sales peak, the ratio rose 
to an estimated 1.57 in February 
1961. 
e Sensitive Goods—-Inventory reduc- 
tions currently are centered in durable 
goods producing industries — metal 
producers and metal users such as 
the machinery and motor vehicle in- 
dustries. The drop in durable goods 
manufacturers’ inventories accounts 
for nearly 95% of the drop in all 
business inventories. 

Like other businessmen, durable 
goods producers stockpiled materials 
and finished products under pressure 
from increasing sales and new orders 
as the economy rebounded sharply in 
1959. By July 1959, durable manu- 
facturers’ sales soared to $15.8 billion, 
an increase of almost 40% in little 
over a year. And new orders for dur- 
able goods rose to $16.1 billion, for a 
gain of almost 50% during the same 
period. Thus a durable goods boom 
appeared in the making. And steadily 
improving business was anticipated 
for the months following the steel 
strike settlement. So durable goods 
inventories, reduced sharply during 
the preceding slump, were hastily re- 
built. 

But the pickup in durable goods 
business fizzled. Since early 1960 the 
sales and new orders trends for dur- 
able goods have been downward. By 
February 1961, monthly sales and 
new orders had dipped to about $13 
billion, substantially below the highs 
recorded during the booming months 
of 1959. Stocks accumulated in an- 
ticipation of sharply increasing dur- 
able goods business clearly were 
beyond normal requirements as sales 
and order volumes shrank. Produc- 


ers, therefore, drew down stockpiled 
materials and finished products. Yet 
in spite of recent stock trimming, 
inventory/sales and inventory/new 
orders ratios continue to rise. 

e Inventory Turnaround — The key 
to a new turnabout in business in- 
ventory policies lies in generally im- 
proving business conditions. A sus- 
tained rise in manufacturers’ sales and 
orders should clear the way for an- 
other upturn in inventory levels with 
the start of summer. Meanwhile, 
there are solid indications that the 
rate of inventory liquidation is likely 
to taper off soon. 

[Inventory/sales and _ inventory 
new orders ratios in the crucial dur- 
able goods producing sector have not 
risen sharply in recent months. Excess 
stocks, therefore, are not an inordi- 
nate burden to manufacturers. Inven- 
tories of purchased materials have al- 
ready been cut substantially. And in- 
ventories of finished goods are also 
declining. As a result, stock/sales and 
stock/new orders ratios should be 
leveling off. Stock rundown in dur- 
able goods producing industries will, 
therefore, slow down from its rapid 
pace of past months. 

e Hand-to-Mouth Policy—There is 
growing feeling among economists 
that businessmen are attempting to 
pare stock levels to a bare minimum 
as part of a long-term rather than 
short-term, cost-cutfing effort, and that 
additions to inventories may add little 
force to the present business upswing 

These recent changes in the econ- 
omy are undoubtedly encouraging 
businessmen to undertake such hand- 
to-mouth inventory policies: 

e Compared with the 1955-57 per- 
iod, interest rates currently are high 
Correspondingly, costs of carrying in- 
ventories now are higher than in the 
past. Moreover, prices have stabilized, 
and inflation cannot be counted upon 
to offset costs of carrying unneeded 
inventories. Reducing stock levels, 
therefore, is an attractive goal in any 
cost-cutting effort. 

e Producing capacity is ample, as- 
suring prompt delivery of out-of-stock 
items. So there is little risk of pro- 
longed delays. 

e Stocks are better controlled than 
in the past, thanks to modern elec- 
tronic equipment and scientific meth- 
ods of inventory planning. Permanent- 
ly lower stock/sales ratios, thus, are 
a realistic goal for many firms. 

And evidence suggests that some 
are making progress toward that goal. 
The stock/sales ratio for wholesale 
and retail trade establishments, for 


Continued on page 82 
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with BLACKBURN PARALLEL GROOVE CLAMPS 


ing paste non-injurious to natural rubber. This 


TWO sizes make up to 90% of the tap connec- 
tions required on most distribution systems. 
Tools normally carried by linemen are all you need to 
install Blackburn parallel groove clamps easily and 
properly. The problem of finding the right die inserts 


for specific connections is eliminated ... the chance of 


human error is lessened. 

Inventories can be reduced drastically. Only TWO 
clamp sizes take wire sizes from 8 solid to 336.4 ACSR, 
with taps from 8 solid to 1.0 ACSR. 


Use these clamps on aluminum ... also on aluminum 


to copper when prefilled with Contax, an oxide-inhibit- 


simplifies stocking, reduces the types of clamps nee« 


in warehouses and on line trucks 


For the few installations outside 8 solid—_336.4 ACSR 
main and 8 solid~-1/0 ACSR tap range, other sizes 
are available 

Blackburn parallel groove clamps are engineered 
high resistance to weathering, galvanic corrosion, vibra- 
tion and other enemies of good connections. Construc 
tion is of high-strength aluminum alloy, with rocker 
and spring action to counteract differences in coefficient 


of expansion when used for bi-metallic connections 


For complete information and test data, send for Bulletin #6007. Samples 


Jasper 


BLACKBURN 


1525 Woodson Road «+ Saint Louis 14, Missouri 


Corporation 





Inventories .. . 
Continued from page 80 


How to Dovel — your 


sales of Insulating Tapes 


example, has dropped fairly steadily 
in recent years. From 1.32 in 1957, it 
slipped to 1.25 in 1960. This crack- 
down on unneeded stocks may par- 
tially account for the lassitude of the 
1959-1960 business recovery. In some 
fields, of course, a growing number 
of new products and a wider variety 
of styling and colors tend to increase 
stock levels in relation to sales, off- 
setting other pressures to reduce in- 
ventories. Nevertheless, swings in in- 
ventory probably will not be as im- 
portant a factor in business ups and 
downs in the future as they have been 
in the past. 

However, soon after business re- 
bounds, inventories will shift from a 
negative to a positive factor in the 
business outlook. Businessmen will add 
to their stocks in a period of rising 
economic activity even though their 
additions to inventories may not be of 
the same magnitude as in previous 
post-war recoveries. 


Sales records have proved that insulating tape 
sales can be doubled, even tripled, by making 
a few short demonstrations for your customers. 


Here’s how Mr. Harold Epand, a tape distrib- 
utor salesman for Brite Electric Sales Corpora- 
tion, New York City, uses these convincing 
demonstrations: 


A cross-section through layers of 
plastic tape. Unretouched micro- 
photograph...magnified 20 times. 


A cross-section through layers of 
self-fused Okolite tape. Unre- 
touched micro-photograph...mag- 
nified 20 times. 


Ee 


Tax Message Praised 
With Reservations 
WASHINGTON, D.C. The Na- 
tional Association of Wholesalers has 
praised the President’s tax message 
for its endorsement of the reinvest- 
ment of earnings tax credit principle 


1. “First I point out that the materials in a splice must be as 
good as the corresponding materials in the cable. Everybody 
knows that the insulation compound on electrical cable is a 


OKONITE’S BASIC MARKETING POL!CY IS TO SELL TAPE THROUGH AUTHORIZED ELECTRICAL DISTRIBUTORS 
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solid material. But many insulating tapes never become solid 
materials when applied to a splice. These tapes permanently 
remain in the form of layers, held together by an adhesive. 
That’s why I demonstrate how Okolite or Okonite Insulating 
Tapes actually fuse together into a solid, non-porous wall— 
just like a cable’s insulation. 


“TI snugly wrap a six-inch length of this tape around a pencil. 
Because Okonite and Okolite are pure uncured Para rubber 
compounds, they will fuse together almost immediately. When 
the customer sees the solid wall of moisture-proof, void-free 
cable insulating compound, he’s 90% convinced right then. 


‘Then I clinch the sale by pointing out that the cost of using 
Okonite Tapes in a splice is insignificant. When you figure the 
labor and materials, and compare how much each contributes 
to the total cost of the splice, the cost of using Okonite materials 
is the cheapest insurance against power failures you can buy. 


‘Then I ask for the order... and usually get it.” 


Try this sales-making demonstration of Harold Epand’s—you’ll prob- 
ably double your Okonite Insulating Tape sales. Sell Okonite Tape 
(the yellow can) for splices up to 2,000 volts, Okolite Tape (the red 
can) for over 2,000 volts. 


Ask about Okonite’s splicing movies and tape calculator. They’re 
designed to help you increase your tape sales. 


THE OKONITE COMPANY 


Subsidiary of Kennecott Copper Corporation 
Passaic, New Jersey 


6470 Rev 


while expressing concern at the lack of 
inclusion of inventory and accounts re- 
ceivable in the measure of the amount 
of the credit. 

NAW president W. D. Jenkins, 
electronic distributor of Richmond, 
Va., said “The nation’s wholesalers and 
their retail and business-user customers 
have long advocated a tax credit, o1 
adjustment, based on the reinvestment- 
of-earnings principle. The President's 
endorsement of this tax philosophy and 
his statement of the compelling rea- 
sons are most welcome news. It will 
now be up to Congress to decide what 
the exact formula for measuring the 
credit should be.” 

[he wholesale association head then 
added, “The President’s recommenda- 
tion is lacking in recognition and un- 
derstanding of the capital problems of 
the vast majority of distribution and 
service business in that it ignores the 
necessity of increased capital invest- 
ment in inventory and accounts re- 
ceivable if these businesses are to 
grow.” 

The NAW president suggested that 
the appropriate committees of the 
Congress should give careful con- 
sideration to the reinvestment of earn- 
ings tax credit formula contained in 
the Ikard-Curtis-Sparkman bills, H.R 
2 and S. 2 
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Come in... relax ...and enjoy some mighty 
fine things for pleasant living! Sparkling Miami- 
Carey lighted bathroom cabinets... 

warm, laughing door chimes in 32 different 
styles (and the transformers to go with them) 
... famous Victor Ventilating Fans ...and 
Victor Cook-Mate Range Hoods for the prettiest, 
cleanest kitchens. For literature and complete 


price information on any of these products, 
write Dept:!EH-761,'Victor Ventilator Division, 
The Philip Carey Mfg. Company, Middletown, Ohio. 
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Now Available... the EASIEST 
CLINCHING fitting in the industry! 


COUPLINGS 
& CONNECTORS 


® Special Soft Steel for Easy Crimping 
@ Solid One Piece @® Rolled Thread 
@ Concrete Tight #& Competitively 
Priced @ 14”, 34”, and 1” Sizes. 


We lial 


ETP makes clinching easy with this new 

type coupling and connector. A dead soft 

steel—especially formulated and processed 

—is used for easy crimping. 

@ Precision rolled thread for 65% greater 
strength. 

© One-piece solid tubular steel — cannot 
open or spread. 

@ Sparkling corrosion-resistant zinc chrom- 
ate overplating. 

@ Far. exceeds requirements of UL file card 
No. 24788. 


CONNECT WITH @ FOR ECONOMY! 


ELECTRICAL TUBULAR PRODUCTS 


DAA | 4h ‘ \ 
RA A MASPET { NY 


CAPITOL CIRCUIT 





e In a recent speech, Atty. Gen. Robert F. Kennedy declared that 
Justice Department investigations have disclosed “serious price-fixing 
in almost every major community of the United S:ates.” Kennedy 
did not elaborate on this somewhat startling statement, but his intent 
was clear: He means to have the Justice Department do everything 
it can to eliminate any illegal pricing arrangements. 

Such comments also reveal how the attorney general has set the 
tone for antitrust enforcement under his jurisdiction. And, during 
the opening months of his tenure in office, the government's actions 
indicate antitrust attorneys are taking him at his word. 

Currently, the Justice Department is haggling with General Electric 
Co. about the content of consent decrees which would set forth spe- 
cific prohibitions under which G.E. could operate. The decrees are 
part of civil antitrust suits filed by the government as companions 
to criminal price-fixing suits in Philadelphia Federal Court against 
G.E. and 28 other electrical manufacturers. 

The government is taking a tough line in its approach to these 
decrees. It is insisting that provisions be inserted which would pre- 
vent not only a continuance of the proven price-fixing conspiracies 
among electrical manufacturers, but would also bar them from charg 
ing “unreasonably low” prices. This is designed to protect small 
companies from predatory pricing tactics by their large competitors 

G.E. is complaining that the clause is contradictory; that the 
Justice Department in effect is telling them to bring about vigorous 
competition in the industry, but not too vigorous. But it appears that 
the choice will be G.E.’s: Either sign the decree or take the entire 
civil suit to a trial. 

“I feel very strongly that price-fixing and bid-rigging are extreme 
ly harmful to the American system of free enterprise,” Atty. Gen 
Kennedy says. “We intend to investigate vigorously and we expect 
to move not only against the companies or corporations which have 
been responsible but also the individuals who have participated.” 


e This same tough line shows itself in other areas of the federal 
government. Lee Loevinger, Chief of the Justice Dept.’s antitrust 
division, has backed new legislation to give added tools to trust 
busters. One of these bills would allow the Justice Dept. to subpoena 
documents and information in a civil antitrust suit as it now can do 
in a criminal antitrust investigation before a grand jury. “The passage 
of this bill will provide an important and much needed improvement 
in the enforcement of the antitrust laws,” Loevinger said before a 
Senate subcommittee. 


e And in the House of Representatives, Loevinger gave his personal 
support to a bill which would force General Motors Corp. to rid 
itself of its auto financing subsidiary, General Motors Acceptance 
Corp., on the grounds that it gives G.M. too much economic power 
in the auto market place. This bill, Loevinger said, “seeks to remove 
serious competitive disadvantages suffered by independent financing 
institutions as compared to those who are affiliated with the motor 
vehicle manufacturer.” In addition, he suggested, auto makers with- 
out finance subsidiaries are at a disadvantage. 


e@ Finally, the Sen. Estes Kefauver’s Senate Antitrust and Monopo- 
ly Subcommittee, which conducted a noisy series of hearings into 
the antitrust violations in the electrical industry, has plans to come 
back with more. Subcommittee investigators right now are poring 
over documents from the companies in an effort to spot evidence of 
price-fixing conspiracies among electric motor makers. Motors were 
not included in the original government complaints against the in 
dustry and Kefauver hopes to uncover enough evidence of a con 
spiracy to allow the Justice Department to take further action 
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This is LIGHTING 


An entire price book devoted exclusively to com- 
mercial and industrial lighting equipment, includ- 
ing fluorescent and incandescent fixtures, flood- 
lighting and accessory equipment. It is completely 
illustrated, kept up to date continuously and is a 
tremendous timesaver for those who estimate, 
buy, sell or quote lighting. 





( National 
Price Service 


13601 EUCLID AVENUE « CLEVELAND 12, OHIO 
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Use the coupon to obtain complete index, sample 
sheets and application form ... without obligation. 


oF 








NATIONAL PRICE SERVICE DEPT. B-17 
13601 Euclid Avenue , Cleveland 12, Ohio 


Please send complete details about 
your “Lighting” price book to me. 
Nome 

Title 

Compony 


Address 











1200 line items per operator per day is easy, 
when you... 


improve input’ oficiemay FOO 7G * 


ViSIrecord’s split-second record location has gained inter- 


national recognition as ‘the world’s fastest record-keeping 
system.” 

ViSirecord speed and convenience, minimizes floor space 
requirements, operator fatigue — and increases productivity 
and accuracy. 

When applied with IBM input equipment VISIrecord com- 
plements their speed—and improves the production and ef- 
ficiency of the operator. Punched cards are instantly refiled 
in their determined position, excluding misfiling and elimi- 
nating idle machine time. 

Your ViSirecord Systems Specialist is ready and able to 
provide proof of related accomplishments achieved by thou- 
sands of satisfied customers. 

Meanwhile write for Case Histories and list of satisfied 
companies in your industry. 


*ViSirecord User Report furnished on request gilreco, 
Y 


ViSlrecord, inc. 


375 PARK AVENUE, NEW YORK 22, N. Y. 


1961 Visirecord, inc 


Systems Specialists in Principal Cities 


In North Carolina there’s an... 


All Electric Community 
Being Born On 450 Acres 


WINSTON-SALEM, N.C.—A lux- 
ury community of total-electric homes 
has been developed in a 450-acre 
tract of rolling countryside and lakes 
near this southern city. 

Called Grandview, the new com- 
munity now consists of 20 homes 
awarded the Gold Medallion for ex- 
cellence in electrical appliances, wir- 
ing, “Light for Living” and electrical 
heating. Provisions for 366 homes have 
been made by the builder, Grandview 
Construction Co., according to Vice 
President O. T. Fowler, Jr. 

In order to attract professional peo- 

ple to Grandview, Fowler decided to 
match his high construction standards 
with high quality electrical design. In 
recognition of his success, Duke Power 
Company awarded the national Gold 
Medallion to Grandview, assuring 
prospective home-owners of high elec- 
trical system quality. 
e Features — The two-story brick 
homes feature open-beam ceilings 
parquet floors and intercom systems 
for communication inside and out. 
[he eight room, three-bath residences 
have two-car carports and open beam 
overhangs for walkways. Each home 
is situated on a 150- x 250-ft lot 
Many of the luxury residences will 
face one of the nine lakes in the 450 
acres. 

Included among electrical features 
are built-in cooktop and oven, dish- 
washer, disposal unit, electric water 
heater and electric baseboard comfort- 
heating. Fowler pointed out that his 
homes supplied not only the comfort 
and convenience of electrical equip 
ment, but that the flameless, fumeless 
electric heating reduces dust potential 
to a minimum. 

Electrical system design, product 
specifications and lighting requirements 
were developed by the local General 
Electric representative from Walker 
Martin, Inc., of Raleigh, N.C. 


EEIl Convention: 





Government Power 
Dominates Discussions 


NEW YORK—tThe threat of gov 
ernment expansion in the electric 
power field was the dominant topic 
of discussion at the 29th annual Edi- 
son Electric Institute Convention held 
in New York City last month 

EEI President Philip A. Fleger 
accentuated the subject of federal en 
croachments into the power industry 
in a closing speech at the convention 
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He can make or break sales. He’s the guy with the answers. 
He’s the distributor’s inside salesman. € He’s expected to 
' have the knowledge of an encyclopedia, the patience of a 
polar bear, the speed of an antelope, the accuracy of a UNIVAC 


and the tireless feet of a race horse. € Everybody wants everything in a hurry, 
wants a “price,” wants to chat, wants help in buying supplies. His Jos: turn wants 
into sales, customers into friends. His TooLs: his feet and his head. Rome Cable 
Division of Alcoa can do little for his bunions, but plenty for his brains. €_ Today he 
has more backing and help than he has ever had before, through the combined 
strengths of Rome and Alcoa, integrated into a single sales force. These men are 
ready to draw upon their experience to help you solve customer problems or improve 
selling techniques. €_ Keeping your inside sales- 4 ALCO 
men up to date keeps us on the go. Rome Cable COA 


Division of Alcoa, Dept. 17-11 Rome, New York. A R renee CABLE 


Ss N 





CITY ELECTRIC SUPPLY CO 


MEUTEAL MESSENOER 


© OUPLEX TYPE 


MEUTEAL MESSENGER 





customer 
savings 
with... 


FREE 
NTETUCTING ** SURVEY 


CORD LENGTHS TO 
FIT YOUR NEEDS. 


HEAVY DUTY PIS- 

TOL-GRIP PHEN- FREE 
OLIC HANDLE. 

HEAVY DUTY 

NEOPRENE CORD 30 DAY 
OUT ? 

light and power where and TRIAL 
when needed 


: 2 a RR Sa 
1 FREE SURVEY 
On-the-spot free plant check-list survey will help 
your salesmen increase multiple sales of Cordomatic 
Reels. Survey shows how these versatile reels can 
be used for regular operations and economical 
uses often unobserved. 


2, FREE 30 DAY TRIAL 


Will sell your customers and prove the functional 
value of Cordomatic Reels in maintenance savings, 
safety and convenience. 


BACK-UP CAMPAIGN 
Will presell your prospects—-ADS IN 14 TRADE 
PAPERS, direct mail campaigns and special pro- 
motions throughout the year, will start at once and 
stimulate thousands of inquiries for you. 


Move into volume sales with these highly profitable 
Cordomatic Reeis. A reel for every purpose: Main- 
tenance, OEM, production, safety. (See detailed 
information on reel types and uses in box at bottom) 


OUTLASTS 25 ORDINARY DROP CORDS 


MAINTENANCE REELS: Heavy duty drop light reels, cable 
balance reels, do-it-yourself (portable tool) reels 
USES: Shop maintenance e Material Handling Equipment e 
Stock Rooms e Loading Platforms « Warehouses « Con- 
struction Work © Vehicle Maintenance etc 

PRODUCTION REELS: Heavy duty drop light reels, cable balance 
reels, electric balance reels, do-it-yourself (portable tool) 
reels 
USES: Bench Work © Production Lines ¢ Construction 
Work © Tool suspension etc 

SAFETY REELS: Static discharge reels, grounding type reels 
USES: Bulk transfer of combustible fuels ¢ Fuel servicing 
equipment © Fuel consuming equipment 

GROUNDING TYPES TO MEET ELECTRICAL CODES. 

CUSTOM DESIGNED REELS TO MEET SPECIFICATIONS. 





SEND COUPON TODAY! 








17th & indiana Ave., Phila. 32, Pa. 


pe a 

s CORDOMATIC REELS, PHILA. 32, PA. 

PLEASE SEND COMPLETE INFORMATION ON: 
30 day trial offer Catalog & pricing data 
Plant survey Promotion campaign 


NAME.. 


COMPANY 


SEE EEEE EERE EERE |S 


ADDRESS...... 
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'2% Cash Discount Terms 
Promote Better Relations 


How will at least one distributor respond to a supplier 
action if he feels it in his interest? The following ex- 
change of correspondence is self-explanatory . . . 





COPY OF TELEGRAM 
May 15, 1961 


Englewood Electrical Supply Company 
5801 South Halsted Street 
Chicago 21, Illinois 


Cancelling your current Sylvania Fixture Agree- 
ment. Here's why. Effective today Sylvania im- 
proves cash discount to 2 per cent 15th prox. 
More favorable terms counteract tight money 





policies and ''slow paying" Accounts Receivables. 
No better terms in fixture business. Sylvania 
representative will contact you to sign new Fixture 
Agreement and discuss details. 


George W. Clark 
Sylvania Electric Products Inc. 
Wheeling, West Virginia 





OUR REPLY TO ABOVE: 





May 16, 1961 


Mr. George W. Clark 
Sylvania Electric Products Inc 
Wheeling, West Virginia 


Dear Mr. Clark: 


A great big cheer is in order upon receipt of your tel- 
egraphic announcement changing terms of payment in 
conformance with the expressed desire of many distri- 
butors. 


Your representative will be more than welcome, not 
only for the declared purpose of signing a resulting 
new agreement, but also to have us give a harder look 
at the possibility of a closer relationship in greater 
volume that surely is recommended by your cooper- 





ative policy. 


Very truly yours, 


ENGLEWOOD ELECTRICAL 
SUPPLY COMPANY 


George Albiez 
President 
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New from Johns-Manville! 





Now! Sell the finest plastic tape... 
in the handiest dispenser! 


THIS BRAND-NEW DISPENSER 
makes handling plastic electrical 
tape far easier than ever before! 
Far safer, too, because the cutter is 
permanently shielded .. . can’t snag 
hands or clothes. 

From beginning to end, your cus- 
tomers will save time and trouble 
with J-M Dutch Brand Plastic Elec- 
trical Tape in this great new dispen- 
ser. And they will like all ten of the 


% 
) 


oe 


JOHNS-MANVILLE ¥j¥j 


important advantages shown on the 
right. 

But, see for yourself! Get all the 
facts on Dutch Brand® Plastic Elec- 
trical Tape in the handy new dis- 
penser from your J-M Dutch Brand 
man. Or write or wire E. H. Wells, 
Vice President, Dutch Brand Divi- 
sion, Johns-Manville, Box 14, New 
York 16, N. Y. In Canada: Port 
Credit, Ont. Cable: Johnmanvil. 


HWS MAWVIL 


DUTCH BRAND ELECTRICAL TAPE #? 


IMPORTANT ADVANTAGES! 


S. Pe rmanent 7) shielded 
2. No moving ; 
clothes! 3. Can't dull 
4. “Tape-and-tear” with « i 
&. Special “grip-strip” for faster 
starting! 6. Full 66’ of finest pla 
tic electrical pe made! 7. fF 


loaded s. Protec 

tape against dirt, grease! 9. Big 
center hole for easy handling! 10 
COSTS NO MORE THAN TAPE ALONE! 


. ready to go! 





FORMULA 


ELIMINATES THE 

HARMFUL EFFECTS 

OF MOISTURE ON 
ELECTRICAL AND ELECTRONIC EQUIPMENT 


ELECTRICAL INDUSTRY 


eS stock this new product for 


.. LARGE VOLUME 
. REPEAT BUSINESS 
.. FAVORABLE MARK-UP 


CRC 2-26 distributors everywhere are telling the same story 
... high turnover—excellent profits. With this new 

formula, CRC 2-26, you can eliminate many products having 
limited application, such as penetrating oils and preservative 
chemicals that now take up room on your shelves. That’s right! 
Stock only one product, CRC 2-26. As a result, your volume 
will increase, you’ll get more repeat business and profit. 

You'll save money too, by having to stock only one product. 


CRC 2-26 is an outstanding product for the electrical market 
that drives out moisture and forms a continuous molecular 
film that prevents the re-entry of moisture. CRC 2-26 
eliminates the effect of wicking, reduces electrical failures and 
costly downtime. Electrical characteristics which deteriorate in 
moist and humid atmospheres, are fully restored by treatment 
with CRC 2-26. It will not interfere with conductivity 

of contacts or commutators and prevents corrosion 

of ferrous and non-ferrous metals. CRC 2-26 will not arc and 
has a beneficial lubricating effect on moving parts. 


FOR INFORMATION on the many places that can benefit from 
CRC 2-26 as well as proven methods of selling it, write or call 
CorROSION REACTION CONSULTANTS, 

116-2D Chestnut Street, Philadelphia 6, Pa., WAlnut 5-0200. 


CRC 


PROGRAMS FOR ® 
PREVENTIVE 
MAINTENANCE 


FORMULA 


ELECTRICAL INDUSTRY 


Charge Canadian Firms 
Sell Cut-Rate Cable Here 

WASHINGTON — The General 
Cable Corp., New York, N.Y., has 
filed a complaint with the Treasury de- 
partment about what it considers cut- 
rate pricing of insulated telephone 
cable sold in the U.S. by three Can- 
adian concerns. The company filed a 
complaint charging the Canadian com- 
panies with violation of the U.S. anti- 
dumping law. The Treasury Depart- 
ment has indicated it will begin a pre- 
liminary investigation to see whether 
the charge is true. 

The three Canadian concerns men- 
tioned in the complaint are Northern 
Electric Co.; Phillips Electrical Co., 
Ltd.; and Canada Wire & Cable Co., 
Ltd. The complaint charges them with 
selling telephone cable in the U.S. at 
prices ranging from 28% to 38% be- 
low the comparable prices in Canada. 


Contractors Praise 
Profit Workshop 


NEW YORK—A “trial-run” of the 
Commercial Wiring Profit Workship, 
sponsored by the National Wiring Bur- 
eau, has been applauded by 20 elec- 
trical contractor participants, accord- 
ing to bureau officials. 

The concentrated, one-day 
at a Baltimore hotel, April 20, was a 
day of bustling activity. The tight 
schedule was organized around such 
topics as Creative Selling and Sales 
Tips, Local Market Analysis, and 
Lead-Getting and Promotion Oppor- 
tunities in the commercial moderniza- 
tion field. 

Discussions were keyed to five serv- 
which an contractor 
might offer (lighting, 
tronics, modernization 
tenance), and to various categories of 
customers. Object: to help contractors 


become better salesmen. 


session 


electrical 
heating, 
and 


Ices 
elec- 


matin- 


AHLI Says: 


April Distributor Sales 
Record 5.2% Decrease 


CHICAGO — Distributor 
showed a 5.2% decrease for April of 
this year as compared to *60 sales. Of 
21 firms reporting, 13 recorded a sales 
decrease while 8 registered an increase 
1961 sales for April totaled $296,76( 


as compared to $312,953 for last year 


sales 


The sporadic nature of distributor 
sales during the past year as reported 
to AHLI serve to point out that de- 
creased sales have not been prevalent 
in every marketing area. There have 
been strong areas, but not enough of 
them to offset the losses in the weaker 


ones 


ELECTRICAL WHOLESALING—July, 1961 








- we mee 7 


CIRTUBE 
KMI 


its 





i . ’ £ ss 
OTE sanenaneiain 





eC 
Hale 
On. 
O 





en 





Shown here unplated 


The other one is ordinary EMT that failed early in a pressure test. CIRTUBE EMT held up 
far beyond UL requirements. The reason: continuous induction welding, by far the best 
technique for making bead-free, split-free welds on high quality EMT. 

The benefit: your men get easier, neater bending without kinking or flattening—and they 
get it right the first time around. Add easy fishing, a good-looking, life-time finish, easy-han- 
dling bundles and fast, friendly service—and you'll know why more and more contractors 
are specifying CIRTUBE EMT. 


Ask for it on your next job—you’ll like working with it. 


CIRCLE WIRE & CABLE CORP. 


SUBSIDIARY OF CERRO CORPORATION 


PLANTS: Maspeth and Hicksville, N.Y. SALES OFFICES & WAREHOUSES: In a 


Rubber Covered Wires & Cables + Varnished Cambric Cables - Plastic Insulated Cables - Neopre 














TAKE YOUR CHOICE 





TSP's 
COMPREHENSIVE WHOLESALE 
PRICE BOOK 


Over 4,000 pages covering all 
types and brands of construc- 
tion materials that normally are 
carried by electrical supply 
distributors. 


OR 


TSP’s 
ELECTRICAL TRADE BOOK 


and 
completely 
illustrated 
price book 
is sufficiently 
condensed for easy carrying by the 
salesman. 


For detailed information, 


fill in coupon, mail TODAY! 


nade —. 34] E. Ohio St. 


eruéce Chicago 11, Ill. 


“blications 


INCORPORATED 


Please send FREE brochure on 
TSP ELECTRICAL PRICE 
REPORTERS checked below: 


] COMPREHENSIVE WHOLESALE 
PRICE BOOK 
a 
[] ELECTRICAL TRADE BOOK 








Signed By 


Street 





City & State (Please Print) 








TWO MAJOR plants of a projected multi-plant set-up (above) are highly automated 
and integrated. Included in present double plant operation are 45,000-sq ft copper 
rod rolling mill plus adjoining plant with rubber mill and wire insulating mill 


Automation is Feature in New 
Wire and Cable Plants 


Continental Copper and Steel unveils two $10 million 
plants to be operated by Hatfield Wire and Cable Div. 


LINDEN, N.J. — On June 7th, 
1961, Continental Copper & Steel In- 
dustries, Inc., formally opened to pub- 
lic inspection, the first two major 
plants of a projected multi-plant, 
highly automated and integrated man- 
ufacturing complex for the produc- 
tion of wire and cable 
e Features—The two plants, built 
at a cost of $10 million, are already 
in operation. They include 

1. An electronically controlled and 
automated, 45,000-sq ft (“L” shaped, 
single level), $3 million rod-rolling 
mill. The mill is designed to turn out 
265-lb. copper bars, 52-in. long 
(about the size of a railroad tie) into 
coils of 5/16-in. diameter rod. 

[he only human help required for 
the rod rolling operation is a lone 
engineer to pre-set the mill's auto- 
matic controls and watch the opera- 
tion from his position in the control 
point. Two men are needed to oper- 
ate the overhead crane and the fork 
lift trucks for loading and unloading 
Including the maintenance men, the 
plant has eight employees. 

2. An adjoining plant combines a 
rubber mill which is said to be capa- 
ble of producing five tons of rubber 
compound an hour, and a wire in- 
sulating mill which is designed to turn 
out 1,000 miles of finished wire a day 
at peak capacity. The latter is said 
to use the latest automatic processes. 
e More To Come—Built and oper- 
ated by the company’s Hatfield Wire 
and Cable div., the two new plants 
are said to be part of an overall 


LONE engineer is needed to monitor 
rod rolling mill’s automatic controls 
Two men operate overhead crane. Includ 
ing maintenance men, plant employs 8 


plan for the division’s expansion. 

According to company president, 
M. S. Gordon, there are in blueprint 
stages, the following additions to Con- 
tinental Copper and Steel’s 63-acre 
planned complex: (1) a 100,000-sq 
ft drawing wire mill to fabricate cop- 
per and aluminum wire from rod; 
(2) a plant for production of plastic 
coated wire and cable; (3) a refinery 
to produce electrolytic copper bar 
from ore 
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New, improved HUNTER electric heat... 
FORCED AIR BASEBOARD 


weess The best feature 
w2Z2ee in the Hunter Fo 
eC —— 
=F EF unit the ideal ch 
thermostat opto! 
= matic cut-out give 
Arrows show fiow of air drawn 
into unit, heated evenly, and dis- 
tributed over a wide area. HUNTER TRADE 


surface-mounting 


HUNTER 
ELECTRIC 


34°-long unit installs against wall 


} 
j 
j 


HUNTER BATHROOM CONVECTION BASEBOARD 
Highly efficient unit has chrome face-plate and white 
casing to blend with standard bath fitting 
Thermostat control is end-mounted for easy acces 








HUBBELL DUPLEX ADAPTER 


15 A., 125 V. 


Hubbell Duplex Adapter No. 5291 is 
easy to attach. Just remove screw hold- 
ing metal or plastic plate to 2-wire 
receptacle. Leave plate in place. 





Adapter plugs into 2-wire receptacle. 
Screw A will go through plate to 
grounded box. It is connected to both 
U-slots of adapter. 





Tightening Screw A establishes adapter 
ground in a grounded system. if the 
system is ungrounded, connect adopter 
es shown at right. 





When an existing system is not prop- 
erly grounded, the adapter may be 
grounded by connecting a grounded 
wire to green hex Screw B. 








FAST TEMPORARY CONVERSION 
TO 3-WIRE GROUNDING SAFETY 


This polarized, plug-in adapter 
converts 2-wire duplex recep- 
tacles used with grounded or 
ungrounded systems to tempo- 
rary 3-wire grounding recep- 
tacles. Landlords find it a great 
convenience when tenants re- 
quiring 3-wire facilities cannot 
postpone occupancy until re- 
wiring is completed. 

To make a conversion, noth- 
ing in the existing system has 
to be removed except receptacle 
cover-plate screws, to make 
room for a captive screw in 
each adapter. This captive 
screw acts as a conductor from 


HARVEY 


[oie era 
1} | » () Bridgeport 2, Connecticut 


the two U-slots to the grounded 
system, For use with recep- 
tacles in ungrounded systems, 
there is a green binding screw 
to permit connection of an in- 
dependent ground wire. Either 
way, the electrically independ- 
ent blades and contacts con- 
tinue existing split circuits. 

The polarized adapter oper- 
ates in any parallel or T-slot 
duplex receptacle with metal or 
plastic cover plates. Brown or 
ivorine bakelite, for 15 amperes, 
125 volts. Size: 1.4” from plate, 
3.3” high, 1.75” wide. 


of PAG, 
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INCORPORATED 


In Canada: Scarborough, Ontario 


Pending NAED Regional To 
Feature Team of Experts 

NEW YORK—tThe third annual 
NAED central regional meeting (July 
23-26) will be held at the Edgewater 
Beach Hotel in Chicago, Ill. An “all- 
professional team of experts,” says 
the Association, will conduct and pre- 
side over the NAED Workshop Pro- 
gram sessions. This is the first time, 
adds NAED, where specialists of this 
type will become a “vital part” of the 
Assn.’s regional meeting program. 

e Line-up—Here is a partial line-up 
of experts who will be present: 

W. H. “Bill” Gove—Bill Gove Or- 
ganization, sales consultants of Coral 
Gables, Fla. Gove has been in sales 
work for 25 years. 

Edward O. Kallmann—outstand 
ing coordinator and instructor of the 
NAED management institute pro- 
gram on credit and collections. He 
will preside over a series of workshop 
sessions on the pitfalls to watch for in 
financial management. Kallmann is ex- 
ecutive vice president of the Sta- 
tioners and Publishers Board of Trade, 
N.Y.C. and adjunct professor at New 
York’s Pace College. 

Robert A. Longman, Esq.—a 
member of Breed, Abbot and Mor- 
gan (NAED’s legal counsel for more 
than 40 years). Longman will con- 
duct a series of workshops on legal 
matters affecting the businesses of 
both distributors and manufacturers 

George D. Wilkinson, PhD.—heads 
up his own management consulting 
firm and will conduct workshops on 
inventory management. He has been 
a consultant to more than 150 whole- 
sale companies as well as to a num- 
ber of wholesale distributor associa- 
tions during the past ten years 

Each workshop session will be re 
peated throughout the course of the 
hours. Each session will last two 
hours. Besides the workshop pro 
gram, there will be a general meeting 
of all members and manufacturers at 
which time the full convention will 
hear from electrical industry speak 
ers. In addition there will be a full pro- 
gram of entertainment, including spe 
cial events for the ladies 





BULLETIN 

Major steel and aluminum conduit 
producers have announced discon- 
tinuance of the 5% discount to dis- 
tributors. The cut is effective, from 
July 1, with Triangle Conduit & 
Cable Co.; General Electric Co.; and 
Pittsburgh Standard Conduit Co. In 
the former two the cut applies to 
steel only and in the latter it applies 
to both aluminum and steel conduit 
National Electric Div., H. K. Porter 
Co., Inc., Kaiser Aluminum and 
ALCOA will follow. 
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4 4 Before you buy... check . 


FORCED AIR HEATERS 

















RADIANT WALL HEATERS 





"ASCO 


ELECTRIC HEAT 







IN ANY ROOM... 

IN ANY HOUSE... 
FASCO ELECTRIC HEAT 
OFFERS “EASILY 
INSTALLED" 
QUIET COMFORT 


Whether installing one unit for supplementary heat 
or utilizing the full Fasco heat line for a new home, 
you get economical, simple installation together with 
room-by-room comfort control and quiet perform- 
ance. Facso baseboard, radiant wall, and forced air 
heaters have slim, neat styling, scientifically directed 
air flow, rugged dependability that eliminates call 
backs. High-efficiency heating elements give clean, 
uniform, draft-free heat quickly and quietly. 


Taken together, these are the extra values that make 
Fasco electric heat a standout. Check for yourself to 
see how Fasco electric heat ‘ ‘fits the bill’’ for installer 
and user. Use it in the ceiling, floor, wall—upstairs 
and downstairs—in any size home, in any size room. 


Write Fasco Industries, P. O. Box 509, Rochester 2, 
New York, for complete full-line catalog and any 
heat installation information required. 


BASEBOARD HEATERS 


INDUSTRIES, INC. ROCHESTER 2, NY. 











*. 
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ira L. Arkin Company* 


H. G. Anschuetz* 
4929 North Damen Avenue 


113-115 North 23rd Street 
Philadelphia 3, Pa. Chicago 25, Illinois 
Arbeiter Company* Brenner Electrical Sales* 
3721 Washington Avenue P.O. Box 51 

St. Louis 8, Mo. Houston 1, Texas 


96 


John M. Fincke Company* 
1848 North Main Street 
Los Angeles 31, California 
Herman 0. Gerdts 

415 Lexington Avenue 
New York 17, New York 


Heimann Company* 

1711 Hawthorne Avenue 
Minneapolis 3, Minnesota 
Heimann Company* 

1401 Fairfax Trafficway 
Kansas City 41, Kansas 


Cornish... the complete line of cord sets and molded components 


Cornish... the complete line of electronic wires 


Cornish ...the complete line of flexible cords and thermostat wires 


Howard & Goepp Company* 
1301 6th Street 

San Francisco 7, California 
Everett Jones 

4040 Mayfield Road 
Cleveland 21, Ohio 


L. Morris Landers Co.* 

251 Spring Street, S.W. 
Atlanta 3, Georgia 

H. L. Linder Elec. Sales Co.* 
3911 Joy Road 

Detroit 6, Michigan 


ELECTRICAL WHOLESALING—July, 1961 


See ee 

























SS" See eee nae —————————— 








soe - nee — 











29 First Avenue West 


Cincinnati 2, Ohio 
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When you stock Cornish, you 
get the unabridged triple-bar- 
relled line of cord sets with 
the widest selection of molded 
components available to in- 
dustry, flexible cords, ther- 
mostat wires and electronic 
wires. Only Cornish is really 


complete, sold to you through 


accredited jobbers and backed 
by a coast-to-coast network of — 
20 sales offices and 13 ware- 
houses for fast deliveries. Call 


: your Cornish representativeto- 


day-start your sales growing | 
with the complete Cornish line. 


5 ~~ : x . BS 
A. J. Neison Company 
710 E. Louisiana Ave. 
Denver 17, Colorado 
Norden, Jr. 
4 Moraine Stree 
J i lai : 












VOUVVANA ALANA 


3-WAY PIPE THREADER 


No. 30-A threads %”, 2” and %”. 
No. 31-A threads '2”, %” and 1”. 


Here’s an extra-sturdy threader that’s instantly ready to 
thread any of the three conduit sizes most used. Each die-set 
is locked in place . . . can’t get lost. Yet dies are easy to reverse 
for close-to-wall threading. Centering guide keeps conduit 
straight for true-threads every time. Twin handles double 
leverage for easy thread cutting. Choice of long-wearing alloy 
or high-speed steel dies. Straight conduit dies also available. 


For steady contractor sales, stock and display these extra- 
handy 3-Way Pipe Threaders! You'll want the new Ri@aib> 
Conduit Benders on hand, too. Send your order today! 


Fallacies of Debt 


Continued from page 51 


cause their receivables were not im- 
mediately collectible and their debts 
too heavy and impossible to liquidate 
The banks were heavily involved be- 
cause of their laxity in this respect 
The result was an undeclared mora- 
torium; otherwise, we would have ex 
perienced a great many more failures 
among electrical wholesalers. The old 
established institutions were the hard- 
est hit. The upstarts were fortunate 
in that their ability to accumulate 
debt was sharply limited. Otherwise, 
many of them would have gone the 
way of their larger brethren. 

Debt from inventory accumulation 
is in most cases inexcusable. Too 
many warehouses are glorified junk 
shops. Obsolescence, whether due to 
improved products replacing older 
items or new products that bring 
about radical changes in construction 
methods, have to be dealt with 
promptly. Too many buyers who are 
unduly price conscious make the mis 
take of buying in larger quantities 
than their turnover permits. When 
one item or a class of items becomes 
obsolete the large buyer is faced with 
an immediate loss. It is in that case 
far better to either sacrifice these 
materials or to junk them. These 
should not remain in inventory to 
give a false picture of the condition 
of the business. 

Too great a percentage of obsolete 
inventory distorts the financial status 
of the business. The size of the in 
ventory in relation to all the other 
factors that enter into business judg- 
ment spells the difference between a 
business that is solvent and one that 
is insolvent. Debt is also an important 
factor in the theory of turnover of 
inventory. Fast turnover of inventory 
induces a low gross profit and the 
volume of sales can and does often 
hide the disparity between debt and 
the financial ability to carry it 

In this discussion, I have in mind 
the independent distributor who does 
not have access to public capital. It 
is a bad mistake to mushroom their 
operations even in the most favorable 
economic climate. I know of one 
case that is being operated entirely 
on outside capital. The business has 
mushroomed to_ ridiculous _ pro- 
portions. Lack of control is plainly 
evident in their pricing practices even 
if extra discounts resulting from 
quantity purchasing are available to 
them. A _ deep economic decline 
would blow them away like so much 
chaff before a high wind 

Another fallacy that is dangerous 
to independent business is that of the 
2% monthly discount rate in the 
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QUART2ZLITERS- 


SCIENTIFICALLY DESIGNED FOR 


e Maximum controlled light output 

e Efficient operating temperature 
e Economical first-cost versus light-output ratio 
e Versatility of application 


Design objectives have been accomplished in the 
STEBER 7000 series Quartzliters through the choice 
of ideal dimensions, beam spreads, method of 

cooling and materials that assure long life with 
minimum maintenance expense. 
You get true, full performance from the new 500 
and 1500 watt Quartz-lodine lamps when you 
use STEBER Quartzliters. 


¢ p a 


x MA hers! hol 


Y/ LID LILI {7 
4 eames 


Meta! to metal contact cooling 
Reflector nests in tact with 
nternal fins whic onduct 


heat to outer fin surfaces 


Wide, medium and narrow beam spreads to 
suit all applications for fighting: building 
facades, signs and poster boards, parking 
areas, golf driving ranges, race tracks, sports 
areas, amusement parks, playgrounds, load 
ing docks, outdoor construction 


e Cast aluminum, dual-fin cooled 
e Aluminum Anodal reflectors 
e Thermal-shock impact-resistant lens 


e Stainless steel hardware 


Swivel Mounting 
Enclosed Wiring 


STEBER The Pyle-National Company 


2700 Roosevelt Road, Broadview, IIlinois 





242 Anderson Street, Los Angeles, California 


DIVISION Aiso Manufactured in Canada by Pyle-Nationai (Canada) Ltd., Toronto, Canada 


4 
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HOW GOOD IS... 
i~o9 
AN IMITATION Aniptrap : 





, < 


600 Volts 
or less 


Y 
VS IMITATIONS 


Amp-traps are our products. We originated and developed them. We alone 
manufacture them. They are so good that others are now imitating them. 
This is flattering because it indicates Amp-trap is superior. But, don’t be 


confused by imitations. i“ 
Amptrap’ 


VS SUBSTITUTES 


” «6 


“Just like Amp-trap.” “As good as Amp-trap.” ‘Works like Amp-trap.” 
“Better than Amp-trap.” These are the deceptive phrases that imitators 
must use. Without them they can neither explain nor sell their substitutes, 


NOTHING TAKES THE PLACE OF 


Anipirap’ 


Whenever you need Amp-trap, you want Amp-trap — not an imitation or 
a substitute. Amp-trap is a very special current limiting device with high 
interrupting capacity. Regardless of claims, imitations aren’t enough. More 
than 27 patents prove it. Nothing takes the place of Amp-trap! For your 
own protection specify Amp-trap. Then — make sure you get it. 


=~ Pnipinip”= Late tt The Serith” 
> tHe CHASE-SHAWMUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


Subsidiery of |-T-E CIRCUIT BREAKER CO, 
ee ee ee ee ee ee eee ee eee ee ee ee ee ee ee eee eee ee 


Sy, Ue. yp G&G FG ®. 


Anipirap P Tri-onic) = td -" C-Q-T TRIOWET” ont OCT rime 


event the customer does not discount. 
This seemingly justifies the independ- 
ent distributor in the investment busi- 
ness. Actually this sort of thing is a 
banking function and belies the oft 
repeated statement that the distribu- 
tor does not belong in the banking 
business. He strains his capital struc 
ture beyond safe limits. The end 
result is that he sells himself to the 
banker, and the banker in turn be- 
comes a part of the supply business 
This does not make sense, but it does 
make for needless debt: the kind of 
debt the independent distributor can 
not afford. 

Fair pricing and fair profits with 
out debt and without bleeding the 
business and the profits ploughed 
back into the business as much as is 
feasible create a sound basis for the 
growth of a business. But this growth 
is good only within safe limits. A busi 
ness should never grow beyond the 
ability of its management to control 
every phase of the business opera 
tion. To go beyond safe limits of 
growth is to ask for trouble and for 
debt. Debt is trouble, and business 
men should avoid this kind of trouble 
as they would avoid contaminated 
drinking water 

The result of debt and fast growth 
can and often results in a financial 
hemorrhage from which it is difficult 
and too often impossible to escape. 





NEWS 





Edison Installed 
In Hall Of Fame 


NEW YORK Thomas Alva I di 
son was installed in the Hall of Fame 
for Great Americans last month and 
hailed as the “immortal symbol of our 
Technological Age” and the “father 
of modern research.” 

In the principal address, Brig. Gen 
David Sarnoff, chairman of the Radio 
Corporation of America, declared that 
“today, with the lead-time of survival 
perilously narrowed, we need more 
urgently than ever the Edisons who 
can imbue our research enterprises 
is he did, with a high sense of direc 
tion and dedication.” A bronze bust 
of Edison was unveiled by two of the 
nventor’s children 

Edison became the 86th individual 
to join the immortals whose busts 
line the colonnade of the Hall of 
Fame on the University Heights Cam 
pus of New York University 

Other speakers at the ceremony 
included: Sherman R. Knapp, presi 
dent, Edison Electric Institute; Wal 
ker L. Cisler, president, Detroit Edi 
son Company and the Edison Founda 
tion; and Thomas W. Martin, chair 
man, Alabama Power Co 
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CONNECTING TWO GREAT LINES 


TO BRING YOU BETTER VALUES IN 


ELECTRICAL FITTINGS 


STEEL CITY | — Now 


most 


“Biggest name in boxes” is complete 
. line of 


fittings 


Steel City meets your every need with a 
complete line of EMT fittings: Complete range 
of sizes m Full range of off-set fittings = 
All fittings accurately sized and fully 
threaded m Heavy gauge steel lock nuts = 


ONG 
ee 


TWO-PIECE 


FIRST in boxes... now FIRST in fittings... and ALWAYS FIRST IN QUALITY 


ELECTRIC COMPANY 


Subsidiary of American -Marietta Company 
PITTSBURGH 33, PA 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales . . . makes Electrix the most 


outstanding line in its field. 


Why not sell the best. . . espe- 
cially when profits come bigger 
and easier. Sell Electrix Vinyl 


Cube Taps. 








IN addition to being raised or lowered 
to any desirable height, the horizontal 
spacing of the lamp racks can also be 
adjusted to suit individual preferences 


PURPOSE of this lighting laboratory is 
to test and evaluate luminous ceiling ma- 
terial. Luminous ceiling has been raised 
and lamp racks lowered close to ceiling 


ALL types of luminous ceiling material 
HERE luminous ceiling has been lowered can be easily installed in the overhead 
and lamp racks have been raised [-bar structure by just one man 


Lighting News: 


Lab Tests the ‘Light’ Amount 


Luminous ceiling material is tested and evaluated to 
determine the amount of useful light in a room. 





opportunity to determine more accur- 
ately the coefficient of utilization—or 
amount of useful light in the room 
Steele said the test experiments will 


laboratory to test and evaluate 
luminous ceiling material has 
been put into operation in Berkeley, 
Calif. result in more efficient and better 


A\ ieerstry toe and unusual 


The lab is constructed so that on- 
the-job room conditions of commer- 
cial, industrial and residential areas— 


lighting at the working plane or desk 
top level, where it is most important 
The lab will also permit company 


including ceiling height, beams and 
ductwork—can be exactly simulated 
and tested prior to installation, accord- 
ing to R. C. Steele, president of Hexcel 
Products Inc. This will provide the 


CORPORATION 


Ashton * Rhode Island 


102 


engineers to evaluate the increasing 
merits of luminous ceiling materials 
and various types of lighting fixtures, 
the correlation between high output 

Continued on page 106 
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KNOW YOUR 


lees THE SAFETY SWITCH THAT CHALLENGES COMPARISON ... 


Bull Dog’s 
ceneral-duty 
Safety switch! 


e Minimum arcing—double break switching 








e Arc control—Vacu-Break® principle 

e Pressure contacts—Clampmatic® spring action 
e Positive switching—direct handle operation 

e Front cperation—permits ganging 


..- plus, all current-carrying parts are silvered. 
Available in NEMA 1 and NEMA 3R enclosures. ¢ « 
competitively priced. Challenge our distributors to 
prove these switches are the finest. Write for details! 


BullDog Electric Products Div T-E Cir me 177, Detroit 32, Michigan. In Canada: 80 Clay 


(if) |-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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WANT TO BECOME A 


All it takes is $16.75 
and 20 hours of your time 


M ANU Al 


1. Order these books 


The 20-Hour Electrical Course is aimed at building a basic 
framework of electrical understanding with the minimum possible 
time and money investment. Designed for the individual salesman 
desiring a planned approach toward this end, the course also can 
be adapted by distributor management for a group. 

But a well-rounded understanding of electrical technology is 
only one benefit of taking the course. The real reward comes in the 
application of the acquired knowledge—knowledge that can help a 
salesman become more useful to his customers, knowledge that can 
help him increase his sales and earn more income. 

A final benefit is in the form of the three books, which will serve 
as a ready-reference library. The total cost of the course—$16.75 
is represented by the cost of the three books: “Elementary Applied 
Electricity” ($4.50), “Electrical Equipment Manual’’—second edi- 
tion ($4.50), “Electrical Systems Design”—second edition ($7.75). 
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TECHNICAL EXPERT? 


Put techasce! punch i= yews sellimg tome this 


20-Hour Electrical Course 


| — COURSE GRADS 


“The course gave me 





over-all understanding of electri- 
cal applications” San Dieg 
Calif. 

“Provided an all-around source 
of information to put to use in 
everyday problems confronting 
contractors, architects and ¢ 


gineers”’’—Pittsfield, Mass 


“I found the course very |} 
ful in teaching my salesmen 
fundamentals of electricity) 
fee] that our sales climate 
improved since using the cou 


Mansfield, O} 


“It was a good review of the 


technical background necessary 
; “ 


to a salesman 


good 


lV- 
ing me some idea of the theory 


ty”—Tupelo, Miss 


“I found that the 
gained through the c« 
helped me to work very success- 
fully with plant engine 
tects and contractors 
en me the background 
electricity and enginee} 
sign necessary fo 
neer representing 
wholesale house’ 


HOME-STUDY ELECTRICAL COURSE Mich. 


ELECTRICAL WHOLESALING Magazine 


nerds he 











{ Achieveme 


John Lee E ey pt. 270-059 
Electrical Wholesal 
330 W. 42nd St 
New York 36, N-Y. 


Please send me set 
book 20-Hour Electrical Cour 


full payment of $ 


cost per set of three 


$16.75, postage paid 


Address 


City 


MAIL THIS COUPON TODAY ® ~~~ 
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YOUR ANSWER 
TO PORTABLE POWER 


TOLEDO 
“69” 


POWER DRIVE 


... It Weighs Only 33 Ibs. 


The handiest tool you can own for 
all around portable power in your 
shop, or on-the-job. It turns die- 
stocks up to 4’’, and works equally 
well with hand or geared dies. With 
optional adaptors it replaces hand 
cranking, opens and closes large 
valves, operates hoists, winches and 
tapping machines. Its pony size has 
workhorse capacity, yet weighs only 
33 Ibs. Insist on TOLEDO for long- 
life service. Sold only thru your near- 


THE TOLEDO PIPE THREADING MACHINE CO... . TOLEDO 3, OHIO 





Light Tests .. . 
Continued from page 102 


lamps and conventional lamps, the 
increasing uses and importance of 
colors in lighting and the maximum 
employment of the plenum area to 
obtain utmost efficiency in the installed 
lighting system. 

e Contents—The lab contains three 
adjustable overhead components—the 
simulated actual ceiling, the lamp racks 
and the luminous false ceiling—all 
working independently of each other 
They can be moved as high as 16 feet 
and they permit duplication of the 
conditions and lighting problems pre- 
sented in a real room or factory, in- 
cluding mockups of existing beams, 
pipes and ductwork. 

In addition, a lighting level up to 
500 fte can be obtained in the new 
lab, according to company officials 
All types of luminous ceiling material 

metal and plastic louvers or trans 
lucent plastic panels—can be installed 
in the overhead T-bar structure. The 
photometric instrumentation and con 
trol mechanisms are located in an 
adjoining central control room 

The facilities of the new lab and 
the services of company engineers, 
according to Steele, are available for 
architects, engineers and companies 
desiring design or technical assistance 
on lighting 


Square D Sells 
Product Line To Sierra 
PARK RIDGE, Ill.—Square D 


Company has sold the manufacturing 
rights, tools and inventories for its 
low-voltage lighting control system to 
Sierra Electric Corp., of Gardena 
Calif. Manufacturing was scheduled 
to be moved from Square D in Cedar 
Rapids, Iowa to Sierra’s Gardena 
California plant by July |! 

According to Square D officials 
the sale conforms with their decision 
to direct production and sales efforts 
to products more closely allied with 
industrial control and _ distribution 
equipment 


Two Distributors 
Elected To NAED 


NEW YORK Two full-function 
ing electrical wholesale distribution 
firms have been elected to member 
ship in the National Association of 
Electrical Distributors. They are 
Bland Electric Supply Co., Inc. Pitts- 
field, Mass. Samuel Cutler, president, 
will serve as the firm’s delegate in the 
association; Gulf Coast Electrical Sup 
ply, Inc., St. Petersburg, Fla. Jerome 
Stark, president, will serve as_ the 
firm’s delegate in the association 
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the May 1960 feature section of Electrical 
YOU ASKED FOR { ==" (onstruction and Maintenance now in a 


handsome hard-cover book. 


CONSTRUCTING ELECTRICAL SYSTEMS 


by J. F. McPartland and the Editors of Electrical Construction and Maintenance 





: oe , WIRING A GROUP OF SWITCHES 
Here’s a modern, comprehensive reference i ae i ae 


to be tapped from a feeder at one location, using fused 


and ihstruction manual on the methods and Sanat Tie demesne anal ciao aaah emateenen 
techniques used in constructing systems for man om ah Ae peg A 
power, light, signals and communications. Sr ne 

Covering the best practice on selecting, 
mounting, connecting and housing all types 
of electrical equipment, this manual pre- 
sents 1959 National Electrical Code data 
relating to installation. And a wealth of 
special illustrations are used throughout 
to clarify fine code points. 











NEC RULE SECTION 
373-8 

Switch enclosures sholl 

not be wsed os junction 


Chapters are broken down on the basis of | 4 boxes, troughs or race 


ways for conductors feed- 


types of equipment to facilitate ready refer- | =K ADA ] ing through or tapping 


ence: lighting equipment — motors and con- | ae et devgr ‘wine fer 
trollers — conductors — raceways — switches | ee3) 04 | sled 0 provide ose 
- overcurrent protective devices — switch- — 
boards and panelboards — transformers 
capacitors and regulators — power sources 
high voltage — signals and communications. 


installation work. And how about presenting 
a gift copy of this valuable and unique book 

SALESMEN — Make yourself more valu- to some of your key customers? They'll thank 
able to your customers by learning these you when they get it and every time they use 
modern techniques of equipment application it. Here’s a chance to add a solid extra to the 
and the many code rules associated with routine selling job. 


CONTENTS “CONSTRUCTING ELECTRICAL SYSTEMS” 
General Considerations Electrical Construction and Maintenance 
Luminaires and 330 West 42nd Street, New York 36, N.Y. 
Lighting Equipment 
Motors and Controllers 
Conductors 
Raceways 
Switches 
Overcurrent 
Protective Devices 
Switchboards 
and Panelboards 
Transformers 
Capacitors and Regulators 
Power Sources 
High Voltage 
Signals & Communications 


Please send me copy (copies) of the book, ‘‘Construc- 
ting Electrical Systems,’’ at $4.50 each. 


Payment enclosed (1) Please bill me [) Bill Company. 


Ship to 


Name 


PLEASE PRINT 





Company Name 


Home 
Address — Company 


City 


Piease indicate 
nature of Co. business 


USE THIS COUPON TO ORDER YOUR BOOK 
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Fe rs ¥ 
al "OO nmoO~ 


SEEING 18 
BELIEVING 


Your customer sees exactly what he’s getting 
No opening of carton to check contents . . . 


Do you believe in “Wet Paint” signs? Lots of people don’t. They 
would rather have blue finger tips than go through life wondering 
whether that sign meant business. And they would rather open a 
carton and look inside than to trust its label. Perhaps there is nothing 
you can do about the fingerprints in the fresh paint, but you can save 
your counterman’s time, and satisfy your customer’s curiosity, by 
stocking and selling tapping screws in window cartons. 

That’s right, Porcelain Products Company now offers a full range 
of sizes of plated, pan head, tapping screws (sheet metal screws) 
Mylar 


And what he’s getting is 


packed in 100’s in attractive cartons with windows. The 


customer always sees what he’s getting. 
what he wants: a pointed, self-tapping screw for use in wood or metal, 
a plated screw to resist rust, and a screw with a wide, flat “pan” 
head that generally requires no washer. 

By ordering tapping screws along with other Porcelain Products 
items, you can order as many, or as few, as you want in standard 


package quantities and not have to pay freight. Just so the total 
order exceeds 200 pounds. Remember you save three ways—(1) by 
reducing paper work, (2) by eliminating inbound freight charges, 
and (3) by having the merchandise on hand when you need it—when 
you combine your requirements on one purchase order. Write today 
for prices on tapping screws and for a complete catalog. 


* Dupont trademark Reg. U.S. Pat. Office 





PORCELAIN PRODUCTS COMPANY 


CAREY, OHIO, U.S.A. 


Northwest Electric Supply 
Sold to Border States 


FARGO, N.D. — Northwest Elec 
tric Supply, Inc., of Fargo, has been 
sold to a new corporation, Border 
States Electric Supply Co. of North 
Dakota, Inc. Ben J. Reger, president 
of Northwest who had headed the 
company since 1949, said he is retir 
ing from active business, but will con- 
tinue other interests. 

The new corporation officers also 
are owners of a corporation by the 
same name at Grand Forks. H. | 
Madson is president of the new Fargo 
group; J. O. Stolee, vice president and 
J. L. Thompson, secretary-treasure! 

While the Fargo and Grand Forks 
operations are separate corporations 
they will be associated in the whole 
sale electric supply business covering 
a territory including North Dakot 
western Minnesota and eastern Mon 


tana 


Two New York Electrical 
Inspectors Dismissed 
NEW YORK York 


electrical inspectors named as bribe 
takers last December before the State 
Investigation Commission have been 
dismissed Wate! 
Supply, Gas and Electricity Armand 
D'Angelo has announced that on the 
basis of departmental trials he had 
exonerated two other f 


inspectors Ol 
graft charges, although the case of one 


T wo New 


Commissioner otf 


of them might be considered further 
He still has to act on four additional 
inspectors 

The two inspectors who were dis 
missed are George P. Friedrich of the 
Bronx, nine years in the department 
and Edward G. Gilbert of Brooklyn 
eleven years in the department 

Restored to duty were Jules Sobel 
of the Bronx, eleven years in the de 
partment, and John Tague of Forest 
Hills, Queens, N.Y 38 years in the 
department 


102 Distributors Awarded 
Sales Achievement Awards 
LOUISVILLE, Ky 


wholesale distributors received sales 


102 electrica 
achievement awards for “outstanding 
lighting fixture sales achievement” in 
1960 by Thomas Industries Inc., at 
the recent NAED convention in De 
troit 

Bronze plaques, inscribed with the 
name of the recipient, were presented 
by John G. Beam, executive vice pres 
ident of the firm. 

The sales achievement awards have 
been presented annually since 1958 
by the Kentucky lighting fixture manu 
facturer for outstanding sales of the 
firm’s fixture lines. 
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Anyway you look ~~ at it 
Carol has the fastest 


srowing line in the Industry 


‘Dike a look at (yi) quality yourself... check its 


extra eugene vr . examine the foot- / by- 


foot /: > imprinting on @eel¥i) E33 portable cords that 


x 


eae the ¢ gauge, number of conductors and types of 


insulation ... color coded labels eco that instantly 


aN 
identify ({ L. insulation ... heft <-\ the durable 
see-through bags that make Carol cord sets 
such easy-to-sell merchandise ... from any viewpoint you'll 


discover .c..0 _( why (yi) E23 has the fastest growing, 


most salable line in the industry ... why you should 


specify and sell @irik Cable Products. 


CAROL CABLE COMPANY 
PAWTUCKET, RHODE ISLAND 
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LEVITON QUALITY TALKS 


acca. fF 


“You're right in 
figuring Leviton 
on this bid!... 


Los Angeles Board Files 


For $6.8 Million Damages 


LOS ANGELES — Damage suits 
totaling $6,889,080 against eight large 
manufacturers of electrical equipment 
have been authorized to be filed in the 
local U.S. District Court by the Los 
Angeles board of water and power 
commissioners. The action follows a 
damage suit of $3,234,000 filed by 
City Attorney Roger Arnebergh on 
May 11 on behalf of the board against 
some of the same defendants. 

Two categories of electric equip- 
ment purchases are involved in the 
suits. The largest is distribution trans- 
former purchases by the Department 
of Water and Power during the Jan- 
uary 1956 to May 1960 period, which 
amounted to $3,447,800. It is asserted 
that $1,391,200 of the total is an 
overcharge, on which triple damages 
of $4,173,600 are claimed by the city 
utility. 

The second suit involves electric 
meters bought from January 1956 to 
October 1960 for a total of $2,262,- 
900. The department alleges it was 
over-charged $905,160 and is suing for 
triple damages of $2,715,480. 

Defendants named in the transform- 
er purchase suit are General Electric 
Co., Allis-Chalmers Manufacturing 
Co., Kuhlman Electric Co., McGraw- 
Edison Co., Moloney Electric Co., 
Wagner Electric Corp., Westinghouse 
Electric Corp. Defendants named in 
the electric meter suit are General 
Electric Co., Sangamo Electric Co 
and Westinghouse Electric Corp 


T & B Organizes 
Marketing Structure 


ELIZABETH, N.J.—In a move to 
expand its marketing program in the 
industrial electronics OEM field, The 
Thomas & Betts Co., Inc. has estab- 
lished four new OEM sales districts 

N. J. MacDonald, president of the 
firm, pointed out that the new mar 
keting structure was devised to intro- 
duce products to manufacturers, to 
aid distributors in enlarging their own 
activities in the OEM market, and to 
place sales specialists as a bridge be- 
tween customers and _ distributors 
“Our expanding marketing program,” 
MacDonald stated, “will concentrate 
on the sale of electrical and electronic 
connectors and fittings to original 
equipment manufacturers, through 
authorized distributors.” 

Karl Kempf has been named vice 
president in charge of industrial sales 
The four new district managers ap- 
pointed are: Eugene W. McGrane, 
New York District; James J. Boyle, 
Jr., East Central District; Stanley A 
Trezise, Middle Atlantic District; and 
John L. Schroeder, West Central Dt 
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Revise Medallion Home 
Minimum Standards 


NEW YORK — Revised minimum 
standards for Medallion Homes and 
Gold Medallion Homes, including— 
for the first time—standards for multi- 
family dwellings, have been published 
by the National Electrical Manufac- 
turers Association. 

“These standards,’ according to 
Laurance C. Messick, director, Medal- 
lion Home Program, “were devel- 
oped as a means of providing a great- 
er degree of uniformity in the certifi- 
cation and promotion of Medallion 
Homes in adjacent service areas. The 
addition of multi-family dwellings to 
the Medallion Home program comes 
as a result of a nationwide demand 
for a more inclusive promotional pro- 
gram by builders and utilities alike.” 


Announces New Export 
Sales Policy 


LYNBROOK, N.Y. — The forma- 
tion of a new export sales department 
has been announced by the Pyramid 
Instrument Corp., Lynbrook, N.Y. 
The establishment of this new depart- 
ment is the first step in a complete 
reorganization of export sales policies, 
according to a company spokesman. 

Essentially, the new policy revolves 
about the appointment of a stocking 
sales representative who will appoint 
authorized distributors. Representa- 
tives will be supplied with complete, 
detailed sales materials to enable them 
to do “missionary” work to help the 
distributor merchandise the firm's 
products. It is anticipated that these 
representatives will also be able to pro- 
vide warehousing and service facilities 
to bring factory and end-user still 
closer together, the spokesman said 
The ultimate objective is to offer in- 
strument users an expanded line of 
products of substantially lower costs 
This is based on the knowledge that 
lower costs can be passed on to the 
end-user, while still maintaining high 
distributor-profit levels 

If no single representative in a par- 
ticular country is equipped to perform 
all three functions (selling, warehous- 
ing and servicing), two or more may 
be appointed to share them, according 
to Marty Schwartz, Pyramid general 
sales manager 


April Housing Starts 
Increase Over March Level 


CHICAGO — Housing starts in 
April increased over March to a total 
of 118,700 but were still below the 
125,200 reported for April of 1960, 
the U.S. Department of Commerce re- 


ports 
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HERE’S WHY YOU BENEFIT 


FROM FURNAS ELECTRIC 
DISTRIBUTOR SALES POLICY 


The extensive Furnas 
line, with many exclusive 
features, means higher 


profits for you. 


Furnas Electric Magnetic Starters have features that produce 
a better inventory-dollar curn-over rate. 

These Magnetic Starters have a more favorable pricing struc- 
ture due to additional sizes offered—9 choices instead of the 
usual 5, 

Magnetic Starters produce greater profit per dollar invested. 

The Company cooperates with the Distributor, helps to better 
inform Distributor men on Motor Control. 

Distributors carry Company field stocks. Customers and orders 
are referred to Distributors for handling. 

To get the full story, read the complete Distributor Policy 
Statement . . . ask for Distributor Portfolio 5412. 

tn 


Write today — 1069 McKee St., Batavia, Ulinois 


(iat FURNAS ELECTRIC COMPANY 


FURNAS BATAVIA, ILLINOIS 


re | 7 SALES REPRESENTATIVES IN ALL PRINC 











IHIEL 


FASTENERS 


EAS Y-DRIVE 


head "gap 


PAT. 2632356 


“- 
wu Mero 
we eT AD 


com MON STAPLE 
———_-1 


NEW GRIP TYPE NEW HUMP 


EASY-ON_ !EASY-DRIVE 
STRAPS NAIL-IT 


WRITE FOR FREE SAMPLES NOW! 


Essential For Electrical Men! 


SOLD ONLY THRU LEADING ELECTRICAL WHOLESALERS 


THIEL TOOL & ENGINEERING CO.,INC. 


1417 N. MARKET ST. LOUIS 6, MO 


Special Large Radius 


RIGID 


ELBOWS 


f 12”, 15”, 18”, 24”, 30”, 
36”, 42”, 48” radii 


ALUMINUM 
Hot Dip Galvanized 


Conpbuit Nippte Mec. co. 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 





A Distributor Depicts 
What Hard Work Can Do 


A story with a human interest slant, showing what hard 
work and application can do for the electrical industry. 


OR THE interest and encourage 
ment of young men entering the 
electrical field. B. Merritt, vice presi 
dent, Mill-Power Supply Co., Char 
lotte, N.( young man 
highly talented in the electrical field 


who has chosen to specialize in elec 


portrays a 


tronics 


William E. Montgomery III 
ve) son of Mill-Power’s sales en 
Newt Montgomery (EW July, 
Here’s how Merritt tells 


gineet 
"60 p 43) 
it 

“In these critical times we all need 
examples of what hard work, perse 
verance and application to the prob 
lems at hand can do towards improv 
ing our industry. At the moment, | 
can think of no better demonstration 
of this than the educational career 
of William E. (Bill) Montgomery III 
son of our sales engineer, N. A 
(Newt) Montgomery, of Charlotte 

“Starting out in 1954 at Myers 
Park Junior High with a simple Tesla 
Coil in the school science fair, Bill 
went on to win first place honors in 
the State Science Fair in 1956 with a 
modified design of a digital computer 
At the National Science Fair in Okla 
homa City, he honorable 
mention for his efforts. Encouraged 
by the Charlotte Engineer’s Club and 
determined to do better in 1957, he 
designed an_ electronic microscope 
which again won at state level and 
placed third at national level in Los 
Angeles, Calif 

“Graduating from Myers Park High 
School among the top ten of his class 
of 1957, Bill entered Duke University 
Engineering School. Here, he found 
that AIEE offered a technical paper 
contest mainly to juniors and seniors 
in electrical engineering. As a fresh 


received 


man, he entered and had the honor 
of being selected winner at Duke, the 
first time in history that a freshman 
had ever received such recognition 
At the regional AIEE meeting in Tal 
he placed second. Not satis 
fied with this, he again entered the 
contest in his sophomore year, again 
received top honors at Duke and 
placed first at the regional meeting in 
Atlanta. Other activities in his junior 
year prevented his entering again but 


lahassee, 


in his senior year, 1961, he presented 
paper which took top honors both 
at Duke and at the regional meeting 
in New Orleans. He is hopeful that it 
will place high at national level this 
summer. 
“Thrice 
Charles Ernest Seager Award for con 
tributions to the field of electrical en 
gineering and being among _ those 
chosen for “‘Who’s Who in American 
Colleges and Universities’, Bill’s many 
honors at Duke include Tau Beta Pi 
President of Junior Class, The Order 
of Saint Patrick, Red Friars, Omicron 
Delta Kappa, Beta Omega Sigma and 
Being active and interested 


selected to receive the 


others 
chool functions, he served on the F 
gineers Guidance Council, Enginee 
ing Student Council, The Student 
Union and IFC Executive Board 
Receiving his BS degree in I 
trical Engineering June 5, 196 
Bill's highest honor came when he was 
Westinghouse Electric 


Corp. to receive one of the two fel 


selected by 
lowships awarded in solid state elec 
tronics. This fellowship will send hin 
to Johns Hopkins University in Balti 
more for three years to work on his 
Doctorate. After receiving his PhD 
he will enter the field of rese: Prin 
our fast growing electronic industr 

Although not native Tar Heels 
Bill's family has selected North Car 
olina as their adopted state and home 
The record he has set through our 
elementary 
ucational systems should be a credit 
institutions and 
yond doubt what can be done by one 
who has the initiative and desire to 
get ahead in his chosen field 


secondary and college ed 


to those proves he 





in world production of electricity the 
United States produces over three 
times more than Russia, the second 
ranking nation. The United Kingdon 
Canada and West Germany follow. in 
that orde Z 
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here are 


PROFIT 


MAKERS 


NEW LOW COST VERTICAL SURFACE LIGHTING... 
Despite the low initial cost SPAULDING’S single 
lamp Ad Light does an excellent job of illumi- 
nating signs, building fronts, billb« and 
poster panels. The Ad L is available 
in4’,6 hsorr 
SPAULDING’S exclusive c 
be flush | 


ards 
igt ; fixture 


hereof. With 


ors length tipl est 
upling fixtures 
oined together f 

increments 


This ex 


Fixture can be turned 27 

to direct light to desired | 
sive feature eliminates 
bending. The Ad Light | 
plastic doors which perm 
cg Ad Light fixture 


UNIT ILLUSTRATED 
8-WR-D-2-1500 


[ 
CORNER MOUNT 


WRAP-AROUND 
TRIPLE MOUNT 


CEILING END 
MOUNT 
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FLUSH JOINED 
NO HUB SPACING 
BETWEEN SECTIONS 


DIRECTS LIGHT 
WHERE YOU WANT IT 


UNIT ILLUSTRATED 
8-ADL-1500 


ld; 
ing Outdoor LightinS 


DESIGNED WITH 1000 USES IN MIND 
VERSATILE APPLICATION. For f 
SPAULDI NG’S We t he ter 
CEILING MOUNT 
WALL ILLUMINATION larKett 


DOUBLE CEILING 
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+ 
LW 


anata meal ele " 
with two 1500 milia 


MOUNT 


THE AD LIGHT AND WESTCHESTER FIXTURES 
ARE COMPLETELY WEATHERPROOF 





Stock 23,000 ft. of electrical 
cord and cable in only 10?/2 


square feet of floor space with 


+ Tis 
"Sy 
BRED FOR STAMINA 
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WESTERN INSULATED WIRE COMPANY 


Los Angeles 58, Califofnia 
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Business Outlook 





Resurgent Economy’s 
Health Is Improving 


USINESS is fine and getting bet- 

ter every day, reports the Mc- 
Graw-Hill Bureau of Economics. And 
it promises to continue in this healthy 
state right through the rest of this 
year and into 1962. 
e High Marks—The “present ad- 
vance” should carry the total dollar 
volume of the nation’s business as 
well as the physical volume of indus- 
trial production to new high marks in 
each of the remaining quarters of the 
year. By the fourth quarter we may 
expect a rate of over $530 billion in 
the gross national product, approxi- 
mately $20 billion higher than it is 
now, and a Federal Reserve Board 
industrial production index of about 
114 (1957-100), approximately — six 
percentage points higher than now 
© GPN Bounce-back—Gross Nation- 
al Product, the total value of goods 
and services produced in the nation 
is currently (June 1) running at an 
annual rate of about $510 billion. In 
dollar terms, the GNP has bounced 
back from just under a $500 billion 
rate during the first quarter to a new 
record high. 
e Industrial Production—The index 
of industrial production, covering unit 
output of factories, mines and _ utili 
ties, is now about 108 on a 1957 
base of 100. From its previous peak 
of 111 in January 1960, the index fell 
8% to its recession low of February 
1961. But this key gauge of the in 
dustrial economy has been moving up 
since March and is now only 3% be 
low its all-time peak 
e Unemployment—Of a total civil 
ian labor force of about 73 million 
more than 5 million persons are still 
unemployed according to the govern 
ment definition. About one million 
more persons are without jobs this 
year than a year ago. On the other 
hand, our employment is currently 
close to an all-time high 
e Income—Consumer disposable in 
come, the after-tax income of factory 
workers, salesmen, executives, farm 
ers, retired persons and even the un 
employed, has risen some $6 billion 
in the past four months to about 
$362 billion, after declining by less 
than 1% early this year. May set a 
new all-time record high for after- 
tax income. And this month will be 
another record-breaker. 
e Investment—From a very low first 
half, the most vital part of the econo 
my, the business sector, is expected 
to make a brisk recovery throughout 
the balance of the year. Private do 
mestic investment—which includes 
expenditures for plant and equip- 
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ment, inventories and residential con- 
struction—will rise about $10 billion 
from the second to the fourth quar- 
ter. 
e Business Plans— Business now 
plans to spend only 1% less for new 
plant and equipment this year than 
last. A year-to-year cut of only 1% 
suggests that capital investment has 
already reversed its downward course 
and may be moving ahead, although 
a turn in capital spending usually lags 
well behind an upturn in general busi- 
ness. But an increase of about $2.5 
billion in the capital spending rate 
between the second and fourth quar- 
ters of the year now seem certain. 
e Machinery New Orders—The latest 
McGraw-Hill Machinery New Orders 
Forecast confirms this upward trend 
New orders forecasts, after seasonal 
adjustment, indicate an increase of 
about 3% per quarter from the sec- 
ond quarter to the fourth. Incoming 
new orders for machinery are already 
rising. The latest available index 
(April) shows a gain of 3% over 
March. And March was 6% above 
February. 
e Inventory Business inventories 
will also be contributing to a growing 
national product in the months ahead 
Stock cutting hit its peak last March 
when business was chopping inven 
tories at an annual rate of more than 
$7 billion. Nearly all the cutting was 
in durable goods both at the manu- 
facturing and retail level 

Since March, stock liquidation has 
diminished. April saw the first modest 
upswing in manufacturing inventories 
in almost a year. Manufacturers’ 
stocks of durable goods no longer 
are excessive when current shipments 
and new orders are used as gauges of 
current and future inventory needs 
And by the fourth quarter, manufac 
turers, wholesalers and retailers will 
be building up hard and soft goods 
stocks at a rate of about $2.5 billion 
per year 
e More New Houses—Easier money 
is almost certain to result in many 
more new housing units by the end 
of the year. The housing industry 
started off 1961 in a rather depressed 
condition with new private housing 
starts at an annual rate of 1.16 mil 
lion in the first quarter. Currently, it 
is about 1.25 million. And by year 
end housing starts are expected to 
reach a 1.35 million rate. Translated 
into dollar terms, the increase of 
around 100,000 units over the present 
rate means about a $2 billion gain in 
residential construction between the 
second and last quarter 

Recently, there has been a signifi- 
cant increase in F.H.A. commitments 
and V.A. appraisals—two sensitive 
gauges of the future course of new 
homebuilding. But, currently, these 
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we're 
open 


for 
odd 
jobs 


Whatever your wiring problem—Keystone 
can design and fabricate “odd”, custom 
cabinets to meet your exact requirements. 
Complete engineering and manufacturing 
facilities assure you of prompt, dependable 
service on special wiring enclosures in any 
size, shape or style you need. So, turn your 
special problems into ready-to-wire solutions 
with Keystone’s experienced Custom Products 
Division. Just send specifications and a 


drawing—for a prompt quotation! 


KEYSTONE 


MANUFACTURING COMPANY 
DIVISION OF Aris INDUSTRIAL CORPORATION 
23329 Sherwood Ave. +« Warren, Michigan 





Be Sure with Field Tested 


MINERALLAC 


NO.100 
COMPOUND 
 PeLi-ta™ 


Cuts Costly Minutes from Every ‘‘Pulling Job’’ 


For Use on Rubber, Synthetic, Plastic 
or Lead Covered Wire and Cables 


oh 
MinmerartaA’ 
PuLte-1s 


COMPOUND 


5) von wunnce, sveree™™ 
tena cones Oe 


AVAILABLE IN PINT, QUART, “2 GALLON, GALLON, 
5 GALLON CONTAINERS AND 50 GALLON DRUMS 


Minerallac ‘‘Pull-in’’ Compound No. 
100, approved by Underwriters’ Labo- 
ratories, was especially developed to cut 
costs and speed up electrical installa- 
tions. It lubricates thoroughly, thus re- 
ducing tensions on hard puils and facili- 
tating easy pulling of wires and cables 
into conduits. 

You can be sure of Minerallac Com- 
pound No. 100... it has been field 
tested for years. Here are a few exclusive 
features of Compound No. 100: 


Non-injurious to wire 
or cable! 
Non-injurious to skin 
... non-toxic! 
Contains no petrole- © Willnotdry outor dis- 
um products! integrate in the can! 
High in lubricating 
value! stain 


e No offensive odo 


e Will not run, drip or 


Order from Your Electrical Wholesaler 
LITERATURE OR SAMPLE ON REQUEST 


MINERALLAC CZvize COMPANY 


STABLISHED 1894 
25 N. PEORIA STREET * CHICAGO 7, ILLINOIS 


inquiries are still relatively small 
compared with 1954, 1955, 1958 and 
1959, all good housing years. Hence, 
no big boom in residential construc- 
tion is expected this year. 

There are two basic reasons why 
new housing will not zoom this year 
First, the current age distribution of 
our population indicates that the re 
latively low family for 
mations will continue. And second, 
vacancies continue to 
there is more 
than in any recent period 
e Consumer Market—For the rest of 
the year the consumer market will 
also provide a lift to the economy 
The latest surveys of consumer atti- 
tudes and intentions indicate that con- 
sumers are no longer worried by the 
recent recession or current high un- 
employment. More 
exvect their incomes will remain the 
same or rise during the rest of the 
year than in earlier surveys 

But the 
these surveys, is still not in the mood 
for a buying spree. However, the next 
consumer survey will likely show an 
upward shift in consumer intentions 
to buy similar to the shift which has 
already taken place in business’ plans 
to purchase new plant and equipment 
both domestic and for 
were at an annual rate of only 
5.2 million units in the first quarter 
[his rose in the quarter to 
about 5.7 million. Sales are now ex 
pected to go well over a 6 million 
rate in the final quarter of the year 

An auto strike around Labor Day is 
still a possibility. But auto companies 
are following a course which suggests 
that a strike is only a remote possi 
bility. And although model change 
over time is approaching, auto inven- 
tories are around 900,000 units—not 
too high a level for this time of year 

and there is no hint of an immedi 
ate increase in production schedules 

An increase in new housing com 
pletions during the months ahead will 
consumer 


level of new 


inch up so 
1ousing available now 


consumers now 


consumer, according to 


Auto sales 


eign 


second 


mean increased 


tures for items needed to furnish new 
} 


expendi 
iouses. Thus we can expect a rising 
rate of appliance and home-furnish 
ings purchases comparable to the rate 
This should be on 
the order of 8% between the second 
and fourth quarter of the year 

We expect a modest gain from the 
recent low level of consumer durable 
goods spending, but we do not antici- 
pate anything like a boom. The rea- 
sons are two-fold. First, consumers 
are amply stocked with cars, 63 mil- 
lion in good running order. And they 
have more appliances than ever be- 
fore—about 50 million radios, refrig- 
erators, television sets and washers; 
over 40 million electric clocks, irons, 
toasters and vacuum cleaners; more 


of gain in housing 


Latrobe 
Electrical 
Products 


for 
OVER-ALL 
HEIGHT 
CONCRETE 
POUR 
This Cast Iron adjustable floor box co 
1/2” or 4-1/4” brass cover pla 
don plug for Power or 1/2 
phone service. Equipped with gre 
A 2 part Tin Lid is provided 
pouring. The cut-away pictur 
adjusting section with bra 
two tin lids exposed 
The top tin lid is removed 
concrete along with top ad 
viding eaSy access to wiring 
Completely fire-prcof 
National Electric Cod 
tories approved 
Conduit 


Pipe or Clamp 


This clamp is made 
with a double safety 
bite of case hardened 
tool steel. Two mod 
els Right Angle 
and the Farallel sur 
port Each 
comes in 11 sizes t 
handle pipe or 

duit thru 4 


model 


Latrobe Products 
Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes—Cover Plates 
Junction Boxes—Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports—Fish Wire 
Staple and Cable Clips 


Pullman 


My CELE Tttuticem qos 


ae eee, | 


PA. 


ah eee ee STREET 


LATROBE. 
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Depend on | Le L 
for complete line of 


STEEL 


EARTH 
ANCHORS 


nn 


P-L 4-WAY EXPANDING ANCHOR 


For all types of soil. 8” diameter 
with 100, 115 and 135 square inch 
expanded area. 10° diameter has 200 
square inch effective expanded area 


P-L 2-WAY EXPANDING ANCHOR 
Specially recommended f 

soils. 6” diameter with 

square inch expanded 


ameter with 126, 130 
square inch expanded a 


a 


DOME-PLATE ANCHOR 
Self-Seating — 


Clipped Corners If Desired 


For heavy distribution and trans- 
4] 


mission guying. Easy to handle, ware- 


house and transport to job site 


> 


SCREW ANCHOR 
Power Installed 


Unit consists of assembled steel 
screw anchor, galvanized steel anchor 
rod and guy-wire eyenut. Installed 
in less than 10 minutes with any 
popular power digger by means of 
special wrenches and adapters 


WRITE FOR CATALOG 
AND PRICE BULLETIN 760 


PIEPER-LILLARD 


A Division of Jasper Blackburn Corp 
1525 WOODSON ROAD, ST. LOUIS 14, MO. 
ORIGINATORS OF BENDING HINGE ANCHORS 
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sy 


than 30 million 
makers, steam irons, mixers, phono- 
graphs and shavers. And the new 
1961 and 1962 models of these hard 
goods are not really different enough 
from the old ones to stimulate a buy 
ing wave 

High consumer “on the cuff” debt 


automatic coffee 


is another major deterrent to a dura- 


ble goods boom. In February it 
topped by quite a margin what econo- 
mists have long considered a danger 
point—that is, when current repay- 
ments on instalment debt account for 
13% of consumer income after taxes 
Generally, families are reluctant to 
take on additional debt once this ratio 
is reached 

Recent consumer credit figures con 
firm this point. New credit extensions 


are now running about 6 below a 


year ago while repayments are 93 


ahead of 1960. The months ahead will 
see some increase in consumer debt. 
but the chances are it will be 
modest 
Consumer spending on 
i services will rise as { 
n the past. Nondurables expendi- 
apparel, food, drugs—go up 
ach year along with population 
creases. And population growth 
S. has not slowed down, or 


noticeably Demand 


ast, not 
more and better services rises 

standard of living improves. And as 
long as so many males are married 
their wives will see to it that the 
standard of living keeps 
Therefore, we expect consumer ex 
penditures for all goods and services 
to rise about $10 billion by year end 
e Government Spending 


ernment 


improving 


Total gov 
spending—local, state and 
tederal—increased substantially in the 
first quarter. In several instances ex 
penditures which were scheduled foi 
later in the year were actually made 
in March. Thus the biggest increase in 
government spending for the calendar 
year is probably behind us 
Defense and space spending wil 
continue to rise throughout the year 
after a $2 
from the fourth quarter of 1960 to 


now. However, most of the new de 


billion jump (annual rate) 


fense and space expenditures now 


being discussed will not be made this 


calendar year 

Nevertheless, government spending 
is expected to move upward from 
more than $106 billion now to about 
$109.5 billion in the last quarter. Dur 
ing the months ahead state and local 
government expenditures are expect- 
ed to rise faster than federal spend 
ing. But the increase in state and local 
spending will be largely due to 
stepped-up, _federally-financed _ pro- 
grams for roadbuilding, housing, ed 
ucational facilities and for increased 
unemployment benefits Coatioued 


BRAND 


CONDUIT FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


COUPLINGS 
ELBOWS 


RUNNING 
THREAD 


Combine orders for 


ALUMINUM 


and STEEL 


@ Shipped 
received 


Meets 
ww 


Oldest and largest independent 
manufacturer of conduit pipe products 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 


ELBOWS + NIPPLES + COUPLINGS + RUNNING THREAD 


ALUMINUM AND STEEL 





OIL-TIGHT DUST-TIGHT 


Complete with Terminal 
Blocks (or brackets only) 


Designed for faster, - ; 
easier wiring Ample room for wires 


under terminals 

Famous trade-approved Hoffman JIC box is now avail- 
able with new time-saving mounting brackets for terminal 
blocks that leave plenty of space for wires ... and make 
wiring easy wherever conduit connections are located. 

Equipped with medium duty, sectionalized terminal 
blocks; or with brackets only—you mount your own ter- 
minals. Blocks mount on steel straps. Additional straps 
may be added at a later date if more circuits are needed. 

Boxes are completely oil and dust tight with JIC screw 
clamps to close gasketed covers. Standard box sizes range 
from 8"x6"x3 ! 4" to 16"x14"x6” offering 16 to 64 terminals. 
Similar terminal system also available in large NEMA-1% 
enclosures. 


ENGINEERING CORPORATION 


Dept. EW-162, Anoka, Minnesota 


CABLE NIGHTCAPS 


Seal Unfinished 
Cable Joints 
Against Moisture 
And Dirt 


Cable splicing no longer need be one continuous operation when G&W 
Cable Nightcaps are used. Unfinished cable joints or terminations can 
be left overnight or for several days at a time with complete assurance 
that work will remain dry and clean as when sealed. 


The G&eW Cable Nightcap consists of a heavy plastic sleeve, water- 
proof paper to keep the plastic clean, tape, desiccant, and humidity 
indicator. The sleeve is slipped over the unfinished joint and one end 
taped tightly to the cable. Desiccant and humidity indicator are then 
inserted into the sleeve and its remaining end taped to the cable on 
other side of the joint. Waterproof paper is laid over the sleeve for 
protection. 


Further information on the Cable Nightcap is available from G&W 
Electric Specialty Company or consult your local G&W representative. 


G&W ELECTRIC SPECIALTY COMPANY 
3520 WEST 127th STREET * BLUE ISLAND, ILLINOIS 


G:W CANADIAN MFR. ¢ POWERLITE DEVICES, LTD 
TORONTO, MONTREAL & VANCOUVER 








‘ Superior quality standards—inspired specialized design 36) vy, 





e Imports and Exports—American 
foreign trade is becoming more and 
more important in the economic pic- 
ture. The surplus in merchandise ex- 
ports over imports has considerably 
helped our over-all balance of pay- 
ments problem. This year, we expect 
export sales to average about 4% 
above last, after a very big gain be- 
tween 1959-60. But most of this 
year’s increase has already taken 
place. 

Imports on the other hand, have 
not shown any marked increase. But 
as U. S. business improves, they will 
likely rise. On balance, the surplus be 
tween our export and import business 
is now beginning to shrink. From a 
surplus of exports over imports of 
about $4.5 billion in the second quar- 
ter, our foreign trade balance will 
probably shrink to about $2.5 billion 
in the fourth quarter. 

All major segments of the economy 
except for the foreign trade area 
which is a relatively small part of the 
total, will be rising throughout the 
remainder of 1961. Thus we con 
fidently look forward to increasing 
business during the next seven 
months, and well into 1962 


PEOPLE IN THE NEWS 





James A. Marsh 


The Board of directors of Consoll 
dated Electric Lamp Co., Lynn, Mass., 
has announced the election of James 
A. Marsh as president of the firm 

John P. Marsh was appointed vice 
president and general manager, David 
F. Erickson, treasurer and controller 
and Florence A. Hopkins, assistant 
treasurer and clerk 

James Marsh succeeds the late 
Dwight H. Marsh. He has been with 
the company for nearly 20 years and 
has been general manger for several 
years of the Vulcan Electric Co. div 
of the company, which position he 
will continue to hold 

John Marsh has been with the com 
pany for 19 years. In recent years 
he has been in charge of all lamp 
manufacturing and engineering 

David Erickson has been company 
attorney and principal financial officer 
for the company for 18 years 
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GABLE PROFITS 
BEGIN... 


WHERE CABLE 
PROBLEMS 
END! 


CHESTER ‘‘Job-Tailored’’ 
MULTI-CONDUCTOR CONTROL 


€ 


nnection 


quote the brand electr 


CHESTER 
CABLE CORP. 


CHESTER N.Y. 
A SUBSIDARY OF TENNESSEE CORPORATION 


Complete data on Chester Control 


Cable is available on request 
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William H. Kresge has been named 
Pacific district manager for Edwards 
Co., Inc. Kresge, formerly the com 
pany’s Des Moines, Ia. area represen- 
tative, joined the firm in 1958 as a 
sales trainee. Donald C. Plimpton has 
been named manager of the Pittsfield, 
Me., plant of Edwards 


Sam Humphrey has been named re- 
gional manager for the southwest by 
Progress Mfg. Co. Humphrey who has 
been associated with the company for 
six years, will have headquarters at 
Dallas, Texas 


Wilfred L. Brown has been appoint- 
ed manager-distributor sales of The 
Okonite Company, cable 
manufacturing subsidiary of Kenne 
cott Copper Corp., Passaic, N.J. He 
manager- 


wire and 


has served successively as 
product advertising and assistant to the 


general sales manager 


Glenn E. Ronk has been 
director of marketing at Cornell-Du- 
blier Electronics Div. of Federal Pa- 
cific Electric Co. In his new position 
Ronk will marketing 


managers at six of the company’s 


appointed 


supervise the 
plants 


William R. Weir has been a 
to the newly created position of na 
tional sales manager for the Semicon- 
ductor Div. of Sylvania Electric Prod- 
ucts Inc. Weir will headquarter at Wo 
Mass 


ppointed 


burn 

George B. Estes has been named 
manager of Sorensen & Co. and other 
units of the Industrial Operations of 
Raytheon Co.'s Commercial Apparatus 
and Systems Div 


E. B. Mathews has been appointed 
district manager Salt Lake City dis- 
trict of General Electric Supply Co. 
with headquarters at 312 West Second 
South St., Salt Lake City, Utah 


Alan Kotliar has been appointed to 
the newly created position of assistant 
to the Basic Products 
Corp. 


president of 


Eugene R. Kulka has been elected 
to the board of directors of Gold Seal 
Products Corp. A vote has also been 
taken among stockholders to change 
the name to Kulka Electronics Corp 
Kulka will continue as president of 
Kulka Electric Corp., subsidiary of the 
parent firm 


Fred Cachelin has been named dis 
trict sales manager covering southern 
Pennsylvania as well as the District of 

Maryland, Delaware and 
New Jersey for Lightolier, 


Columbia, 
southern 
Inc. 


Cot 
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CONDUIT FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


COUPLINGS 


ALL SIZES 
v2" to 6” inc. 


SHIPPED 
SAME DAY 


Special chamfer fi 
connections 


@ Precisiontappins 
makeup 


Carefully inspected 
bus brand rigid star 


Logical, convenier 


clearly labeled 


Meets Federal specs 
WWC-581C 


COMBINE ORDERS FOR 
ALUMINUM AND STEEL 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 
ELBOWS + NIPPLES + COUPLINGS + RUNNING THREAD 
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QUICK comfort for your customers! 
f QUICK profits for you! 


_———| MODINE 
4 ELECTRIC 


UNIT HEATERS 


Here's a high-profit line . . . loaded with sales 
appeal! Modine electric unit heaters respond 
instantly to thermostat or manual switch 
They’re safe, clean, quiet, compact, easy to 
install and maintain. Ideal for countless com 
mercial and industrial heating jobs. Also 
supplementary residential heating base 
ments, garages, etc. Seven sizes from 
17,065 to 85,325 Btu/hr 





FOR DETAILS cal! your Modine representative 
MANUFACTURING COMPANY listed in the yellow pages. Or write Modine Manu 
facturing Co., 1614 DeKoven Avenue, Racine, Wis 




















DSWORTH Ckecleic 
MFG. CO. IN WRITE FOR NEW CATALOG 


OVINGTON KENT 


USA | 
! 


NEW LITERATURE 





Switches—Catalog 201 provides com- 
plete technical data on full line of 
Denison Loxswitch industrial limit 
switches. Both model LIOOW heavy 
duty and model M precision plug-in 
types are cataloged in the 12-page 


brochure. 


Luminaires Twelve-page brochure 
illustrates fluorescent and incandescent 
luminaires for architectural application 
produced by Gotham Lighting Corp 
Long Island City, N.Y. Illustrations 
and specifications are available in cat 


alog 33a. 


Fans & Heaters—New 10-page cat 
alog describes complete line of exhaust 
fans, blowers and ceiling heaters of 
the Emerson-Pryne Co., St. Louis, Mo 
Dimensional drawings for every fan 
and heater are included in catalog 


Business Management Profitable 
Management for Main Street,” is the 
title of a new booklet available from 
Dun & Bradstreet, Inc., New York 
N.Y The booklet deals with a variety 
of business problems through selected 


case histories 


Switchgear— Design features of 600 

switchgear with K-line circuit breakers 
are described in new 2-color bulletin 
published by I-T-E Circuit Breaker 
Co., Philadelphia, Pa. The 20-page 
bulletin, No. 3200-la, provides com 
prehensive information on low voltag 
power circuit breakers and switch 
boards, ranging in unit ratings fron 


~ 


25 to 4,000 amps 


Hloods and Fans New 16-page 
color catalog describing complete linc 
~ Leigh range hoods and ventilating 
fans is available from Leigh Building 
Products Div., Air Control Products 
Inc., Coopersville, Mich 


Lighting—New booklet titled Custon 
Lighting is available from the Frink 
Corp., Brooklyn, N.Y. 16-page illus 
trated publication presents many ex 
amples of custom lighting installations 


Motor Application Guide—New 196! 
motor application guide, Bulletin O10 
is available from the Century Electric 
Co., St. Louis, Mo. 16 page booklet 
describes single phase, 3 phase and d 
rect current motors. Gearmotors and 


selective speed drives are also included 


Ballasts New 12-page fluorescent 
lighting ballast buyer's guide is now 
available from Sola Electric Co., Elk 
Grove Village, Ill. Bulletin lists ba 
lasts for indoor and outdoor applic 
tions. Electrical and mechanical sp 


ifications are listed 
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‘TESTS PROVE: 
(10% more slip 


with d 
Y-ER EAS 
Wire Pulling Lubricant 
For Lead, Rubber, Braid or 
Synthetic Covered Cables 








‘ ii 
~ There is only 
one Y-ER ul 


Don’t accept substitutes. 
The extra slip means extra 
savings on every job. 


¢ Creamy, non-corrosive. 
Never greasy or messy. 
Prevents sticking or setting. 
Extra slip for saddle 
turns. 
Does not run back cables 
Never harmful to hanc 
ing, cables or 





NEW! 
aLUM-N-EAS 


br icant 


duit 
aluminum 


connection® 


At all Leading Electrical Supply Houses 


~J ELECTRO COMPOUND CO. 
4153 W. 150th St., Cleveland 35, Ohio 


-_. 











Contractors everyw 
switching to VICT 


— 


— 


(Victor SPECIALTIES, INC. 


eA 775 MAIN ST., NEW ROCHELLE, N.Y 








The Greatest Single Source for Clamps and stops | 
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Basic Timing Instruc 
the title of the basic 
instruction on time 
Haydon Div. of 
Torrington 


Time Controls 
tion Manual is 
manual of con 
from 


( orp.., 


trols available 
Time 


manual starts with an ele 


General 

Conn. The 
mentary explanation of time controls 
and com 


and circuitry progresses to 


plex application diagrams 


Bulletin GiEA 


ribes sectional and 


lerminal Boards 
six pages, desc 
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Made Easy. 16-page color 
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included in the booklet offer 


Porter-Cable Machine Co 
N.Y 


SCR Dimmers Kl 
York, has just publisl 
catalog of control systems for 
tions. The manual features S¢ 
mers. The 38 page catalog is cé 


with specifications 


CONDUIT FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


NIPPLES 


ALL SIZES: 
v2" x close to 6” x 12” inc. 


SHIPPED 


SAME DAY 


Pre 


Meets Feds 
Wwe Rit 


COMBINE ORDERS FOR 
ALUMINUM AND STEEL 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 
ELBOWS + NIPPLES + COUPLINGS + RUNNING THREAD 


ALUMINUM AND STEEL 








Make installations fast, 
built to last with 


M se W 


SERVICE ENTRANCE 


MAST KITS 


Now, you can have exactly the right fittings for any 
mast installation ...quickly...at lower cost. Just select 
the M&W Mast Kit to fit your needs. Varied assort- 
ments for 114”, 114”, 2” or 214” sizes, split-clamp or 
pipe strap conduit support, make it easy for you to 
pick the one kit that best suits your requirements. Best 
of all, M&W Kits cost less than individual fittings. 


Kits include all necessary parts for mast installation as 
illustrated, except conduit. Fittings available separately. 


New Catalog 59 gives details and prices on complete 
line of electrical fittings. Write for your copy today. 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


Every kind of framing or support 
you can imagine...in one package! 
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Republic METAL LUMBER® can 
be used to mount, suspend, or 
support almost any kind of 
installed equipment. Saves 
time on every job...cuts to 
measure like wood, assembles 
with standard bolts and nuts. 
Convenient, economical, and 
practical! 


CCST FRE FEE 


Recommended for fast, on-the-job construction of: 
Reel Racks and Stands 
Lighting Fixture Supports in Hung Ceilings 
Brackets for Wall or Ceiling Mounted Fixtures 
Supports for Heating Units, Fuse Boxes, Breakers 
Framing for Panelboards, Distribution Centers 
Support for Pipe, Conduit, Cable 


.-. plus hundreds of other uses, limited only by imagination! 
Supplied in bundles, easy to store and carry. Choice of 10-foot 
or 12-foot lengths, with bolts and nuts included. Ask your 
Republic Distributor, or write for literature. 


REPUBLIC STEEL 
BERGER DIVISION 
1158 BELDEN AVENUE — CANTON 5, OHIO 


SALES REPRESENTATIVES 





Ridge Tool International Co. 
Inc. announces the appointment of 
Ron Ifould as sales representative for 
Western Europe. 


Circle F Manufacturing Co., 
Trenton, N.J., has announced the ap- 
pointment of the Pressler-Weissinge! 
Co. and the Bassett-Eischen Co. to the 
sales force. Pressler-Weissinger will 
handle distributor sales in Ohio and 
for Boone, Campbell, and Kenton 
Counties in Kentucky. The Bassett- 
Eischen Co. will handle both OEM 
and distributor sales for Nebraska and 
lowa territories. 


Swivelier Co., Inc., New York 
has announced the appointment of 
Finney-Irvin Associates as representa 
tive in the Nashville area and of 
Thomas A. Marshall & Associates as 
representatives in southern Florida 


Pyramid Instrument Corp. has 
announced the appointment of Robert 
H. Dubuc of Barrington, R. I. as fac 
tory representative for the states of 
Maine, Vermont, New Hampshire, 
Rhode Island, eastern Massachusetts 
and northeastern Connecticut 


Bryant Electric Co. has announced 
the appointment of John R. Com 
mons as sales representative for its 
Houston, Texas territory 


Wakefield Corp. has announced 
the appointment of Gerald Preacher 
as representative in the South Caro 
lina area. He will cover the entire 
state in the future 


Sola Electric Co., division of Basic 
Products Corp., has announced the ap 
pointment of R. C. Merchant and Co., 
Inc. as sales representative for the en 
tire state of Michigan. 


MANUFACTURERS' EXPANSIONS 





Woodside, N.Y. Continental Con 
nector Corp. has purchased the 22, 
500 sq ft of additional space adjacent 
to present facilities in Woodside, Long 
Island City, N.Y. The space will be 
devoted to manufacturing facilities 


Waltham, Mass. — A new Applied 
Research Laboratory facility and a 
new headquarters building of Sylvania 
Electronic Systems, a division of Sy] 
vania Electric Products Inc. is nearing 
completion on a 55-acre site adjacent 
to present division facilities in Wal- 
tham. Totalling about 115,000 sq ft, 
the two new two-story buildings will 
be completed this fall. 
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ie SELLING OPPORTUNITIES 


, uy ~ 7 ° ENT Al E E WANTED iz | : ANTED 
N.Y. State Assn. of Electrical ‘ : ’ aree OSITIONS "WANTED 
Contractors & Dealers Bt OPPORTUNITIES 

62nd Annual Convention 





~- DISPLAYS —— RATES ———— UNDISPLAYED 
W hiteface Inn The rate for Employment is $16.00 per inch for $1.50 per line minimum 3 tines. To figure ad- 
‘ > . t , advertising appearing on other than @ contract vance payment count 5 average words as a line 
Lake Placid, N.Y basis. Contract rates quoted on request, Sub- 
, ject to Agency Commission Box number as ine 
July 2-7 Other advertising is $14.50 per inch. Not subject Position Wanted > are \% the above rate 
: to agency commission _ P — . 
An advertising inch is megeured, %” vertically on Discount of yd o if i. Hy tr is made tr 
J Jae” -ware ibi a column—3 columns 0 inches to a page vance r ser sertio 
NHMA Nat'l Housewares Exhibit lane NEW ADS or Inquiries to Classified Adv. of ELECTRICAL WHOLESALING 
Lakefront I xp. Center . O. Box 12, New York 36, N. Y. for August Issue closing June 17th 


Chicago, Ill. 
July 10-14 
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Electrical Distributors 
Central Region Meeting WANTED 
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- covered, experience, references 
now carried 
pees for Electrical Manufacture for Send full details t 
_ a. ( t e tori aye Ss > 
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Western Electronic Show Supply Sales md with proven ability. Desires P.O. Box 12, N. Y. 36, N. Y 
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Cow Palace Wh ing 


San Francisco, Calif 
August 22-25 re 2 Sa mapas Whect oe 


Manufacturers experience n sales. W 
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American Institute of Mise. ickmial tiakao: Manufacturer 

Electrical Engineers 
Pacific General Meeting 
Salt Lake City, Utah Mér's Rep Metropolitan New York ond New 


seeks additional High ¢ 


August 23-25 ectrical istributors. RA- 


SELLING OPPORTUNITY WANTED 


National Association of New Englond Mfr's Rep; complete office, 
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New Jersey desires additional supply lines. RA- MFR’S REP. DESIRES 
ADDITIONAL QUALITY LINES 
Monufacturers Agent Met. N.Y. ond NJ. Wants 
alit ne. Cont t RA-69 Elect wr = n Sree Sones electrical wh = ers 
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National Association of 
Electrical Distrib 
Wann Hagen evting YOUR ORGANIZATION 
Jack Tar Hotel 
San Francisco, Calif. Is It Complete? 
September 16-20 


Iiuminating Engineering Society Are you expanding it? 
National Technical Conference 
Chase Park Plaza Hotel Making Replacements? 
St. Louis, Mo 
September 24-29 Naturally, you are anxious to secure the most suitable man or men available. You want 

men with special training that will make them an asset to your organization. You can 

contact such men through an advertisement in this Selling Opportunities Section 

October 


International Association E L E Cc T R i Cc A L Ww H oO L E S A L I N G 


Of Electrical Leagues CLASSIFIED ADVERTISING DIVISION 
President Hote! 


Atlantic City, N.J P.O. Box 12 New York 36, N. Y. 


25th Annual Conference 
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new speed and 
economy for 


wire and 
cable handling 


Advanced REEL-O-MATIC engineering 
now brings big savings in man hours 
and money to wire and cable reel- 
ing, coiling, measuring and cutting 
operations, 


Above is the new, mobile REEL-O- 
MATIC payout unit equipped with ac- 
curate, direct-read footage meter and 
sure-hold floor lock. Enables you to 
eiiminate under-cut or over-cut losses, 


Note the simplicity of this power 
rewind and coiling unit. Hydraulic 
jacks quickly raise and position your 
reels. Variable-speed drive and foot 
control produce properly wound coils 
and reels, Fixed or mobile units avail- 
able to meet all reel requirements. 
For full details address Columbia 
Products Co., Wrightsville 3, Pa. 
Phone: Wrightsville 4211. 
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“The famous name in Reel- 
Handling Economy” 
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NOW...A FLP-n-Cul 


FOR EVERY JOB! 


\ 


No.7 SLIPKNOT PLASTIC TAPE 
IN THREE FLIP ’N CUT SIZES! 


NOW, EVERY MAN IN THE CREW CAN CARRY A FLIP 'N CUT 


because the rolls and the free plastic dispensers are tailored 


TO THE JOB! Costs go down even more with No. 7 Slipknot Plastic 
Tape on the job, in a size for every need! Cut expense slash waste 


and do every job right with the Flip ’n Cut size the job demands! 


No. 7 
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dispenser on 
sang ot 4° x 66°x.007" 


PLASTIC 
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HANDIER THAN AN EXTRA HAND! THAT'S THE FLIP 'N CUT® 
SOLD ONLY Slipknot’s exclusive dispenser cutter that stores, dispenses, 
and cuts the finest plastic tape you can buy. It’s FREE with 


THRU 
RECOGNIZED every roll in 30’ 44’ 66’ sizes. Your Distributor 
DISTRIBUTORS & stocks it — ask for it by name. 








THE FLIP 'N CUT IS FREE 
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When selling Electrical Protection — keep in mind... 


There’s a Safe and Dependable 
BUSS Fuse or FUSETRON Fuse 


to fit the needs of every user... 


—_: we =) es 


...and fuses provide the highest degree 
of protection available. 


They have no hinges or pivots, latches or con- 
tacts to stick or get out of order and possibly fail to 
function at the very moment when their operation 
means safety from serious fire and accidental haz- 
ards. No periodic inspections, recalibration and 
corresponding down-time is required. A fuse is just 
as safe and accurate 20 years or longer after instal- 
lation as it is on the day installed. 


] Buss LOW-PEAK fuses. A great advancement in pro- 
tective devices. Provide 200,000 amp. interrupting 
capacity ... great current limitation... plus long time-lag 

to prevent needless shutdowns... at minimum cost. 
Ask for Bulletin LPCS 


2 FUSETRON dual-element fuses. Have 100,000 amp. 
interrupting capacity. Eliminate needless blowing of 
circuit fuses. Protect motors against burnout from overloads 
or single phasing. Reduce heating in panels and switches. 
Give thermal protection to panels and switches. Save on 
service and maintenance costs. Ask for Bulletin FIS 


3 Buss Hi-Cap fuses. For loads above 600 and up to 

6,000 amps. Have 200,000 amp. interrupting capacity. 

High speed operation limits fault currents to safe values. 

Can be coordinated with FUSETRON or LOW-PEAK 
fuses to limit outage to circuit of origin. 

Ask for Bulletin HCS 


Buss LIMITRON fuses. Extremely fast opening charac- 
teristics prevent heavy short-circuit currents building 
up under fault conditions. Can be coordinated with FUSE- 
TRON or LOW-PEAK fuses to limit outage to circuit of 
origin. Ask for Bulletin HLS 
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5 Buss Super-Lag Renewable fuses. Provide lowest cost 
protection where periodic short-circuits are expected. 

Give freedom from needless blows. Greatly reduce out-of- 
service-losses. Ask for Bulletin RCS 


Buss One-Time fuses. Offer most economical protec- 

tion for circuits where no motors are connécted and 
possible fault current is not over 10,000 amps. 

Ask for Bulletin NCS 


7 Buss Clear Window Plug fuses. One-piece body and 
“safety’’ design guarantee protection. Easy to spot 
blown fuse, even when light is poor. Ask for Bulletin WUS 


FUSETRON dual-element Plug fuses. Safely reduce 
needless blowing of plug fuses and give full protection 
against short-circuits and overloads. Ask for Bulletin TCPS 


Buss FUSTAT fuses. Have type ‘“‘S’’ base which pre 

vents overfuseing or tampering. Protect against short 
circuits and overloads. Safely reduce needless blows 

Ask for Bulletin SCPS 

0 to 14 Ampere Buss FUSTAT fuses. Provide simple, low cost 

way to protect motors and apparatus against burnout on 


circuits of 125 volts or less. Ask for Bulletin SMPS 


10 BUSS and FUSETRON Small Dimension fuses. Used to 

protect TV, Radio, Instrument, Radar, Avionic and 
Electronic Equipment. Complete fuse line includes dual- 
element ‘“‘slow-blowing,”’ single-element ‘‘quick-acting”’ and 
signal or visual indicating types, in sizes from 1 500 amp 
up...plus a companion line of fuse clips, blocks and 
holders. Ask for Bulletin SFB 
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